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; New Fire Company Resmaaaane ee In New York City 

‘ Hag ompany, . - 

Called Fire Insurance Co. of Chi- £ L d Brokerage Business Growing; Im- 

: cago; Will Have $2,000,000 Oo onaon mense Insurance Quotas Fixed; 

Capital and $3,000,000 Surplus é New General Agencies 

“ —- 150 William Street, New York 

4 LETTON HEADS ORGANIZERS TWISTING IS REARING HEAD 

re ° . 

c- Feeling in Illinois That Too Much A eae which has stood the test Offices Expect Strenuous Pace in 

S- of State’s Premiums Go to of time! 145 years of successful business Soliciting of Lines of 

7 Eastern Companies operation. World-wide interests. Group Insurance 

Dn ; reso lute security. 

ot Chicago is*stepping into the picture (By a Staff Correspondent) 

m this week with the news of the contem- Excellent Service and Facilities Chicago, Jan. 9—New York City com- 
plated formation of a $5,000,000 fire in- petitive conditions are strenuous—noth- 
surance company to be known as the ing like that competition has been seen 

pan) 2 se 
Fire Insurance Company of Chicago. If . Y a ae oe ae ar rai 
‘ : ati — ork has little on Chicago when it comes 
of we ig ee i eae vay this - to hustling for business. The writer 

n- wi e one of the largest pieces of new was told in half a dozen offices here to- 

= company financing in some time. The indemnity Company day that “the companies have literally 

= ; gone wild about production in Chicago.” 

th sponsors of the Fire Insurance Company 150 Willi - athe A ep “0 

e- of Chicago, a group of leading business am Street, New York ph eto 1928 has not been fixed by 

men, plan to capitalize the company for Some of the best and straightest gen- 

- $2,000,000 with a surplus of $3,000,000. eral agents in town told the writer that 

al Harold W. Letton, United States man- _— they had to admit with regret that twist- 
ager for the Netherlands and vice-presi- White Fireman ee ee head again, with 

— ak and his all of its nasty accompaniments. There 
dent and general manager of the bert & Work is no relief from the State Insurance 
Lakes Insurance Co., has been asked to !Xepartment which is one of the poorest 

é head the organization committee and will to be found anywhere. There are no 

‘ also act as chairman of the underwriters hearings in the Department over twisting 
committee. — ; P . and rebating as there are in New York. 

It is felt in mid-western insurance cir- While some insurance men are pleased 
cles boyy nee eg pig gis —— that the Department does not butt into 
- ro wreseree i Pg ore the times in \ local affairs as much as Beha does in 
ee "ee. ale ag Som et die acne ‘i ‘ New York, neither do they like the slip- 
pei salek te the fact that 1926 Illinois Introducing shod and incompetent insurance super- 
me 1 76 . W vision here which cz escape res - 
fire premiums amounted to $78,876,277, THE HITE FIREMAN sibility jot poe geenlnap rte teins 8 
and of this amount Illinois fire compa- |~= White Fireman is a character created to personify the fire-prevention work on financial rocks. 
nies wrote only $7,565,671. Believing that carried on by insurance companies. Whenever a stock » et . 
ec - * re ree a stock company fails all in- 
too large a percentage of the profits on The advertising in which this character appears will impress upon property-owners the 3 : . 
Tiina ve daneoin sina ea anew Weeden fact that the companies are not only urging precautions upon the public, but are also surance is given a black eye and there 
; 3 e urance goes : isi g doing their own share to reduce fire-waste. : have been a number of these optic dis- 
in other parts of the country the Fire Look for the White Fireman in the Saturday Evening Post of January 7th, and in the colorations 
Insurance Company of Chicago is being January issues of the Quality Group magazines. . 2 
offered to counteract this condition. INSURANCE COMPANY OF NORTH AMERICA __ The Darby A. Day Agency 
All legal details of the new company PHILADELPHIA There are many interesting angles to 
are being handled by the law firm of and the the competitive situation here. One is 
Winston, Strawn & Shaw of Chicago. INDEMNITY INS. CO. OF NORTH AMERICA the terrific pace being traveled by the 
Distribution of the stock will be taken write practically every form of insurance except life Darby A. Day agency of the Union Cen- 
care of by the Illinois Investment Co. of tral, which hit $15,000,000 in 1927 and has 
Chicago. The board of directoorswillle =_—___= erm as its 1928 goal $25,000,000, and, looking 
composed of seventeen men. farther ahead, Mr. Day is aiming for 2 
Letton Explains Purpose of New e e Hi h $40,000,000 year before three years are 
Company The Liberating ug road wT his Day agency is a wonder. It n 
s Day agency is a wonder. ow 
“Insurance men in particular are well a occupies an entire floor, high up in a 
acquainted with the fact that several new Byroads may be peaceful pathways, but they do not lead to ambitious new bank building in the Loop and the 
companies have been financed recently in destinations. Fear keeps many from joining the great procession that offices cannot be duplicated in any mana 
the East,” Mr. Letton told The Eastern moves along the highway to success. They mistakenly fear they lack gerial quarter in taste, accommodation, 
Underwriter. “In almost every case ability, and they shelter themselves in a salaried position whose future is convenience and stage setting. Agents 
there the issue offered was oversub- not satisfyingly bright. Life insurance salesmanship is a liberator of such are assigned offices in accord with their 
scribed. That the same state of affairs men. Cast out fear, have faith that you are as capable as other men, learn production. The great stars have corner 
may be expected when stock subscrip- how fine an opportunity life insurance provides, and then leave the by- offices of their own. The next sized 
tions are possible in the Fire Insurance way for this highway on which thousands and thousands are happily and luminaries also have individual offices. 
Co. of Chicago is the opinion of active safely traveling. There is another type of office which two 
‘Y Insurance men of the middle west who Cont : P M ee 1A ‘te di men are authorized to occupy jointly. 
h : : onfer with the nearest Penn Mutual General Agent, or write direct , _ Pee a eg, Le 
prised been studying the insurance field to our Home Office, if you are ambitious, industrious, and desire success. sgn ee a When a 
“It seems strange to eastern insurance the main office you will find a number 
men that there should be no outstanding, . of persons waiting in a beautiful room, 
YD large middle western company compet- The Penn Mutual Life Insurance Company equipped with the latest magazines and 
— ing with the big companies of the east. Philadel hia. Pa other publications. The room of Mr. 
30 The fact that there are none must be p ’ . Day is akin to one in an English baro- 
traced back to the time of the San Fran- Founded 1847 net’s castle. Hardwood panels and all 
cisco fire when a number of Chicago fire that sort of thing. It is a room which 
A (Continued on page 32) i a (Continued on page 10) 














Page 2 January 13, 1928 ” 

















T PAYS to bean |\" 
/Etna-izer / 


PON APPOINTMENT sh 


s 
fa} 























every 7Etna Agent, who is i: 

new to the insurance business, = 

nS has available to him a compre- . 

. hensive training in all branches = 

of insurance. = 

: 

The ina-iser From that time on he is EE 
supplied continuously with « 

successful selling plans and ge 

methods and kept up-to-date : 

on all developments affecting i 

his business. ee 

Sapplement : 
A Complete Educational System | : 





for Atina Agents " 





vn 

the 

inc 

ici 

Th 

ma 

ibs 

AETNA LIFE INSURANCE COMPANY on 

feina-izers’ and affiliated companies nu 
Educational Course TNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE CO. ee 


of Hartford, Connecticut 

















Na 
———— SSS SSS |¥|]T™==_ AN A MEESTER: Ta OT tec 








—— 





January 13, 1928 








Page 3 








Robbins Appointment 
Pleases the Fraternity 


ASSISTANT SECRETARY OF WAR 





Distinguished Career Of Life President; 
Served In Both Spanish-American 
And World Wars 





The appointment by President Coo- 
lidge of Colonel C. B. Robbins, president 
of the Cedar Rapids Life, as Assistant 
Secretary of War, was well received by 
insurance men who feel that the insur- 
ance fraternity has been highly honored. 

Colonel Robbins was born in 1877 near 
Hastings, Ia. He was educated in the 
country schools of that neighborhood; 
in a private boys’ school at Hempstead, 
Long Island, and was graduated from 
the University of Nebraska in 1898, He 
had military training under John J. Per- 
shing in the University of Nebraska, and 
when the Spanish-American War broke 
out, he enlisted in the First Nebraska 
Regiment of National Guards. He served 
with distinction in the Spanish-Ameri- 
can War and was severely wounded July 
7, 1898, in the Battle of Marilas, receiv- 
ing in 1899 a citation for gallantry in 
action in that connection. 

Leaving the service in 1899, he entered 
Columbia University, and from that in- 
stitution received the degree of Master 
of Arts. In February, 1903, he married 
Helen Larrabee, daughter of ex-Gov- 
ernor William Larrabee of Iowa. He 
began the practice of law in Cedar Rap- 
ids in October, 1904, and in 1909 was ap- 
pointed judge of the Superior Court of 
Cedar Rapids, Ia. He was one of the 
organizers of the Cedar Rapids Life, 
being elected chairman of the executive 
committee and general counsel. In 1916 
he served as captain of Company D, 
First Infantry, Iowa National Guard, 
on the Mexican border. In 1914 he was 
made president of the Cedar Rapids Life, 
and has devoted his time to the affairs 
of the company since that time. 


Other Honors 


Colonel Robbins served in the World 
War and was ordered to France in 
August, 1918, serving with the 69th In- 
fantry Brigade, of which he became ad- 
jutant. He mustered out of the service 
in 1919, ; 

In 1926, at the American Life Con- 
vention meeting at Detroit, Colonel Rob- 
bins was elected to the executive com- 
mittee of the American Life Convention 
and was re-elected to the Executive 
Committee for a two year term at Dal- 
las, Texas, in October, 1927. He served 
for one term as commander of the Iowa 
Department of the American Legion, and 
is a director in many civic bodies in his 
home city, including such organizations 
as St. Luke’s Hospital, Coe College, 
Cedar Rapids Commercial Club, Memo- 
rial Commission, etc. 

The appointment of Colonel Robbins 
to the important post of Assistant Sec- 
retary of War will bring about no change 
in the management of the Cedar Rapids 
Life. The board of directors has granted 
him a leave of absence for the period 
which he will devote to the duties of 
the Assistant Secretary of War’s office 
ind there will be no changes in the of- 
icial personnel of the Cedar Rapids Life. 
‘he present officers will carry on the 
management of the company during the 
ibsence of President Robbins. Secretary 
C. B. Svoboda has charge of the office 
ind underwriting activities of the com- 
any, and Vice-President Jay G. Sig- 
mund will direct the activities of the 
igencies, as in the past. 





14-STORY BUILDING 


The Protective Life of Bitmingham, 
\la., will build a 14-story building in that 
city. Several months ago the Alabama 
National Life was merged with the Pro- 
tective. Sam F. Clabaugh is president. 














FOR INSURANCE MEN 





WHO WANT TO MAKE MORE MONEY 





"RIEHLE AGENCY 
EQUITABLE LIFE 


Offers you expert training that will materially 
increase your income. Through the *RIEHLE 
AGENCY you may attend the Equitable Home 
Office School or use the Equitable correspondence 
training course. Graduates of the school do 44% 
more business without insuring more people. 


THEY KNOW HOW TO SELL 








Investigate your opportunity in Life Insur- 
ance—*Riehle Agency—Equitable Life. Take 
advantage of your opportunities immediately 
and communicate at once, preferably in person, 
with 


“JOHN M. RIEHLE, Manager 
“THEODORE M. RIEHLE, 


Associate Manager 


The Equitable Life Assurance Society 
of the U.S. 


Suite 1103-1106 . Pennsylvania Building 
225 West 34th Street - New York City 


Telephone - - - Lackawanna 7150 











“A LIVE, SUCCESSFUL, FRIENDLY AGENCY—THE RIEHLE AGENCY” 














T. F. Lawrence In On 
Western Union Deal 


REPRESENTED ALFRED M. BEST 





Purchasers Are “Private Parties” And 
Are Not Acting For Some Other 
Life Insurance Company 
Thomas F. Lawrence, former vice-pres- 
ident of the Missouri State Life and at 
one time one of the most prominent 
men in the life insurance business, came 
into the insurance limelight again as 
ene of the men figuring in the purchase 
of the Rutter control interest of the 
Western Union Life of Spokane, Wash. 
In this transaction Mr. Lawrence was 
acting for Alfred M. Best. The others 
acting as intermediaries of the deal were 
Mr. Best and Raymond T. Smith, West- 

ern manager of the Best company. 

It develops that Mr. Lawrence has been 
associated with Mr. Best in several deals 
recently negotiated or in process of ne- 
gotiation, 

Asked if any life insurance company 
had purchased the control of the West- 
ern Union Life Mr. Best said that the 
purchasers were “private parties,” and 
that no life insurance company would 
figure as buyer. 

One of the principal points of inter- 
est in the transaction is that the West- 
ern Union Life is doing business in this 
state and that if any gompany bought 
it that company woulda automatically be 
doing business here. 


CELEBRATES 40TH ANNIVERSARY 
Guardian Life Honors F. S. Doremus 
And Staff Of N. Y. (D) Agency 
With Luncheon 
On Friday, January 6, President Carl 
T. Heye on behalf of the Guardian Life 
tendered a luncheon at the Hotel Astor 
to Manager F. S.-Doremus of the New 
York (D) agency and the members of 
his organization. The occasion was the 
celebration of Mr. Doremus’ fortieth 
year of active service with the company. 
President Heye, in a brief speech, re- 
viewed the work of Mr. Doremus’ long 
association with the company and pre- 
sented him with a pin, emblematic of his 
forty years of service. Superintendent 
of Agencies James A. McLain, who 
spoke next, paid tribute to Mr. Doremus’ 
admirable qualities which have made so 
many friends for him. A gift from the 
members of the agency was presented to 
Mr. Doremus by Associate Manager 

George Leyser. 





NEW AGENCY SUPERVISOR 

The Manhattan Life last week an- 
nounced the appointment of George Ed- 
ward Morgan as agency supervisor. 

Mr. Morgan is a young man of wide 
experience. He served in the world war, 
having been connected with General 
Headquarters while in France. On his 
return he started his life insurance ca- 
reer with the Equitable Life Assurance 
Society. He was a large producer dur- 
ing the four years that he was with the 
Equitable. He then went to the Aetna, 
joining the Hart & Eubank Agency and 
was connected with the Forty-Second 
street branch as agency supervisor. He 
held that position until recently, when 
he was transferred to the R. H. Keffer 
Agency of the Actna Life at 100 William 
street, New York City. 


MINNEAPOLIS MERGER 

The North American Life & Casualty 
of Minneapolis, Minn., is to take over 
the entire assets and business of the 
Northeastern Life of the same city. In 
preparations for this the North Ameri- 
can has increased its capital. At the 
same time Z. H. Austin, president of 
the North American, disposed of his in- 
terest in the company to T. O. Berge, 
who will succeed him in office. 
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. THE SrAce * 


which will soon be moved to the First Page back of the cover 


HAS BEEN PURCHASED 
BI-MONTHLY FOR 


10 YEARS 


Tue MESSAGES THAT 


WILL APPEAR WITHIN ITS 

BORDERS WILL BE OF SUCH 

INTEREST AS WILL DE- 

SERVE THE ATTENTION OF 

THE LIFE UNDERWRITER 

AND BETTER ACQUAINT 
HIM WITH: 


— Organized Service — 


THE KEANE-PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 


Dona.p C. KEANE Lioyp PATTERSON 
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McCormack’s Attack 
Upon Stock-Mutual Plan 


MEMPHIS MAN’S PAMPHLET OUT 


Sharp Comments Upon Control Changes 
In Mutual Life Insurance Companies; 


Worried About The Future 


The long threatened attack on compa- 
nies operating on both a stock and a 
mutual basis, which Edward J. McCor- 
mack of Memphis, general agent of the 
\linnesota Mutual, threatened to launch 
at the conclusion of the convention of 
the National Association of Life Under- 
writers, was mailed to insurance news- 
papers this week by Mr. McCormack in 
the shape of a pamphlet of eight pages. 
It is headed, “The Stock-Mutual Plan; 
Does It Afford An Opportunity for the 
Exploitation of Mutual Life Insurance ?’ 
In his introduction he says in part: 

Recent developments indicate that the will to 
secure control of mutual life insurance com- 
panies has found the way. For want of a 
better name it is being referred to as the 
“stock-mutual” plan. : 

This plan contemplates the creation of a new 
department in already established mutual com- 
panies. Stock is issued and the policyholders 
are given an unassignable right to subscribe to 
a restricted amount. If a policyholder does not 
subscribe, he forfeits interest in this new de- 
partment of his own company. The unsub- 
scribed stock may be sold at a slightly advanced 
price, apparently without restriction as to 
amount per buyer, or as to whether the pur- 
chaser is a policyholder, : 

Analysis of the plan indicates that it has 
mainly to do with company control. As the old 
mutual policyholders receive no remuneration, 
their ownership equities, under this plan, are 
evidently ignored. ’ ; 

Regardless of the published intent of the 
fathers of this plan, their offspring gives every 
indication of being a most precocious youngster. 
Can intelligent underwriters and thinking pol- 
icyholders shut their eyes to the fact that “stock- 
mutuals” at least afford opportunities for ex- 
ploitation of company funds and properties? 

The right of a majority of fully informed 
mutual policyholders to reorganize on a stock 
basis is not challenged; the motive and method 
may be. Court decision in another. case con- 
firmed that privilege, but this decision contained 
criticism of the methods used in the transition 
of that company. It was indicated that had the 
plaintiffs not slumbered on their rights, the de- 
cision might have been otherwise. 


The Bigger Mutuals 


One cannot resist the thought of what might 
happen if the officials of one of the larger mu- 
tuals, or outside interests bent upon stocking 
these great companies, should introduce a simi- 
lar bill in New York, Massachusetts or other 
eastern states. i : 

A kindly disposed or disinterested legislature, 
and a company not so large as to be a center 
of official interest, is apparently the combina- 
tion making the new plan possible. 

How long will it be before the policyholders 
of other mutuals are confronted with the same 
problem? In-what state will the “stock mutual 
plan make its next appearance? 

Does not the idea of stocking mutual com- 
panies offer an inducement far too attract've 
for the average promoter to withstand? Will 
company officials be as idealistic as the presi- 
dents of at least two moderate sized mutuals, 
both of whom so recently spurned such ad- 
vances? My 

The state in which the first so-called ‘“‘stock- 
mutual” appeared recently adopted a law per- 
mitting insurance institutions to assume both 
stock and mutual characteristics. . : 

It is possible, of course, that officials of this 
company had nothing whatever to do with the 
passage of the law permitting such reorganiza- 
tion, and that it came to them as_ a surpr’se 
rather after the fashion that the Golden Car- 
riage came for Cinderella. i ; 

If, on the other hand, these officia’s or their 
legislative agents did conceive and_ bring about 
this new insurance statute, there is no record 
available of their policyholders being informed 
that this radically unusual law was_ in the 
process of making. For some reason, its spon- 
sors seem most reticent to claim credit for its 
passage. 

Among other allegations made by Mr. 
\fcCormack are these: 

He claims that mutual policyholders 
will find that they do not share in the 
profits of the non-participating business 
unless they buy additional rights; 1. ¢., 
stock in their own company. ; 

He asks why the right of subscription 
should be assignable? “By virtue of his 
nsurance policy, does not the insured 

wn the accompanying stock right?” he 
ask§! He wants to know why the amount 
andstime limit was put on the stock 
rights-of policyholders and why a board 
of directors was authorized to sell the 
remainder to other than polcyholders 


VISITS BENEFICIARIES 


How President of Connecticut Mutual 
Life Spent Day Before Christmas 
in Hartford 
It was divulged at the Harry F. Gray 
agency dinner in the Fifth Avenue Hotel 
one night last week that President James 
Lee Loomis of the Connecticut Mutual 
Life spent the day before Christmas vis- 
iting widows and other beneficiaries of 
persons who had been insured in the 
Connecticut Mutual and who have died. 
He declared that these visits made a 
very deep impression upon him as to 
the warm spot which insurance has in 

the hearts of the public. 








without amount per buyer restriction. He 
also declared that policyholders had no 
opportunity to express disapproval of the 
stock-mutual plans. 

“Where could a negative vote muster 
its strength?” he continued. “It is not 
indicated that a vote of the majority 
of the mutual policyholders was regis- 
tered—only of those who did vete a ma- 
jority favored the plan—under the sys- 
tem used no other result was probable.” 


Says Policyholders Did Not Demand 
the Change 


Among other things Mr. McCormack 
said: 

An analysis of “policyholders’ rights” as they 
are interpreted in this deal reduces itself to 
the written insurance contract as between the 
insured and the company, and does not contem- 
plate to the slightest degree that equity right 
which the policyholder could undoubtedly sus- 
tain, as an owner. If his company is sold, 
merged, or absorbed, he should be immediately 
remunerated im cash, or its equivalent (and a 
very definite equivalent for his pro-rata owner- 
ship. Until this is recognized beyond question, 
mutuality is not mutuality. 

When laws can be so easily amended to suit 
one’s convenience, or to make possible a change 
in corporate form or practice, it behooves the 
policyholder, and others interested, to leave no 
stone unturned to bring about a_ situation 
wherein such changes can be made only for the 
actual benefit of the policyholder, and under no 
circumstances for selfish and unwarranted in- 
terests. Again, it may be that open discussion 
of this character by insurance men keenly in- 


(Continued on page 17) 





A. E. PATTERSON’S GOOD YEAR 


Equitable Life Society Organization, in 
Chicago, Closed Year 1927 With 
Total Business of $17,546,287 
The Patterson Agency of the Equit- 
able Life Society, in Chicago, has closed 
the year with satisfactory results. The 
month of December ended with $1,326,- 
655 in volume of paid for business and 
$36,804 in premiums, both figures repre- 
senting a small increase over the cor- 
responding month last year. The fig- 
ures for the twelve months of 1927 are 
as follows: Regular business written, 
$16,639,965; group $906,322; total volume 

of business $17,546,287. 

The increase of this agency in paid 
for business in 1927 over 1926 was $1,- 
631,173 or 11%. The premium increase 
was $57,808 or 12%. ‘The small increase 
in the number of contracts indicates that 
mest of the agents had substantial in- 
creases as compared with last year. 

On Monday, January 9, the first agen- 
cy meeting of the new year took place 
at the Congress Hotel, Chicago. The 
principle speaker was John Morrell of 
the Girault Agency, leading producer of 
the Equitable Society, whose subject was 
“The Laws of Life Insurance.” 





BIGGEST MONTH OF DECEMBER 


The Johnston & Collins Co., New York 
City, general agents for the Travelers, 
had the biggest month of December in 
the history of that agency, having writ- 
ten and paid for $2,247,000 of business. 
The next biggest December was in 1925 
when the agency paid for $2,119,000 of 
business. At the end of last year, 1927, 
this agency had $100,058,310 of insurance 
in force. The total amount of net pre- 
miums in force at present is in excess 
of $3,000,000. The Johnston. & Collins 
Co. is the oldest general agency of the 
Travelers in New York. 














“There goes Mrs. Jenks. 
her so well dressed.” 


“Joe says it’s no problem to him. 





It must cost Joe a fortune to keep 


He’s selling Perfect Protec- 


tion for the Reliance Life, you know.” 


Manhattan Life Will 
Move to Uptown Site 


IN NEW QUARTERS BY OCTOBER 


Present Home Office Once Tallest Build- 
ing Here; New Home At Madison 
Avenue and Sixtieth 


The Manhattan Life, which has been 
located at 66 Broadway, New York City, 
for 36 years is to leave downtown and 
occupy offices in the new Manhattan 
Life Building now being erected at Mad- 
ison avenue and 60th street. This move 
will probably make it “furthest north” 
of insurance company home offices. 

The present building of the company, 
60 Broadway, was once the tallest build- 
ing in the city, and is claimed to have 
been the tallest in the world. It was 
erected in 1894. Some of the finest mo- 
saic and wood-carving work in America 
is contained in the tower. Old news- 
paper prints indicate that admiring 
throngs gazed at it as one of the great 
sights of the city. Today its twenty-six 
stories are lost among the newer sky- 
scrapers. 

The new home office will be occupied 
by the company about October, 1928. 
‘I he building has been under construction 
for some time. When completed it. will 
be twenty-three stories in height. The 
architecture follows the modern sky- 
scraper lines, with many set-backs giving 
the effect of a glorified Indian pueblo. 

Three of the floors will be used by 
the company. These floors, the fifth, 
sixth and seventh, have been leased by 
the Manhattan Life from the owners, the 
firm of Klein & Jackson. The present 
home office was sold to the Manufactur- 
ers Trust Co. several months ago. They 
will take possession as soon as the life 
company moves out. 

New Big Business Section 

The new site was chosen after much 
search. It is the belief of the insurance 
company that the region around Mad- 
ison avenue and 60th street, which is 
just above the Murray Hill district, is 
destined to be developed as the next 
great business center, similar to Forty- 
second and Thirty-fourth streets. In 
addition, the officials hope that em- 
ployes will find it easier to come to work, 
as they will often be moving in an op- 
posite direction to that of most people. 
_ The Manhattan Life was established 
in 1850. The business of last year was 
ab mut 50% greater than that of the pre- 
vious year, and a similar gain is ex- 
pected in 1928, 





W. H. SMITH MADE SECRETARY 


North American Reassurance Chooses 
Former Equitable Society Man For 
That Post; Shepherd Ass’t Actuary 
At a recent metting of the board of di- 

rectors of the North American Reas- 

surance William H. Smith was elected 
secrtary of that company and Pearce 

Shepherd, A.A.LA., A.A.S., was appoint- 

ed assistant actuary Mr Smith is an ex- 

perienced life insurance man, having been 
cleven years with the Equitable Life As- 
surance Society and four years with the 

Manhattan Life before he joined the staff 

of the North American Reassurance in 

1924. Mr. Smith was appointed assistant 

secretary of the North American Reas- 

surance in 1925. Mr. Pearce Shepherd is 
an associate of the Actuarial Society of 

America. He belongs toa family of young 

actuaries who are rapidly making names 

for themselves. His oldest brother, 

Clinton O. Shepherd, is actuary of the 

Missouri State Life and another brother, 

Bruce E. Shepherd, is chief assistant ac- 

tuary of the New Jersey Insurance De- 

partment. At the same meeting John 

H. McHugh, president of the Chase Na- 

tional Bank, was elected a director of 

the company. 
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Phoenix Losses From 
Financing Are Slight 


D. GORDON HUNTER’S ARTICLE 


Three Types Of Contracts Given To 
Agents; Experience Record Cards 
For New Men 





All new agents of the Phoenix Mutual 
Life are required to fill out an experience 
record which takes up the following 
items : 

Age, dependents, previous monthly in- 
come, occupation, changes in position, 
selling number of invest- 
ments, insurance carried, per cent in- 


experience, 


come saved, education, business and cor- 

respondence course, present organiza- 

tions, present offices. 

In an article in the “Manager’s Maga- 
zine” D. Gordon Hunter of the Phoenix 
Mutual, discussing the subject of agency 
building, has this to say of financing: 

“The majority of our men have been 
financed, but our losses have been com- 
paratively slight. There are three types 
of contracts available to the new man. 
(1) A straight commission contract. 
(2) A salary for three months during 

which the salesman has no commis- 
sion interest, and a drawing account 
after the three months, if needed 
to equalize the commission earning 
with the amount needed for reason- 
able living expenses. 

(3) A drawing account for three months 
to be used when commissions fall 
below the amount needed by the 
new salesman. Under this and the 
second plan the payment of re- 
newal commissions are dependant 
on the amount of sales. In any 
event six renewals are the maxi- 
mum payable under this plan. 

“If the new man can swing it, the 
commission contract of course, is infi- 
nitely better. If he has only a small 
cash reserve, the second plan is by far 
the best. Any success that we have had 
in financing, I believe is due to the fact 
that we have a standard form of super- 
vision for each man. He is given spe- 
cial attention until he is on an estab- 
lished basis, as I will explain when we 
talk about supervision.” 





BUILDING UP FIELD FORCE 





William Ittman, Agency Manager, Equit- 
able of Iowa, Eastern Mass., Select- 
ing Competent Associates 

William Ittman, agency manager of the 
Equitable of lowa for eastern Massachu- 
setts since November 1, has gradually 
been surrounding himself with a group 
of capable associates for the field work 
and the office. All of his recent ap- 
pointees are college educated and have 
had considerable business training in 
some field which will be of considerable 
aid to them in their insurance work. 

Among those who have become at- 
tached to Mr. Ittman’s office in field 
work are Charles Hitchcock and Robert 
Pease, graduates of Dartmouth College, 
L. J. Mossman, former district manager 
of Dupont’s Powder Works in the west, 
Miner H. Paddock, Jr., who hails from 
the upper part of this state and who 
was former president of the Boston Au- 
tomobile Club, and one of the organizers 
of the Congress Co-Operative Bank of 
Boston, Douglass Lockwood, from Can- 
ada, who served for four years in the 
Marine Corps and Arthur Beadle, for- 
mer advertising man. 

Mr. Ittman has also appointed a wo- 
man to the field work and office in the 
person of Miss Helen Buckley, of Mar- 
blehead, who was the leader in the lar- 
gest number of applicants during No- 
vember, the first month of Mr. Ittman’s 
managership. Miss Buckley is also 
agency cashier of the office which is lo- 
cated at 79 Milk street, Boston. 


GRAHAM’S CHRISTMAS PARTY 





Twenty-Five Members of Brooklyn 
Agency, Aetna Life, Celebrate Their 
Best Year 


In recognition of the best year the 
Agency has enjoyed, twenty-five mem- 
bers of the James P. Graham, Jr., Brook- 
lyn Agency of the Aetna Life gathered 
at the Hotel Bossert Tuesday, Decem- 
ber 27, 1927. 


After a bountiful repast during which 
the guests were entertained by Frank 
X. Dunne and Eugene M. Reed, Nelson 
Post took charge of the meeting as 
master of ceremonies. Short addresses 
were made by William A. Nicolay, one 
of the oldest general agents connected 
with the company, Charles B. O’Connell, 
who is one of the leading producers in 
the entire country for the Aetna, not- 
withstanding the fact that he has only 
been in the business a little over a year, 
and also Clinton H. Hoard. All of the 
speakers congratulated Mr. Graham on 
the successful business of the agency, 
which showed the greatest percentage of 
increase of any Aetna agency in the 
country. 

Mr. Graham expressed his thanks for 
the co-operation of all the members of 
his organization, who, he stated, were 
responsible for the fine record which 
has been made. Following the dinner 
there was more entertainment and con- 
siderable talent was discovered among 
the guests. 

The agency’s paid business during the 
month of December was $1,170,000, the 
largest of the year, representing an in- 
crease of 108%, or more than double 
that of the same month in the previous 
year. 





SALARY SAVING RISKS 





Should Not Be Written on Those Who 
Are Group Prospects, Says Con- 
necticut General Man 
A history of the Connecticut General’s 
experience with salary savings policies 
was given in an interview last week by 
W. I. King, vice-president. Mr. King 
pointed out that early experience with 
the plan was poor, as it was being placed 
constantly where group insurance should 
have been written. Salary savings pol- 
icies, he said, were entirely too high for 
factory workers and such, who should 
take the lesser in group. The result was 
a high lapse loss. The greater risk also 

gave a bad indemnity experience. 

The present average policy under the 
salary savings plan is for $2,150, and this 
average is rapidly increasing. In the 
early days policies ranged from $1,500 
to $1,900. 

Clerical organizations, 
ance companies, advertising agencies, 
brokerage houses, sales organizations, 
educational institutions, publishers, 
wholesale houses, and selected groups 
in high grade manufacturing risks were 
given as constituting good salary sav- 
ings risks. 

Salary savings has, according to Mr. 
King, formed 20% of the production of 


the Connecticut General agents, many 
of whom personally carry it. 


banks, insur- 





ACTUARY NITCHIE DEAD 

Joseph Howard Nitchie, a charter 
member of both the Actuarial Society 
of America and of the American Insti- 
tute of Actuaries, died at his home in 
Evanston, Illinois, on December 10, 1927. 

He was born in Brooklyn in 1851 and 
was educated at the Brooklyn Poly- 
technic Institute, Columbia ‘College, and 
Williams College from which he gradu- 
ated with the class of 1870. 

After four years in the insurance busi- 
ness in New York he was connected 
with the National Life of the U. S. A., 
since which time he has engaged in con- 
sulting actuarial work. 
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IW 




















il) 












The Bulletin 


qj] MONDAY MORNING! 


REO DNONO NANG 
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For over 35 years, Monday has been Bulletin Day 
among Nylic Agents everywhere, the mailing of the 
Bulletin being timed to reach every agent from 
Maine to California, from Canada to the Gulf of 
Mexico, on Monday morning. 







q A punctual start for the week means so much! A 
fresh, constructive idea, or an old one in a new 
dress, helps to begin Monday’s work promptly, and 
to carry on through another six-days with energy 
and enthusiasm. 







Every Monday morning Nylic Home Office renews 
its contact with the agent through the Bulletin, 
which carries some helpful message derived from 
practical experience, forcefully and attractively ex- 
pressed : 













A Word of Inspiration. 

A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 

A Record of Some Fellow Agent's Success. 







INO) 













q The cumulative effect of these weekly Messages 
from Nylic Officers, who “‘talk the same language” 
as the agent, is stimulating to the individual and to 
the collective body of agents. 
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The Bulletin has become an institution. 





Life-insurance-wise it is, for Nylic men, what his 
daily paper is to the business man: he “‘couldn’t 
begin the day right without it.” 












NEWEGG ANNO OANA). 


“Is it any wonder that meas- 
ured .by usual standards, 


Nylic agents are indus- 






trious, persistent, satis- 
fied and happy?” 








NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK = 
D ARWIN P. KINGSLEY New Home Office Building now being 


; ted on the site of the famous 
President “ld Mattoon Square Garden 
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Fallacious Magazine 
Article on Expenses 


WRITER FALLS INTO A TRAP 





“The Magazine of Wall Street” Again 
Gets in Dutch With an Article 
on Insurance 


By M. A. LINTON 
Vice-President Provident Mutual 
The life insurance business seems des- 

tined to be the target of well-intentioned, 
semi-technical publicists who every now 
and then think they have uncovered 
something that needs proclaiming from 
the housetops. The most recent of such 
proclamations occurs in an article pub- 
lished in the early part of December in 
the “Magazine of Wall Street.” It is a 
lengthy article and covers a good deal 
of ground; most of it with reasonable 
fairness and insight. Unfortunately, the 
author falls into a trap when he deals 
with the subject that apparently caused 
him to write the article in the first place. 

That subject is the expense of conduct- 
ing the life insurance business. The 
author believes that in spite of the in- 
creasing growth of life insurance in re- 
cent vears, these years have witnessed 
an increase in the expense.rates of the 
companies. This belief leads to asser- 
tions in the opening paragraphs that may 
be epitomized as follows: “Although the 
net cost of life insurance has apparently 
decreased in recent years, the fact of 
the matter is that the trend of real costs 
is upward, not downward.” Then fol- 
lows a discussion of aggregate expense 
rates for twenty years, expressed as a 
percentage of total insurance in force. 
These rates have shown an increase in 
the last ten years. Hence he concludes 
that the real cost of life insurance is on 
the increase and that policyholders are 
consequently paying excess costs to the 
tune of scores of millions of dollars. 

An Illustrative Example 

Unfortunately, in the life insurance 
business things are not always what they 
seem. In order to make the actual situa- 
tion more clear, let us take an illustra- 
tive example. Suppose a life insurance 
company at the beginning of 1928 has 
one billion of life insurance in force. We 
shall assume a production program as 
follows: In 1928—150 millions, 1929— 
165 millions, and so on, increasing 10% 
each year for fifteen years. We shall 
also assume termination rates that yield 
a yearly increase in insurance in force 
that approximates aggregate company 
experience. 

For the important items of expense 
we shall assume a gradually decreasing 
scale as shown in thé tabulation below. 
The expense rate has been subdivided 
as it should be, into a new business ex- 
pense rate and an old business expense 














Pennsylvania 








Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 


























rate—the latter being assumed to be one- 
tenth of the former as in the compila- 
tion by the Connecticut Insurance De- 
partment. 


Assumed Expenses per Thousand of Insurance 
c Id 


New 10) 
Year Business Business 
ee 25.00 $2.50 
Eee 24.90 2.49 
eS TE ee 24.80 2.48 
| Meare ere ire 24.70 2.47 
Do Se a 24.60 2.46 
Lo ae cas 24.50 2.45 
err 24.40 2.44 
ee EC 24.30 2.43 
i Pere r ree 24.20 2.42 
EEC COC 24.10 2.41 
Foe wsiestednes 24.00 2.40 
US Ae re ae 23.90 2.39 
Peis ececudanés 23 80 2.38 
WOEERt ia weededs 23.70 2.37 
Woot waeens see 23.60 2.36 


Although we may agree that the de- 
crease in these rates is not phenomenally 
rapid, I take it that no one will have the 
termerity to suggest that they do not 
decrease. Our illustrative company is 
therefore going to be more and more 
economically managed each year. 

Now let us see what the aggregate 
expense rate—the total expenses per 
thousand of total insurance in force— 
will look like during the next fifteen 
years. We shall not weary you with the 
calculations, simply give the results. 
They are as follows: 


Aggregate Expenses per Thousand of 
Insurance in Force 


Amount Year Amount 
iy eter $5.98 rer ee $6.26 
eee 6.02 BRR e oviceaes 6.27 
BGeeacew sand 6.07 |) eer 6.27 
Ee 6.12 Iso tes ae 6.26 
WIZ.acccses 6.16 i eee 6.25 
Sener 6.20 os TET 6.24 
Ue ree 6.23 be eer errr 6.22 
1 2 eae 6.25 


No, there has been no mistake in the 
calculations. This series of increases for 
ten years is nothing but the effect of the 
increasing new business which costs rela- 
tively so much more than renewed busi- 
ness. It will take ten years for the de- 
creasing expense rates to finally halt the 








ASSISTANT TO 





THE SUPERINTENDENT OF 
AGENCIES 
| preferably in his carly thirties. 


‘ Personal sales experience necessary. 


for advancement. 


THE EASTERN UNDERWRITER 
i 110 Fulton Street 
| New York City 


AN OLD MASSACHUSETTS LIFE INSURANCE 
COMPANY 


is seeking an 


{ One to do constructive sales work in Home Office and agencies. 
A permanent Home Office connection of unusual merit with opportunity 


Address with full information 
Assistant Superintendent of Agencies 


| MASSACHUSETTS COMPANY 











increase in the aggregate rate. And dur- 
ing the entire period it is a fact that 
the company will have been operating at 
a steadily decreasing rate of expense 
when measured by correct standards. 

We may mention in passing that this 
paradox is a close relative of similar ones 
having to do with apparent rates of ter- 
mination or the apparent relation of cur- 
rent premium receipts to current pay- 
ments to policyholders. Along the path- 
way leading to truth about these subjects 
are pitfalls into which the untrained and 
the unwary are continually falling. Even 
those who are trained and on their guard 
have to take especial care when they are 
interpreting the meaning of percentages 
based upon aggregate data that are not 
homogeneous. 


Didn’t Look Deeply Enough 


A few words in conclusion. Our critic 
refers to that part of the Connecticut 
insurance report which tabulates new 
business and old business expense rates, 
on the assumption that the former rate 
is ten times the latter. Why he did not 
look a little deeper is a mystery. If he 
had taken the data for the ordinary com- 
panies doing business in Connecticut, he 
would have found that during the last 
five years the new business expense rate 
had averaged $1.32 a thousand less than 
for the preceding five years, which in 
turn averaged $1.79 less than for the five 
years preceding that. These facts, in 
conjunction with the large increase in 
new business that has characterized the 
last decade, throw a lot of light upon 
the validity of his deductions. We allow 
the reader to draw his own conclusions. 

In so doing, however, please do not get 
the idea that insurance executives are 
satisfied with present expense rates or 
with the moderate decreases that have 
been effected. They sincerely wish to sce 
the rates go down faster and are trying 
to find safe ways of accomplishing that 
end. However, being human, they are 





Salina, Kan., Puts Over 
A New Life Company 


$2,000,000 WRITTEN IN TWO DAYS 





Chamber of Commerce Appoints Com- 
mittee of Fifty Business Men; 
Mayor Signs App For $25,000 





The new United Life of Salina, Kan., 
got under way with $2,000,000 of life 
insurance pledged in forty-eight hours. 
More than fifty business men of the 
city turned the trick. 

The Chamber of Commerce has 
vited the new company to have its home 
office in Salina and a citizen’s commit- 
tee was appointed to put it across. 
Mayor Guy T. Helvering, of Salina, 
signed a $25,000 application in the pres- 
ence of Jim Gargett, president of the 
chamber and chairman of the citizen’s 
committee. The goal had been a mil- 
lion but Salina doubted it in accomplish- 
ment. President Frank Hageman, of the 
National Bank of America took out edu- 
cational endowment policies on his four 
grandchildren 

Among the policyholders were exe- 
cutives of the telephone and other pub- 
lic utilities companies in the group head- 
ed by C. L. Brown, president of the 


in- 


* United Life. 


James J. 


Donelan is vice-president in 
charge of 


agencies. He was formerly 
with the Northwestern Mutual in Cedar 
Rapids; then with the Manhattan. Fred 
Coulson is also a president, and M. C. 
Beamer is secretary-treasurer. 





INCREASE DIVIDEND SCALE 





Atlantic Life Announces New Schedule; 
Will Become Effective Latter 
Part of April 

The Atlantic Life has announced an 
increased dividend scale to become ef- 
fective April 28, 1928. This will be the 
fourth increase in dividends by the com- 
pany since January 1, 1922, and evidences 
the purpose of the company to reduce the 
cost of its participating insurance as 
rapidly and as often as the result of its 
operations justifies. 

Adoption of the new schedule of divi- 
dends will involve the payment of pol- 
icvholders during the 1928 dividend year 
of approximately $50,200 more than would 
have been paid if the 1927 schedule had 
been continued. There has been no 
change in dividends on paid-up policy 
contracts. 





NEW AGENCY MANAGER 
S. Merrill Bemiss has been appointed 
agency manager for Virginia for the In- 
ternational Life of St. Louis with Rich- 
mond headquarters, effective January 1. 








perhaps to be excused if they seek to 
defend themselves when such progress 
as they actually have made is interpreted 
to the world as something worse than 
failure to have made any progress at all. 











from the Home Office. 





During this period the company has been built to 
greatness through the policy of giving the best in 
insurance service to its policyholders and the utmost 
in co-operation to its field force. 


Agents representing the Equitable Life of Iowa enjoy the advantage of 
friendly co-operation from satisfied policyholders and unusual sales assistance 


Men desiring connections with a progressive helpful company 
are invited to write the Agency Department. 


EQUITABLE LIFE INSURANCE COMPANY OF 10WA 


Home Office: Des Moines 
FOUNDED 1867 


MAKING GOOD 


For over sixty years the Equitable Life of Iowa 
has been making good. 
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The most fitting way to reward faithful old employees, and to encourage 
the younger ones is to present them with Travelers Group 
Insurance at Christmas time. 


Now is the time to suggest it to the employer. 


a a. ae TRAVELERS 


THE TRAVELERS INSURANCE COMPANY = TRAVELERS INDEMNITY COMPANY THE TRAVELERS FIRE INSURANCE COMPANY 
LIFE L. F. BUTLER, PRESIDENT FIRE 
ACCIDENT ~ Hartford, ¢ Connecticut WINDSTORM 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Quits Henry Ford to Be 
Penn Mutual Manager 


NEW GENERAL AGENT’S CAREER 





Company Enters Arkansas and Hart 
Goes Outside of Insurance Business 
for New General Agent 





After six years’ absence from Arkan- 
sas the Penn Mutual has re-entered Ar- 


kansas. Headquarters are at Little 
Rock and Whitney Harb is general 
agent, 


Mr. Harb has had no life insurance 
experience, but has been greatly success- 
ful as an organizer, an executor, and a 
salesman. It is Vice-President H. D. 
Hart’s view that the selection of life in- 
surance general agents should not be 
confined to the limited life insurance 
field, and in this instance he went out- 
side of the business, although from pre- 
vious residence in Arkansas he had life 
insurance acquaintance which could have 
supplied an appointee. He points to the 
frequent examples of men successful in 
one line being chosen to head a great 
business or corporation in another line 
because of their organizing and execu- 
tive ability, although they have no ac- 
quaintance whatever with the business 
which they have been chosen to build 
and supervise. Given the ability to or- 
ganize and to manage, knowledge of life 
insurance is easily obtainable. In brief, 
underwriters with organizing and execu- 
tive ability are far too scarce for the re- 
quirements of a business expanding as 
rapidly as life insurance and whose ex- 
pansion should be even more rapid. The 
Penn Mutual will therefore look to able 
men outside of life insurance as well as 
to those within the business for men to 
fill general agency openings. 

The New General Agent 

Whitney Harb is thirty-four years of 
age. Five years ago he was made Ford 
agent in an Arkansas town of 15,000 peo- 
ple. During that time he built up an 
organization of sixty employes, and, de- 
spite the nearness of -two other Ford 
agencies in the territory, he sold 10,000 
Ford cars. Then he sold his agency at 
a high price—for cash. His organization 
had as one of its slogans, “It Shall Be 
Done!” 

When Vice-President Hart was ar- 
ranging with Mr. Harb to take the state, 
a quota of new business for the year 
was set. By January 6, 16 2-3% of that 
quota had been written. Also, a quota 
of new salesmen for the year was set, 
and by January 6, 20% of that quota had 
been reached. 

Louis Fuess, who was Mr. Harb’s cash- 
icr in his Ford agency, will be cashier 
whi Penn Mutual’s new Little Rock 
tice. 





PROVIDENT MUTUAL’S YEAR 


_The Provident Mutual Life Insurance 
Company reported that during 1927 new 
paid-for insurance amounted to $113,- 
/08,691, an increase of $8,224,928 when 
compared with 1926, and exceeding that 
ever paid for in any one year in the 
history of the company. The average 
amount of each policy paid for during 
the year was $4601, compared with $4127 
in 1926, 


Amount of insurance in force at the 
close of the year was $853,428,295, against 
806,888,334, at the close of the previous 

ear. The aggregate number of policies 
utstanding increased during the year 
rom 272,353 to 280,271. 

As of December 31, the Provident had 
‘otal assets of $204,139,169, an increase 
of $15,415,036 for the year. 


KAVANAGH TALKS ABROAD 
James FE. Kavanagh, second vice-presi- 
cent of the Metropolitan, made a_ talk 
n salesmanship before British insurance 
en recently. At its conclusion he was 
<iven a vote of thanks. 


TALK OF 1928 PLANS 





Officers of Equitable Life Assurance So- 

ciety Address Board of Managers 

of New York City 

The New York board of managers of 
the Equitable Life Assurance Society, 
consisting of all general agents and man- 
agers operating in the New York City 
district, held a luncheon meeting at the 
Pennsylvania Hotel on Monday for the 
purpose of hearing from the officers of 
the Society comment on the year just 
closed, as well as the year just begun. 
Major Thomas I. Parkinson, president of 
the Equitable; Frank H. Davis, vice- 
president; Dr. John A. Stevenson, sec- 
cond vice-president; William J. Graham, 
second vice-president, and William G. 
Fitting, superintendent of agencies, all 
delivered practical and _ inspirational 
talks. The officers of the board of man- 
agers are as follows: Theodore M. 
Riehle, president; Harry H. Letcher, 
vice-president; Mervin L. Lane, secre- 
tary and treasurer. 





GOING TO FLORIDA 


Frederick S. Doremus, manager of the 
Guardian Life, 50 Union Square, New 
York, has gone to Florida on a three 
months’ trip. 


a 
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ble for our great expansion. 
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Pittsfield, Massachusetts 


THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


FRED. H. RHODES, President 




















TWO OLD AGE PENSION BILLS 


Two old age pension bills were intro- 
duced in the New York State legislature 
this week. One bill introduced by Ar- 
thur H. Wicks, Republican of Kingston, 
in the Senate, and by Nicholas J. Eber- 
hardt, Republican of Erie County in the 
Assembly, adds new article 20, State 
Charities Law, establishing a bureau of 
old age welfare, providing for state aid 
to aged persons and appropriates $500,- 
000. 

The other measure, by F. A. Miller, 
Democrat, of Kings County, adds a new 
article, 17-a, State Charities Law, estab- 
lishing old age pensions of $50 a month, 
under supervision of state charities de- 
partment. 


AGAIN ELECTED PRESIDENT 


S. S. Wolfson, branch manager for the 
Union Central in New York, was again 
elected president of the Brownsville and 
East New York Brokers’ Association this 
week. With a large attendance on hand, 
Mr. Wolfson was presented with a writ- 
ing set by Philip Allen, one of the mem- 
bers. He will be supported by the fol- 
lowing officers: A. S. Fink, first vice- 
president; H. A. Singer, second vice- 
president; A. S. Freed, third vice-presi- 
dent; B. Oginz, treasurer: L. D. Krans- 
executive and R. C. 
Greenblatt, recording secretary. 


ney, secretary, 














Assets 


CONTINENTAL AMERICAN 


LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 


PHILIP BURNET, President 


TWENTIETH ANNUAL STATEMENT 


December 31, 1927 


121% of liabilities 


Liabilities 


Only 82% of assets 


Excess of Assets 


{ Capital $ 652,350 ) 
U Surplus 1,112,370 § 


21% more than liabilities 


New Insurance - - 
83% in policies of $5,000 or more 








Specializing on the Larger Policies 
HE CONTINENTAL AMERICAN specializes on the better class of busi- 
ness, the people with the larger incomes who are not merely good average 
risks, but better risks than the average, and who insure in substantial amounts. 
More than 80 per cent. of the new business for 1927 was in policies of not less 


Insurance in Force - ‘ z 
Net increase 11% 


than $5,000 at the minimum. 


$10,000,979 


$15,146,182 | 


$78,602,759 


8,236,259 





$1,764,720 
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Chicago Production Situation 


(Continued from page 1) 


gives inspiration to the sales genius oc- 
cupying it and to those who visit him. 

The agency also has an auditorium 
which is not doing it any harm in the 
way of advertising as Mr. Day offers 
it to anybody with a legitimate excuse 
for meeting, and for nothing. Thus, the 
builders’ association, or the desk manu- 
facturers’ association or even a field 
meeting of a fire insurance company 
may have it if not otherwise engaged. 
The Cigarmakers’ Association occupied 
it inside of a week. As the years go 
by many associations will have held 
meetings in that room and thus thou- 
sands will not only know about the 
Darby A. Day agency, but will have vis- 
ited its rooms. By the way, the co- 
operative feature of the Day agency is 
soon to start. 

Johnson & Higgins and Marsh & 

McLennan 

Another reason why competition is 
looming ahead under more vigorous as- 
pects than formerly is the fact that some 
of the leading managers say they want 
much more business out of the town than 
they formerly got. One large company 
is out for double its production. All of 
this has resulted in rumors that two of 
the Chicago general agents will retire, 
disgusted with the hot pace. 

One of the changes in the local situa- 
tion noted in the past couple of years 
is the increase in brokerage business. 
There was a time when the broker here 
was an incident, not met with much. 
Now there are plenty of them and there 
is a scramble for what they have to 
offer. The situation has been given an- 
other turn by the Johnson & Higgins de- 
cision to make life insurance a major 
division of this brokerage concern which 
has offices in fourteen cities. As to what 
will be done in Chicago is not known 
yet, but everyone who has come into 
contact with Johnson & Higgins and 
Gerald A. Eubank, general manager of 
the J. & H. division, feels that they will 
not be asleep at the switch. The writer 
visited Johnson & Higgins in the Insur- 
ance Exchange Building and found that 
there is already an active life division 
there under Walter A. Sinnett, who has 
associated with him a group of bright, 
hustling young men. Mr. Eubank is ex- 
pected here shortly. 

In the same building is Marsh & Mc- 
Tennan who have been writing life in- 
surance for three or four years. About a 
year ago Marsh & McLennan made 
Howard Potter manager here of the M. 
& M. life division. He was formerly a 
group sales supervisor of the Metropoli- 
tan, writing an unusually large volume. 
With him are several men formerly as- 
sociated with the Metropolitan. In 1927 
Marsh & McLennan wrote a larger vol- 
ume of life insurance than in the pre- 
ceding year. 


Naturally, the of Marsh & 


presence 


McLennan and Johnson & Higgins as 
active figures in the life field will result 
in much matching of wits and hard work 
in the swift competition for group insur- 
ance. Their clients include many of the 
best group potentialities in the country 
and if the railroads, manufacturers and 
other big corporations in this section do 
not gradually acquire a lot of facts about 
group they will not be able to say that 
their education has been neglected. It is 
reported that Potter and the Metropoli- 
tan once had a falling out, but the atti- 
tude of Marsh & McLennan is that they 
will present all the facts to their clients 
in their capacity of faithful and expert 
insurance advisers, and the prospect can 
take his pick of companies. The com- 
pany most favored of course will be the 
Travelers as Marsh & McLennan are 
general agents of that company. 
Equitable Leads the Town 

The Equitable Life Assurance Society 
is leading Chicago in production just as 
it leads in New York. It is rapidly ap- 
proaching the $100,000,000 a year figure. 
The Alexander Patterson agency is one 
of the most progressive in the city. 
Courtenay Barber continues one of the 
leading agencies and when it comes to 
production per man there are few agen- 
cies in America in his class. The Bar- 
ber office does an unusually large busi- 
ness over the telephone. Two Equitable 
agents paid each for a million or more 
in December. They are Charles Wads- 
worth and John Morrell. Wadsworth, 
who has a general agency title, did 
$1,500,000 for the month. The Equitable 
has eleven agencies in Chicago. 

The leading agent in Chicago is Chris 
Anderson of the Penn Mutual and Mu- 
tual Life. When I asked him if he had 
done $3,000,000 in 1927 as was rumored 
he said he had not checked up his fig- 
ures but would not be surprised if that 
were true. He also corroborated the fact 
that he had paid for more than $100,000- 
000 of business since starting thirty-one 
years ago. He gives a lot of credit to 
his success to Manager Smith of the 
Mutual Life on the Northwest Pacific 
Coast. 

“T am not trying to break any records 
and do not intend to,” he said to The 
Eastern Underwriter. “There was one 
year when I paid for more than $5,000,- 
000 and I am willing to rest upon that 
laurel. When a man has been in one 
line of business more than three decades 
he is not particularly desirous of stoking 
the boiler with the nervous energy and 
pep which made his banner year pos- 
sible. He is entitled to think of his 
health and let some of the younger fel- 
lows pass him if they can.” 

The younger fellows are having hard 
work beating Anderson despite his thir- 
ty-one years of soliciting. 

John J. Gordon Attracting Attention 

Probably none of the newcomers here 
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reputation. 


THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 




















has attracted more attention than has 
John J. Gordon, a born insurance man 
of intelligence, mental agility and go, 
who came here from New York a few 
months ago to take the Home Life gen- 
eral agency. He is now producing at the 
rate of $300,000 a month. When the war 
broke out he was an agent in Minneap- 
olis where he was an agent of the Mas- 
sachusetts Mutual. In 1921 he came to 
Chicago, joined W. A. Alexander & Co., 
and worked with Wade Fetzer, head of 
that office, in closing life business. He 
decided to try New York and joined 
Hart & Eubank as production manager. 
From there he returned to Chicago. 
That Gordon stands pretty well with his 
Chicago insurance brethren is illustrated 
by the fact that he has personally writ- 
ten poliices on the lives of Wade Fetzer 
(W. A. Alexander & Co., who represent 
the Penn Mutual); and on Arthur Loeb 
of Stumes & Loeb, also general agents 
of the Penn Mutual. 
“Jake Preus Not Writing Much 
Insurance 

The Home Life will move to new quar- 
ters in the State Bank Building on 
March 1. The business of the Home 
Life in 1928 will be between $3,500,000 
and $4,000,000. 

And speaking of W. A. Alexander & 
Co., and the famous public man who is 
associated with it—J. A. O. Preus, at one 
time insurance commissioner and later 
governor of Minnesota. Mr. Preus is 
not so active as an insurance man as he 
was when he came to Chicago as he is 
now giving most of his time to the Pru- 
dence Co., who with their mortgage ac- 
tivities have done so much in making 
new building construction in this country 
possible. 

New Field Service Manager 

Over at the Mutual Benefit I called 
upon Frank C. Hughes, manager of the 
field service bureau of the A. A. Drew 
office, and who was appointed to that 
position succeeding C. C. Otto whom the 








of low cost companies. 


Telephone: John 1436 






Eleven Years On The Job 


In giving surplus business to the State Mutual, New York 
City brokers should not overlook this agency. We've been gen- 
eral agents of the company for eleven years and still going strong. 


Why not tell your clients about us? 


ROBERT L. JONES, General Agent 
WILLIAM F. PLUME, Associate 


State Mutual Life Assurance Company | 
80 Maiden Lane, New York 


Mutual Benefit made manager in St. 
Louis, in turn succeeding W. H. Beers 
who was brought to New York City. The 
Mutual Benefit has lost a couple of mil- 
lion doilar men here as the company has 
rewarded them by making them mana- 
gers elsewhere. 

Hughes has been with the Mutual 
Benefit eleven years and is an all around 
man, fitting in effectively at many places. 
At one time he was in charge of Dela- 
ware for the Mutual Benefit. He has 
also been in Denver, Salt Lake, Albany, 
New Jersey and other places for the 
company. 

A number of new general agents or 
general agency changes have taken place 
here in the last six months, but space 
prohibits the mention of each office fig- 
uring in changes. 

President of the Underwriters 

One of the encouraging features of 
the Chicago situation is the present ad- 
ministration of the local life underwrit- 
ers’ association. That body has as its 
president S. T. Whatley, who came here 
from Pittsburgh a few years ago to be 
general agent of the Aetna Life. 

Whatley is not, only a successful man- 
ager but a popular one. He is a high- 
grade man in every respect. In a talk 
with The Eastern Underwriter he said 
that the local association has between six 
and seven hundred members and is in 
good condition in every way. He said 
to the writer that the association admin- 
istration is keeping an eye on the fever- 
ish local production situation and that 
if a blow of any kind can be given to 
the growing twisting practices it will 
be done. 





TO ELECT DIRECTORS’ BOARD 

The annual meeting of the Mutual 
Benefit Life will be held at the home 
office of the company in Newark, on 
Monday, January 16, at which time the 
election of a board of directors will tak 
place. 





Always progressive, the State Mutual has just materially in- i 
creased its dividend scale, which keeps us in the very forefront 
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Harry F. Gray Agency 
Celebrates Best Year 


CHRISTMAS PARTY IS GIVEN 





Guests at Fifth Avenue Hotel, New York, 
Hear President J. L. Loomis, Conn. 
Mutual, Speak 





Since he came to New York a few 
years ago Harry F. Gray, who is a gen- 
eral agent in New York for the Connec- 
ticut Mutual Life, has been slowly but 
steadily building an efficient organiza- 
tion, He has great faith in insurance 
and, takes a genuine pride in the success 
of some young agents who have been 
trained by him. 

The year 1927 was the best in the his- 
tory of the Gray agency. A substantial 
amount of business was paid for and the 
lapse ratio was exceedingly low. The 
agency staff also was increased during 
the year. 

These facts were brought out at the 
annual dinner of the Gray organization 
which took place on Friday, January 6, 
at the Fifth Avenue Hotel, New York 
City, and was attended by President 
James Lee Loomis, Vice-President H. H. 
Steiner, agency secretary, and about fifty 
people, most of whom were agents and 
their wives. It was a charming holiday 
party in a quiet and dignified setting, 
truly representative of the ideals and best 
traditions of the Connecticut Mutual. 

Mr. Gray acted as toastmaster and in- 
troduced the speakers. He paid a glow- 
ing compliment to the ladies in a grace- 
ful speech, and referred to the encour- 
agement which agents receive in their 
daily tasks from their wives. Often, he 
said, a woman is able to give confidence 
and support to her husband where con- 
fidence and enthusiasm are lacking. He 
thought the old saying that “nothing suc- 
ceeds like success” was true, for a little 
bit of success brings enthusiasm and en- 
thusiasm means confidence. 

Mr. Gray sketched briefly the great 
change which has taken place in the pub- 
lic mind concerning the insurance busi- 
ness since the days when he started 
with a rate book somewhere in the South. 
In those days, he said, an agent was 
given a rate book and a telephone direc- 
tory and told to get busy, and that was 
about the extent of the average agent’s 
qualifications for the insurance business. 
He pointed, by way of contrast, to the 
fact that today business men prefer to 
be represented by insurance agents who 
have an authoritative knowledge of the 
business, so that the insurance agent 
must be trained for his job. 

Seeking the Best Men 

Speaking of agency ideals, Mr. Gray 
declared that he has always striven for 
the best; that he has constantly sought 
for the highest types of men to repre- 
sent him; men of character and vision 
who also are versatile, having unusual 
qualities of head and heart. He believes 
a man, to be most successful in the in- 
surance business, should have the quali- 
ties of the lawyer, the banker and the 
doctor. He said he has little or no sym- 
pathy with high pressure selling methods. 

Mr. Gray praised the men who have 
been associated with him, and referred 
in especial to the work of H. G. Cun- 
dell, associate general agent; also W. M. 
Adamson, supervisor, and J. L. Johnson. 
He expressed regret over the death dur- 
ing the past year of one of his loyal 
men—V. L. H. King. Mention was also 
made of the outstanding record of Louis 
J. Fink, crack agent of the organization 
who stood second last year on the com- 
pany’s list of successful producers. An- 
other agent mentioned for good work 
was G. Pontecorvo, who was among the 
first five producers of the company. L. 
N. Bevins, cashier, also came in for 
some praise. 

President Loomis Talks 


President Loomis made an illuminative 





talk which had to do mostly with in- 
vestment problems and mortality. Mr. 
Loomis said he had little sympathy with 
high-pressure salesmanship. He gave 
sage counsel to the agents when he ad- 
vised them to spend a day now and 
then with their old policyholders so they 
might have first-hand knowledge of what 
insurance is doing for some of them. He 
thought close contact with policyholders 
or their beneficiaries would tend to re- 
store to the agent the “human touch,” 
as he called it, and expressed strongly 
his belief that life insurance would con- 
tinue to be sold through the medium of 
the sentiments and the affections rather 
than by the more flashy, although less 
sound, method of the agent who seeks 
to break records. 


“Many of us can’t reach the high alti- 
tudes in production that some others do,” 
said Mr. Loomis. “Many of you have 
worked hard through the years and have 
managed to make a comfortable living, 
but somehow you do not seem to have 
become star producers.” 


Don’t Give Up 


Mr. Loomis told a human interest story 
to illustrate the point he was seeking to 
drive home to his hearers. It concerned 
a dead soldier boy who had made a 
notable record for bravery in the late 
World War and in whose honor his com- 
patriots had erected a bronze tablet. 
When it came to deciding what inscrip- 
tion should be placed upon the tablet his 
friends selected this one: “He played 
every year on the scrub team and never 
quit.” Mr. Loomis said that was the 
best possible testimonial that could have 
been chosen to honor the brave dead 
boy, the boy who while at college had 
never made the “big team.” 

“We have a great many men like that 
today in our organization,” continued 
President Loomis. “Men who work hard 
and just plug along continually although 
they never reach the heights of the great 
producers, but they never give up.” 


The speaker had some _ interesting 
things to say on the subject of mortality. 
He said there were more claims from the 
influenza epidemic a few years ago than 
there were from the Great War. He 
was of the opinion that deaths from 
heart disease and circulatory diseases 
were mounting. 


Another speaker was H. H. Steiner, 
who praised the fine record of the Gray 
organization. E. A. Lewis, one of the 
producers, also made a few brief re- 
marks. 


At the close of the dinner Mr. Gray 
presented a prize to George L. Dann, the 
agency’s leading producer from October 
24 to December 31, 1927. It was a suit 
of clothes. Another prize went to G. 
Pontecorvo, next best producer for the 
same period. 


The following attended the dinner: 


Mr. and Mrs. Harry G. Gray, Mr. and Mrs. 
Louis J. Fink, Mr. and Mrs. G. Pontecorvo, Mr. 
and Mrs. Henry G. Cundell, Mr. and Mrs. Ham- 
ilton D. Whitelaw, Mr. and Mrs. Edwin S. 
Lewis, Mr. and Mrs. E. C. DuFrense, Mr. and 
Mrs. H. D. West, Mr. and Mrs. George L. 
Dann, Mr. and Mrs. Edward C. Mix, Mr. and 
Mrs. E. C. Hayward, Mr. and Mrs. C. E. Ho- 
ver, Mr. and Mrs. Leo A. Bryson, Mr. and 
Mrs. Shoninger, James Lee Loomis, H. H. 
Steiner, Jay J. Watson, Samuel Friedman, E. FE. 
Burtis, Leroy N. Bevins, Joseph L. Johnson, Jo- 
seph I. Coles, W. H. Collins, The Eastern Un- 
derwriter; Miss Kathryn Hargrelius, Miss Billie 
Cohan, Miss Mae Toye, Miss Esther Stooppack, 
Miss A. Haig. 





PAID FOR $64,478,812 





E. A. Woods Agency Led Country Again 
in 1927; Made Gain 
Over 1926 

Once again the Edward A. Woods 
Agency of Pittsburgh, managers of the 
Equitable Life Assurance Society, have 
led the country. This the agency did by 
paying for $64,478,812 in 1927, a substan- 
tial gain over 1926. This business was 
placed on 25,722 lives. 

More than 300,000 policies far in ex- 
cess of $550,000,000 are in force in the 
Pittsburgh district for the Equitable. 








HITS THREE-QUARTER 
BILLION MARK 


The Bankers Life Company total of legal reserve 
life insurance in force on June 30, 1927, was 
$766,000,000. 

This is a gain of $50,000,000 for the first six months 
of the year. 





The total as of June 30, 1927, is nearly four times 
as great as the total at the end of 1918. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, lowa 











A life insurance man for 17 years; successful as soliciting agent, 
supervisor and director of agencies. He turned first to The Lincoln 
National Life when he decided to go back to Iowa as a field man. 

A. E. Wilder explains his action by saying— 

“I have studied the very remarkable growth of The Lincoln 
National Life. The wide range of age acceptance, the extensive 


variety of policies issued, and broad sub-standard coverage offer 
Lincoln National Life salesmen a complete kit of tools.” 


All Lincoln National Life agents have found that it pays to 
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(CINK uP (jw tue @)LINCOLN) 
The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building Fort Wayne, Indiana 












































More Than 500 Millions in Force 
5 1 € % of the new business paid 
° for in The Northwest- 


ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in .1926 was upon 
applications of members previously insured 
in the Company. 


Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





i 





The Northwestern Mutual Life Insurance Co. 
Milwaukee, Wisconsin 


W. D. Van Dyke, President 
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Personnel of N. Y. State 
Insurance Committees 


HOW LEGISLATURE LINES UP 





Ten Republicans and Three Democrats 
on Assembly Committee; Five In- 
surance Men and Eight Lawyers 





There are five insurance men and eight 
lawyers on the New York State Assem- 
bly committee on insurance, as appointed 
by Speaker Joseph A. McGinnies. The 
political complexion of the committee 
this year is ten Republicans and three 
Democrats, as compared with nine Ke- 
publicans and four Democrats last year. 
Stone of Onondaga continues as chair- 
man. He is a 
Schenectady, 
Rockland, 
insurance ; 


lawyer. Merriam of 


insurance; Gedney of 
lawyer; Rogers of Herkimer, 

Garnjost of Westchester, 
lawyer; Hofstadter of New York, 
yer; McKay of Monroe, insurance; 
Dickey of Erie, lawyer; all members of 
the committee last year; Ferguson of 
Oneida, life insurance broker, succeeds 
Edmunds of Steuben, while Cornaire of 
Jefferson, lawyer, succeeds Eberhard, 
Democrat of the Bronx, are the Repub- 
lican members of the committee. Tonry 
of Kings, insurance; Conroy of New 
York, lawyer, and Dineen of New York, 
a lawyer, succeeding Meegan of Erie, 
who did not return to the Assembly, are 
the three Democratic members of the 
committee. 

The Senate committee on insurance re- 
mains the same as last year, being com- 
posed of Wales of Bing hamton, lawyer, 
chairman; Brown of Schenectady, con- 
tractor; Fearon of Syracuse, lawyer; 
Whitley of Monroe, lawyer; Wheatley of 
Mornell, retired merchant, and for sev- 
eral years chairman of the Assembly 
insurance committee; Freiberg of Buf- 
falo, manufacturer, Republicans; Dunni- 
gan of New York, architect; Hastings 
of Kings, broker, and O’Brien of New 
York, insurance broker, are the Demo- 
cratic members. 

The committee on labor and industries 
in. the Assembly to which is referred 
workmen’s compensation law legislation, 
has but four changes in it compared with 
last year, three of such being Democrats. 
Fisher of Lewis, succeeds Winters of 
Schuyler, who did not return to the As- 
sembly. Nugent of New York, Demo- 
crat, succeeds Hackenburg of New York 
who did not return. Kinsley of Bronx 
succeeds Coughlin of Kings on the com- 
mittee, while Cooney of Kings succeeds 
Miller of Westchester. Miller of Gene- 
see County continues as chairman of the 
committee, while Bewley of Niagara, 
Goodrich of Westchester, Fake of Scho- 
harie, Boyle of Suffolk, Redwood of 
Franklin, Wallace of Nassau, Stock- 
weather of Livington and Breitenbach 
of Kings remain the same as last year. 

The Senate committee remains as of 
last year with James S. Truman of 
Owego, chairman. 


law- 





BABCOCK ON INSURANCE TRUSTS 

The first in the course of fifteen lec- 
tures on life insurance trusts which are 
being sponsored by the Equitable Trust 
Company of New York, was given by 
Vice-President Joseph N. Babcock in the 
auditorium of the Federal Reserve Build- 
ing, New York, on January 5. The sub- 
ject of the lecture was “The Life Insur- 
ance Trust as a Mode or Option of Set- 
tlement.” 





SHEDD LED THE TRAVELERS 

W. G. T. Shedd of the Johnson & Col- 
lins Agency of the Travelers in New 
York led the company in 1927 in paid- 
for volume with $2,070,000 to his credit. 
Mr. Shedd also led the company in 1926. 
He is secretary of the Johnson & Col- 
lins Agency. 


F. A. G. MERRILL DINNER 





Buffalo General Agent Celebrates 25th 
Anniversary; Officers of Company 
and Others Make Addresses 
Fifty officials and general agents of 
the State Mutual Life of Worcester, 
Mass., attended the dinner Friday night 
in the Buffalo Athletic Club where F. A. 
G. Merrili, general agent at Buffalo, 
celebrated his 25th anniversary with the 
company. Congratulations were be- 
stowed upon Mr. Merrill and two beau- 

tiful gifts were presented to him. 

Among the speakers were Chandler 
Bullock, president of the company; Ste- 
phen Ireland, superintendent of agencies; 
F. A. Colton, Concord, N. H., general 
agent, and Major Newton Turgeon, of 
3uffalo. 

President Bullock paid high tribute to 
Mr. Merrill for the remarkable success 
he achieved in building up the Buffalo 
office. When Mr. Merrill came to this 
city the office here had only one agent. 
Today the Buffalo offices occupy 2800 
square feet of floor space in the Gene- 
see building here and employ twenty- 
five agents. 





The Reliance Life has opened an of- 
fice in Oakland, Cal. 


PRESIDENTS AS RISKS 

Presidents of the United States are 
very bad life insurance risks, Dr. Louis 
I. Dublin, statistician of the Metropoli- 
tan Life, says. Of the twelve chief ex- 
ecutives since the Civil War, three have 
been assassinated and only Grover Cleve- 
land lived beyond his ‘normal expect- 
ancy at inauguration.” According to Dr. 
Dublin, if the group had included 12,000 
instead of twelve no insurance company 
would have taken them except as extra- 
premium risks. 


S. E. McCNAMARA’S ACTIVITIES 

Sherman E. McNamara, who has just 
become associated with Harvey Weeks, 
was general agent of the Provident Mu- 
tual in Buffalo and has been in the life 
insurance business in Buffalo for about 
five years. In the past year he was sec- 
retary of the Inter-Fraternal Golf 
League and is now a member of the ex- 
ecutive committee. He is president of 
the board of directors of the Knights 
of Columbus and is also a member of 
the Buffalo Athletic Club. 
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our Reputation. 








EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and Trained 
Men, has Formed the Character that Explains 


New England Mutual Life Insurance Co. 


Boston, Mass. 
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Success... 
built on service 


HEER service to its representatives and policy- 
holders explains the phenomenal growth of the 
WE} Missouri State Life Insurance Company. 
In 3B years this Company has become a nation-wide institu- 
tion, ranking among the leading life insurance companies of 
America. From a little over one hundred million dollars of 
insurance in force eleven years ago the Company today is 
very near the Three Quarter Billion Mark. Its business has 
more than doubled in the past five years. 


This Company writes all forms of Life, Accident and Health, 
and Group Insurance. Its policies are broad in coverage, free 
from restrictions, and its rates are the minimum for the 
utmost in protection. 


Men of high character and ability are offered a real future 
with this Company. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 


A Great Company Daily Growing Greater 


Home Office, St. Louis 
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} BUSINESS 
\CERTERS 


Practical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and General Efficiency 





Mortgages are used 


Mortgages as openers in a direct 
Used As mail campaign used 
Openers by the E. R. Gus- 
taves agency of the 

Montana Life in Idaho. The agency 


subscribes to a reporting service which 
supplies news of all mortgages and other 
incumbrances over $1,000 that go on rec- 
ord. 

A letter sent on the day following the 
filing of such financial operations reads 
as follows: 

“My dear 


“Any man who is able to _— a mort- 
gage on his farm or home should be con- 
evateiaied upon his ability to do so. 

“The fact that you can borrow against 
your farm or home is a gilt-edge cer- 
tificate of your splendid character, be- 
cause it is a well known fact that char- 
acter often plays a more important part 
in the loan markets of the world than 
the collateral offered as security. 

“The individual or company making 
the loan is further protected with fire 
insurance on the buildings, and thus feels 
perfectly safe, reasoning, quite correctly, 
that you will pay the loan if you live. 

“The question naturally arises as to 
who would pay off this mortgage should 
you not retain your health and earning 
ability, or shculd you die before you had 
paid off this obligation. 

“The only person not protected is the 
little woman who signed the mortgage 
with you. She is the only one who suf- 
fers when the mortgage is foreclosed. 


“Why should she be discriminated 
against? She willingly signed the mort- 
gage with you—she will do her best to 
help you make the payment on it while 
you are living. She is uncomplaining— 
she is helpful—she is patient. Think— 
could she pay if you died? 

“Your wife and children inherit what- 
ever you may leave behind you, includ- 
ing your debts. They are compelled to 
step into your shoes, and try to finish 
a job you started and failed to complete, 
simply because you died at the wrong 
time. Unfortunately, we are not often 
given sufficient warning to get our affairs 
in shape, so that those that have worked 
with us and for us, will not suffer. 


“We have a plan whereby you can 
protect her interests as well as your own 
~a plan that will absolutely guarantee 
the payment of the mortgage whether 
you live or die. 

“Such a plan can be put into effect 
without cost to you by merely saving a 
few cents a day. This money to be paid 
to you if you live, or paid immediately 
to your wife should you die. This money 
is free from taxation, and cannot be 
touched by your creditors, should you 
die while in debt. It is paid in full at a 
time when ready cash is always badly 
needed. 

“Therefore, without in any way obli- 
zating yourself sign and mail us the en- 
closed card and we will be glad to place 
before you the fullest details of our plan. 
don’t forget the little woman who signed 
the mortgage with you. 

“Cordially yours, 
“E. R. Gustaves Agency.” 


The surest and 


Hustling quickest way to earn 
Brings a reputation for hust- 
Business ling is by hustling; 


by keeping on the 
£0; by seeing people; and by presenting 
earnestly and enthusiastically and vig- 
crously the subject of life insurance to 
not less than six people every day, says 
the Illinois Life Bulletin. A reputation 
for efficiency is of no value or benefit 
unless it is held by a hustler; and it is 
generally accepted that the hustling life 
insurance salesman is the efficient life 
insurance salesman, because practice 
makes perfect and the man who is cen- 
tering his best time, talents and ener- 
gies sincerely, energetically and enthu- 
siastically upon any line of work learns 
rapidly from experience how to do his 
work in the most efficient way. 





OUT FOR RECORD 





Jay Bronstein, Brooklyn National Life 
Agent, Gets 15 Apps Totaling 
$33,000 in One Day 
Jay Bronstein, who represents the 
Lurie-Hookes Agency of the Brooklyn 
National Life, Grand street, Brooklyn, 
accomplished a remarkable feat on De- 
cember 15 when he interviewed thirty- 
six people and obtained fifteen applica- 
tions for a total of $33,000. Bronstein 
started to work at 7 o’clock on the morn- 
ing of the fifteenth of December an 
finished his job at three o'clock the fol- 
lowing morning. He made fifty-two calls 

all together. 

It is believed that Mr. Bronstein’s 
achievement establishes a high mark for 
business actually solicited and written by 
a Brooklyn agent in one day, although 
he had set for his goal the breaking of 
the world’s record for business produced 
in the course of a single day. 

Mr. Bronstein sent out to prospective 
policvholders a series of three letters at 
intervals of two days apart, or 600 letters 
in all, in advance of his campaign of 
personal solicitation. In addition to the 
applications actually secured, Mr. Bron- 


TWO MEN 


We have two new 














territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 




















What’s Ahead ? 


States. 








_— 


If the answer does not satisfy, learn the advantages of a 
contract with Fidelity. More than 36,000-direct leads a 
year from Head Office lead service. 


Fidelity is a low net-cost Company, operating in forty~ 
Full level net premium reserve basis. 
$350,000,000 insurance in force—growing rapidly 


Write for our booklet ‘‘What’s ahead ?’’ 


The Fidelity Mutual Life Insurance Company 
WALTER LeMAR TALBOT, President 
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PHILADELPHIA 











stein has been promised a_ substantial 
amount of business from 
other prospects. 

One case was closed in the Bronx by 
Agent Bronstein at 11 o’clock at night. 
Another case was closed at Coney Island 
on the morning of December 16 at 
2:30 A... Mi. 


twenty-one 





F. G. PIERCE AGENCY 

The F. G. Pierce Agency, Philadelphia 
representatives of the Connecticut Gen- 
eral, wrote more applications and a 
greater volume of business in November, 
1927, than in any previous November. 
Production of the full time men in the 
agency exceeded $1,000,000. The agency 
ran a four cornered contest during the 
month, teams captained by D. C. War- 
low, R. T. Odiorne, G. C. Yates, and T 
L. Shaffer. Scoring was on points’ basis 
and Captain Warlow’s team won with 
93114 points. Captain Odiorne’s team 
scored 763% points, Captain Yates’ 
743%, and Captain Shaffer's scored 688 
points. 


ASSUMES NEW DUTIES 

John J. Crowley has assumed his new 
duties as manager of the Pacific Mutual 
Life’s new branch office in St. Louis. 
Associated with Mr. Crowley are Sam- 
uel Polk, agency advisor, and William 
A. Sommers, Herbert R. Hopkins, D. J. 
O’Hayer, Nat Arguss, A. Landecker and 
H. Wallace Horn. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


PRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Denver Des Moines 




















“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 


This!”—a novel idea which you 
can use. 


Do it now! By mail, 
please. 


Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 























satisfaction in so doing. 


limits 10 to 70. 








34 Nassau Street 


You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. Age 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 
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Fraser Making Good 
N. Y. Ass’n. President 


HIS MEETINGS ARE PRACTICAL 








Furnishing Fraternity With Opportunity 
To See Stars in Action; Discusses 
Current Trends 





Peter M. Fraser, general agent of the 
Connecticut Mutual Life in the Singer 
Building, is turning out to be one of 
the best presidents of the Life Under- 
writers Association of New York. It is 
a position which has been filled by many 
prominent insurance men and Mr. Fraser 
is measuring up to the best traditions 
of the office. He is a good breezy toast- 





PETER M. FRASER 


master and chairman and understands 
the art of introduction so that a speak- 
er does not have to make good twice: 
once in putting himself over and once 
in putting his talk over. Much of the 
success of a local life underwriters’ as- 
sociation depends upon the president. If 
he is lifeless, uninspiring, slow, his meet- 
ings will take on that color. Mr. Fraser 
is one of the “step lively” variety of 
presiding officers, so meetings under 
his regime have been spirited. His real 
test will come at the annual dinner on 
March 8 and he will probably run true 
to form and make good ‘on that occa- 
sion, ‘too. 
The Monthly Dinner 

In a talk with a representative of The 
Eastern Underwriter Mr. Fraser was 
asked if he would discuss the monthly 
meetings and their effect upon the fra- 
ternity, He was asked if he thought the 
speakers should discuss insurance or 
something else on the theory that those 
going to the dinner have about as much 
insurance as they can digest during the 
working day. 

“I think the educational note should 
be sounded at the monthly dinners,” he 
said, “although at the annual banquet 
it is probably best to have outstanding 
men in other lines of effort as the an- 
nual dinner is more of a gala occasion. 
For. the regular routine affairs, which 
take place one in a month, I believe that 
if we do not give the audience shop 
talk most people will be disappointed. 
The monthly meeting is in reality a 
monthly forum and it has been my ob- 
servation that these affairs cannot be 
too practical. The speakers either give 
helpful suggestions in the sale of insur- 
ance or are inspirational, and the meet- 
ings take on additional importance be- 


' cause they are constantly presenting new 


faces. new personalities, new ideas, or 
old ideas dressed up in attractive form. 

“Nearly every company has some exe- 
cutive or star, familiar of course, to the 
agents of that company, but not so well 














(on mu topics 


(Topics of The Connecticut Mutual) 








VOL. 3 


January, 1928 


No. 1 





1846 





ENTERING OUR 82nd YEAR 


Of successful operation through 
constant betterment in Service 
to Policyholder and Agent. 


THE CONNECTICUT MUTUAL 
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known at all to agents of other com- 
panies, and the monthly dinners of the 
life underwriters furnishes an opportun- 
ity for all our members to give these 
stars the once over and hear what they 
have to say. It shows the consistence 
of these men when we see how those 
who score with their own field forces 
make just as big a hit at our meetings. 
If it were not for the life underwrit- 
ers’ association there are hundreds of 
men and women in this town who would 
not be able to hear such outstanding in- 
surance speakers as Frank H: Davis, 
John A. Stevenson, Albert G. Borden, 


James A. Whitmore, Griffin M. Love- 
lace, I. Kilbrick, H. N. Holderness, H. 
H. Armstrong and any number of others 
who have addressed the Life Underwrit- 
ers’ Association of New York. 
Many Women Attend 
“And in discussing dinner meetings I 
would call attention to the large num- 
ber of women agents who attend. There 
are dozens of able women agents in 
this city. Many of them are extremely 
level-headed, with real business acumen 
and no more temperamental than any 
of the men. Take an agent of the 
caliber of Miss Emma H. Ditzler of our 





- JOHN HANCOCK SERIES 





THRIFT WEEK and 


mittee. 


movement. 


seeing the outgo, 
expenditure. 





Gradually the Thrift Movement, which began in a desul- 
tory way, is being expanded as well as controlled and 
directed by a National Committee with headquarters in New 
York City at 347 Madison Avenue. 


This organization is known as the National Thrift Com- 
The Y. M. C. A., the life insurance companies and 
the banks have been the most active promotors of the 


All begin to realize that one of the defects of a growing 
and prosperous country like the United States is the incli- 
nation to spend up to the limit, and very often beyond. 


The Thrift movement is teaching us that a little more 
thought in budgeting the income, a little more care in over- 
simply gives greater value for the 


The John Hancock Home Budget Sheet has been a great 
factor in extending Thrift education. 
to Inquiry Bureau, 197 Clarendon St., Boston, Mass. 





Lire INSURANCE COMPANY 


oF BOSTON. MASSACHUSETTS 


Thrift and Budgets go Hand in Hand, and Life 
Insurance is Inseparably Linked With Both. 


the HOME BUDGET 


D URING JANUARY, from the 17th to the 23rd, the coun- 
try generally, and life underwriters in particular, will be 
concentrating their attention on the Thrift Idea. 


Copies on application 





SIXTY-FIVE YEARS IN BUSINESS 





=3 


office, who has produced an application 
or more a week for some years. Ni 
one could be more conscientious anc 
consistent in production.” 

Has 2,000 Members 

The present membership of the Lif« 
Underwriters Association of New York 
is about 2,000 and the dinners are grow 
ing constantly more popular. There have 
been occasions when the meetings have 
played to standing room only. Under 
the present regime have taken place the 
Money Talk meetings in the Federal 
Building and in the Community Church. 
Before these Money Talk meetings are 
finished 10,000 people will have heard 
them. 

Mr. Fraser was asked by The Eastern 
Underwriter if there were any present 
day tendencies in life insurance which 
he cared to discuss. 

“There are plenty of present day ten- 
dencies which must cause sober thinking 
general agents to do a lot of analysis 
in trying to figure out the trends, but 
not all of them are discussable as some 
are in the crucible and we don’t know 
how they will work out,” he said. “How- 
ever, one observation I have made is that 
companies are paying more attention to 
building up organization than they did, 
endeavoring to construct their fences 
so as to be prepared for future con- 
tingencies. 

“Agency officers are improving in per- 


sonnel with many companies, being of } 


higher grade, conservative in their 
vision and becoming as helpful as pos- 
sible. Many of these executives are op- 
posed to a mad race for business as 
they have an eye on the future as well 
as the present.” 

Thinks Business Will Continue to Climb 

Asked if he thought that production 
in New York were over-stimulated; if 
the present pace is so hot it cannot be 
maintained; and if the future will see 
a marked let down in production he 
said: 

“As long as New York is growing at 
the present rate and New York con- 
tinues the most prosperous of all world 
cities business will continue to climb. If 


one line of business drops off there are | 


othere to take its place in the economic 
scheme. Look at the great fortunes 
which are being made in real estate and 
in many other activities. New pros- 
pects are always about us and many of 
them have not even been tapped. It is 
true that there are new offices constant- 
ly being opened by companies, but life 
insurance is a magnet attracting to it 
numerous people who feel it is the prop- 
er place for future developments of tal- 
ent. The mere fact that so many men 
want to enter life insurance is a pretty 
good testimonial to how insurance stands 
in the community. 

“Personally, I think there is too much 
time devoted to putting new men in the 
business and not enough to developing 
the abilities and helping to train those 
already in it. We can cut down the turn- 
over by fishing in our waters more than 
we have instead of constantly hunting 
new fishing beds. This should be par- 
ticularly emphasized with the men who 
are not what can be called star pro- 
ducers. The star producers know pretty 
much how to help themselves. There 
are plenty of fine agents whose pro- 
duction is smaller but who should not 
be neglected, because they constitute tlie 
backbone of the general agencies.” 

Mr. Fraser’s agency is seven years old. 
In 1927 it paid for more than ever be- 
fore, $21,500,000. It does about a sixth 
of the business of the Connecticut M- 
tual. While Mr. Fraser does some per- 
sonal business he prefers to stick to tlic 
office and help the others produce. Tle 
has been in life insurance from boyhocd. 





$400,000 IN FIRST YEAR 

An exceptional first year record is that 
of Arthur W. Morse of the Los Angeles 
agency of the Massachusetts Mutual. 
Since January 1, 1927, he has delivered 
more than $400,000 of new insurance. 
Mr. Morse was once selling pianos and 
supervising salesmen. 
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Equitable Trust Host 
To 100 Underwriters 


ITS PLAN OF CO-OPERATION 





Bank Praised For Its Forward Looking 
Step As Certificates Are Presented 
To Those Present 





The Equitable Trust Co., first in New 
York to start an insurance trust depart- 
ment on a large scale with a life insur- 
ance man—Edward M. McMahon—in 
charge, was host to a large gathering of 
life underwriters at a luncheon Tuesday 
at the Bankers Club. The occasion gave 
the bank the opportunity to present to 
about a hundred agents and general 
agents Certificates of Credential. These 
“certificates” qualify their holders as life 
underwriters of two or more years’ 
standing who are fully capable of pre- 
senting to a prospect the features of an 
insurance trust. 

In making the presentation James I. 
Bush, vice-president of the bank, told 
how it had gone through a list of 2,500 
agents and selected one hundred whom 
they felt’ qualified to receive the certifi- 
cate. He stressed the fact that the re- 
cipient of the certificate was in no way 
obligated to give all the trust business 
he might get to the Equitable Trust. 

G. C. Wuerth, Northwestern Mutual, 
expressed appreciation on behalf of the 
insurance men for the forward looking 
step that the Equitable had taken. He 
made clear that the holders of the cer- 
tificate realized their responsibility and 
said he was sure that the confidence the 
bank had placed with them would not be 
abused. 

Mr. Wuerth further said that the cer- 
tificate was a valuable document in ap- 
proaching the prospect. 

That the Equitable Trust is all keyed 
up for insurance trust co-operation was 
indicated by the fact that its advertis- 
ing budget for 1928 contains quite an 
appropriation to be used in furthering 
the scope of its insurance trust depart- 


ment. 
E. M. McMahon’s Talk 


Edward M. McMahon, insurance trust 
officer, was the final speaker and his pur- 
pose was to outline the procedure in fol- 
lowing up leads and making contacts. He 
emphasized first that the underwriters 
were not tying themselves up by either 
a verbal or written agreement. The pros- 
pect also was to have freedom in his 
choice of a trust company. He then 
said: “The only working arrangement 
you have with us is that we expect you 
to let us know when a trust is to be 
established. Then we would like to co- 
operate with you and to have an oppor- 
tunity to present our case to the pros- 
pect.” : 

He spoke about the course of lectures 
which the Equitable is now giving, show- 
ing their comprehensive scope and say- 
ing that at the next one on January 19 
the speaker would be M. Albert Linton, 
vice-president, Provident Mutual, on the 
subject of “When and How to Use the 
Options of Settlement.” These general 


agents attended: 

Graham C. Wells, chairman Underwriters Ad- 
visory Council of Equitable Trust; Clancy D. 
Connell, John C. McNamara, Harry E. Mor- 
row, Ben Hyde, George W. Johnston, W. R. 
Collins, Charles B. Knight, Harry F. Gray, 
John M. Egan. Lawrence Priddy, Leon Gilbert 
Simon, Ralph Sanborn, Robert C. Anderson and 
Clinton A. Wells also attended. 


JERSEY LIFE AGENTS DINED 


Agents of the northern New Jersey 
territory of the Massachusetts Mutual 
Life were the guests of Frank H. Lewis, 
manager of the territory, at a dinner 
given in the Newark Athletic Club on 
Tuesday evening. About forty guests 
were present. W. H. Benton, superin- 
tendent of agencies at the home office 
was the speaker of the evening. He out- 
lined the work and campaign of the com- 
pany for the year 1928, and also an- 
nounced that the company had an in- 
crease of approximately $34,500,000 in 
business in 1927, 





Audience Asks More 
When Claris Adams Quit 


TREAT FOR N. Y. UNDERWRITERS 





American Life Convention Manager 
Tells Of Life Insurance Bulwarks Of 
Democracy 





Believe it or not, an audience at an 
insurance banquet cried “More” and 
“Don’t Stop” when a speaker was about 
to sit down. 

This actually took place at last Tues- 
day’s dinner of the Life Underwriters 
Association of New York when the 
gifted Claris Adams, manager of the 
American Life Convention, an organiza- 
tion of 142 life insurance companies, and 
former prosecuting attorney of Indian- 
apolis, concluded a most eloquent speech 
brilliantly depicting what life insurance 
means to the nation. Adams looked sur- 
prised; President Fraser beamed; hard- 
boiled banqueters, veterans of a thou- 
sand feeds, could not believe their ears. 

Adams started in all over again, talked 
for five more minutes and sat down 
promptly on the stroke of 9 o'clock. He 
was given more than his usual ovation. 
His talk was similar to that he has made 
in other cities, the gist of which has 
been printed in insurance papers. It was 
to the effect that life insurance is one 
of the strongest bulwarks of a democ- 
racy. 

Another lot of cheering followed the 
spirituals sung by the Jubilee Singers of 
Utica, Miss. 

There were two speakers during the 
evening, President Fraser offering an- 
other one of the home office educational 
training directors. This time it was 
Charles P. Boyd of the Travelers who 
gave a serious, well-balanced discussion 
of salesmanship. 

It was one of the largest banquets the 
association has had outside of its annual 
affairs, and was in a better room than 
usually houses these dinners. 





COMPANY PROMOTION 

Godfrey B. Hunt, formerly assistant at 
Elizabeth, has been promoted to the 
Managership of North Hudson, Colonial 
Life of America, effective January 2. To 
the responsibilities of his new position, 
Mr. Hunt brings a ripe experience and 
abilities of a high order. Mr. Hunt takes 
with him the best wishes of many friends 
in field and home office. 


AETNA LIFE FIGURES 

New paid for business of $901,174,039 
was written by the Aetna Life during 
1927. Of this amount $830,342,608 was 
non-participating, and $70,831,431 was 
written in the participating department. 
The premium income for the life depart- 
ment during 1927 was $70,093,619 or an 
increase of nearly $9,000,000. The com- 
pany now has a total of $3,226,688,735 
in force. 








NEW BOSTON MANAGER 
The Connecticut General announces 
the appointment of James V.. Gridley as 
manager of the Boston Branch Office. 
Mr. Gridley was graduated from Wes- 
leyan University in 1917. After the 
World War in which he served as an 
ensign, he was appointed industrial sec- 
retary of the Brockton, Mass., Y. 
C. A. He has been with the Equitable 
Society in Boston. 


W. C. HODGES SPEAKS 

W. C. Hodges, assistant supervisor of 
the agency field service of the Travelers, 
discussed methods of closing the sale be- 
fore the school of Hartford Life Under- 
writers’ Association. Mr. Hodges men- 
tioned four types of prospects, and 
methods to use with each one. 








F. N. JULIAN’S NEW POST 
Frank N. Julian, former insurance com- 
missioner of Alabama, has been elected 
active vice-president of the Union Aid 
Life, the Progressive Life and the Union 
Life, all of Rogers, Ark. 


GROUP -.OF NORTH’N OF LONDON 





Prudential Writes Policy of Contributory 
Type of An Important Fire In- 
surance Company 
The Prudential announces the placing 
of a policy on the lives of the United 
States employes of the Northern Assur- 
ance of London, one of the leading 
British fire companies. This policy is 
of the contributory type, and it pro- 
vides for a total coverage of $325,000. 
Under the terms of the agreement all 
employes, men or women, will be eligible 
to the protection after a service of six 
months, and the amount for each per- 
son will depend on the salary received. 
The employes of the Northern are 


More 1927 Estimates 


Estimates of 1927 paid production of 
life insurance received since The Eastern 
Underwriter went to press last week, to- 
gether with 1926 paid-for, follow: 





; ‘ 1927 Estimate 1926 
Company of Paid Paid 
Abraham Lincoln....... $ 4,574,591 $ 5,098,116 
Acacia Mutual ........ 55,000,000 53,879,159 
American Bankers ..... 3,518,638 3,318,750 
Bankers Nat’, Denver... 6,000,000 2,323,261 

Bankers National, Jack- , 
ROMGUN, 60 524 dik. KY: 
Business Men’s Assr.... 29,310,296 19,328,135 
Columbus Mutual 20,896,290 21,765,812 
Continental Assr. 35,000,000 27,062,408 


10 
Federal Life ..... 35,022 


: 1 Lif 1866 33,301,303 
Franklin Life ...... 35,7 


983 45,001,631 
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é George Washington Life 4,700,000 4,519,402 
_ — usual benefits derived psig a aa ae 6,100,000 5,869,156 
rom this . uke, ee i" sreat Southern Life.... 36,111,151 52,362,779 
pie fs 8 it grisea They are “Illinois Life ....... . 25,000,000 26,870,774 
not | > pass a medical exam- Imperial Life ... Va 12 SE ronan es 
ination and should their service termi- Indianapolis Life «+ 17,500,000 15,313,050 
nate they will be permitted to convert pe waaay PE : arg oy 83,741,880 
; I i warayette. Life ....ccce »750,000 4,725,897 
aes pr eactegpert —— prevailing rate Lamar Life 2.20.0... 11,233,102 14,0047000 
e ge. aife Co. of Va. (Or- 
ta os ee - - 3 «++ 17,976,389 16,518,176 
-incoln National Life...141,000,000 2 : 
SIMON ON SPEAKING TOUR Louisiana State Life.... 7'800°000 ae oe 
Leon Gilbert Simon, of the Equitable Manufacturers Life..... 72,716,000 70,432,115 
Life Assurance Society in New York Merchants, Iowa seeeeee 13,000,000 10,013,966 
whe un pa ’ Mid WRONE. BANG 60 cs 3,150,000 3,726,029 
V aut y iheritance taxa- Minnesota Mutual ..... 33,676,872  30.858°516 
tion and life insurance trusts, will speak Mutual-Benefit ........224,000,000 245,369,131 


on January 20 before the Buffalo Life 
Underwriters’ Association on life insur- 
ance trusts. The following day he will 
talk on the same subject before the 
Cincinnati Life Underwriters’ Associa- 
tion. 





BERNARD SCHMEDES KILLED 

Bernard Schmedes, who has been in 
the medical department of the Western 
& Southern Life some years, was struck 
and killed by an automobile New Year's 
morning. It was the first automobile 
fatality of 1928 in Cincinnati. 


HEADS CANADA ASSOCIATION 

J. B. Hall, of the Sun Life, has been 
elected President of the Life Under- 
writers Association of Canada. 





National L. & A. (Or- 


dinary) ........... 21,500,000 29,743,000 
No. American Life..... 32,090,726 30,140,809 
North American Re..... 51,616,500 48,726,500 
Old Line, Milwaukee... 17,500,000 16,700,709 
Pacific Mutual Life..... 93,000,000 94,427,632 
Pan-American Life .... 32,957,000 41,113,353 
Peoria Life ........... 35,248,483 36,161,486 
Pilot Life ............. 20,000,000 20,658,201 
Megwetes DMS. 6c ss iciic 5,070,457 5,373,149 
Reserve Loan Life..... 26,604,961 19,959,144 
Southland Life ........ 24,813,594 27,295,000 
Southwestern Life ..... 57,829,021 59,992,507 
State Mutual Life ..... 66,477,827 66,792,521 
Union Mutual Life..... 8,450,000 7,357,937 
U. S. Veteran’s Bur. 1,343,915,773  ........ 
Volunteer State Life... 17,528,000 17,287,000 
Western Union Life.... 19,429,146 19,385,149 
John Hancock, Ord.....290,951,875 309,514,714 
John Hancock, Indus...233,845,823 239,675,692 
Montana- Life ......... 10,392,532 9,372,112 
Philadelphia Life ...... 13,176,752 13,717,834 
standard Esle 2c.ckcccs 3,900,000 5,718,988 
Confederation, Toronto.. 49,320,675 


Detvett Life ..cccccwsce 16,500,000 18,974,716 











Insurance Trusts 
In Everyday Language 


The subject of life insurance trusts, prob- 
ably the most important subject in life in- 
surance today, must be presented clearly to 


the public. 


The first step is the trust agreement 


itself. 


The Connecticut General has recently 
published a booklet giving twenty-four 
standard agreement forms, which cover 
every common set of requirements. 


The wording is typical Connecticut Gen- 
eral wording; cut to the minimum in length 
and free from complicated phrases. 


Send for a copy of the booklet. 


Connecticut General 


Life Insurance Company 
. Hartford, Conn. 
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Jersey Underwriters 
To Be Hosts Of Bankers 


J. S. MYRICK GUEST OF HONOR 





Fidelity Union Trust Plan Dinner For 
Newark’s Life Association At Robert 
Treat Hotel, January 18 





The Fidelity Union Trust Co. of New- 
ark have made elaborate preparations to 
entertain the members of the Newark 
Life Underwriters Association at a din- 
ner which will be given at the Robert 
Treat Hotel in Newark on Wednesday, 
January 18. 

This is the third annual affair of this 
character that has been given by the 
bank officials, and is an expression of 
the bank’s appreciation of the valuable 
work done by the members of the life 
underwriting profession in the protec- 
tion and conservation of family estates. 
Matters pertaining to the development 
of the life insurance trust will be dis- 
cussed. This movement, involving co- 
operation between insurance companies 
and trust companies, is one of the new- 
est movements in estate conservation 
work, and the Fidelity Union Trust Co. 
is known throughout the country as a 
pioneer in this field. 

William Scheerer, chairman of the board 
of the Fidelity Union Trust Co., will 
be toastmaster. As a guest of the eve- 
ning Julian S. Myrick, president of the 
National Association of Life Under- 
writers, will be present. Mr. Myrick is 
also president of the New York State 
Association of Life Underwriters and was 
formerly president of the New York 
City Association. He is now chairman 
of the legislative committee of the New 
York City Association. He was formerly 
president of the United States Lawn 
Tennis Association and is a member of 
its executive committee. He has been 
chairman of management of the Davis 
Cup since 1920. 

Judge Harold B. Wells of Borden- 
town, N. J., former Senator from Bur- 
lington county, will be one of the speak- 
ers of the evening. It is expected that 
more than 200 will attend the dinner. 





J. B. WOOD PROMOTED 





Inspector of Agencies, International Life 
of St. Louis, Made Director of 
Education 
The International Life of St. Louis 
has announced the promotion of J. B. 
Wood, for the past three years inspector 
of agencies, to the newly created post 
of director of education. In his new po- 
sition, Wood will conduct traveling 
schools for the training of agents and 
prospective agents at the various branch 
offices and general agencies of the com- 
pany. He will also prepare a_ special 
correspondence educational training 
course and have charge of the compila- 
tion and dissemination of other selling 
literature of the agency organization of 

the International Life. 

Mr. Wood has had considerable ex- 
perience as a personal producer and also 
as a general agent and insurance com- 
pany executive, and appears ideally fit- 
ted for his new post. For eighteen years 
he was a general agent for the National 
Life of the U. S. A. at Atlanta, and 
Little Rock. Later he joined the Bank- 
ers Life of Des Moines as a general 
agent and for three years was regional 
sales director for that company in New 
York. 

Prior to entering the insurance busi- 
ness Wood was an associate professor 
at the Georgia School of Technology. 
In his college days he was a star foot- 
ball player, being the captain of the first 
football team of Centre College, which 
has since become famous as the Pray- 
ing Colonels, and he was also a mem- 
ber of Walter Camp’s celebrated team 
of 1892 which won thirteen games with- 
eut using a substitute player. 


May Devote One Big 
Session to E. A. Woods 


PLAN OF DETROIT CONVENTION 








Trustees of National Association Hear 
From Bragg on Program; Hull 
Outlines His Field Itinerary 





An important meeting of the board of 
trustees of the National Association of 
Life Underwriters was held on Monday 
at which Major Roger B. Hull, manag- 
ing director, outlined the itinerary of an 
extensive field trip which he starts on 
this week. He will first go to the cen- 
tral West, swinging down to New Or- 
leans and Texas, covering thoroughly the 
south and west. It is expected that he 
will be on the road up until May 1 visit- 
ing local associations, speaking before 
them, and generally boosting the Na- 
tional Association. 

The trustees also heard from James 
Elton Bragg, of the Union Central in 
Philadelphia, who, as chairman of the 
program committee for the Detroit con- 
vention next fall, had mapped out pre- 
liminary plans. Mr. Bragg said that the 
convention will do all in its power to 
stress the importance of the late E. A. 
Woods’ work to the life insurance fra- 
ternity. Plans will be made as to how 
the many ideas he left behind him can 
best be developed. It is possible that an 
entire session of the convention will be 
devoted to this subject. 

The board of trustees passed on the 
date of its mid-year meeting to be April 
2 while the executive committee of the 
National Association will meet the fol- 
lowing day. In addition, there will be a 
session of the American College of Life 
Underwriters at that time. All of these 
meetings are to be held in New York. 





ASSETS EXCEED $10,000,000 





Continental American Life _ Increases 
Insurance In Force; Has Remark- 
ably Low Death Rate 
The Continental American of Wil- 
mington wound up the year with $78,- 
602,000 insurance in force and paid for 
more than $15,000,000 in 1927. Its assets 
are $10,000,000 as compared with $2,578,- 
500 ten years ago. A decade ago there 
was less than $20,000,000 insurance in 
force. The new premium income last 
year was largest in its history while in- 
surance in force showed a substantial in- 
crease. As is well known, this company 
has an unusually low death rate. Along 
that line President Burnet said this 

week : 

“We are charging up the excess earn- 
ings as a liability and carrying them to 
a dividend equalization fund, with a view 
of increasing policy dividends as soon as 
the fund is built to a figure which we 
are sure will absorb the fluctuations from 
year to year in such factors as the death 
rate and the disability rate which cannot 
be predicted with certainty for any one 
year, but which smooths themselves out 
with remarkable dependability over the 
five year period on which we base our 
calculations.” 

The stock of the Continental Ameri- 
can has increased more than 50% in 
three years. 





W. VA. STATE MANAGER RESIGNS 

S. J. Payne of Charleston, W. Va, 
for several years a large personal pro- 
ducer of the Lincoln National Life, has 
asked to be relieved of his responsibili- 
ties as state manager for that company 
in order to devote all of his time to per- 
sonal production. No successor has 
been named for Mr. Payne whose lead- 
ership of the West Virginia agency 
brought it up to one of the strong agen- 
cies of the company. 


KEON PAYS FOR MILLION 





Star Agent of Fenster-Fleishman Office 
Gets Off to Good Start for 
New Year 

Joseph John Keon, crack agent of the 
Fenster-Fleishman Agency, Travelers, 
New York, is among the first insurance 
men of the country to write a million of 
business in 1928. Mr. Keon accomplished 
this feat during the first week of the 
New Year when he wrote $700,000 of in- 
surance on the life of a single person on 
the straight life basis, all of this being 
placed through the Travelers. The rest 
of the business was placed in different 
companies. The $700,000 was issued in a 
remarkably short space of time. 

Mr. Keon has received from Superin- 
tendent of Agencies J. O. Hoover, of the 
Travelers, a congratulatory letter which 
reads in part as follows: “You have 
started off things with a vengeance. You 
have put a star in your own crown that 
will shine all the year 1928. To win so 
outstanding an honor in a company like 
the Travelers, and to be the first in the 
year to do so, is naturally a matter of 
much pride to you and deserves you 
very high credit.” 

On Tuesday noon Mr. Keon and some 
other outstanding insurance agents were 
presented with “certificates of creden- 
tial” by James I. Bush, vice-president of 
the Equitable Trust Co., qualifying them 
to present the matter of life insurance 
trusts to the layman. 

_ Mr. Keon uses considerable advertis- 
ing and direct mail advertising. Many 
of his prospects have been secured in 
this way. He personally prepares all his 
own advertising literature. His slogan is 
“Consultation «without Commitment.” He 
is a forceful speaker and has addressed 
many gatherings of insurance agents in 
New York and other cities of the coun- 
try. Last year he addressed a large 
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Use Provident’s 


Low net cost 
Save commissions 
Otherwise lost. 


Wells & Connell 


General Agents 
Provident Mutual Life 


33 Liberty St., - New York 
Phone: John 3771 











crowd at the McNamara Agency in New 
York and later talked at one of the 
“Jack” Berlet Money Making Sales 
meetings over in Philadelphia. He is 
president of the University Life Under- 
writers’ Association of New York, an 
organization composed of graduates of 
the N. Y. U. Life Insurance Training 
School. 





J. & H. GENERAL AGENCIES 
Johnson & Higgins are now general 
agents for The Prudential and the Home 
Life in all cities where they have offices, 
fourteen. 








cA Specimen Copy 


of our 


Preferred Whole Life Policy — 








will be sent to any one requesting it. 


This policy which has met with such instant success since 
its introduction on November Ist is issued in amounts of not 
less than $5,000 to risks distinctly above the average of those 
entitled to standard insurance. 
ferred group is given through a reduced cost for their insur- 
ance the benefit of the fact that they are better risks than 


the average. 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 
Subject to reduction by Dividends 


This super-standard or pre- 








On Agency matters address 


4 JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 
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Agent Has Excellent 
Record on Rural Debit 


HAS ALL ’ROUND ABILITY 





A. F. Burkhart, Metropolitan Life Man, 
Has Averaged 85 Cents A Week 
Increase Since 1920 





Alex F. Burkhart, agent unattached 
of the Metropolitan Life at Sheboygan, 
Wis., has made a remarkable record when 
it is considered that he has not had a 
metropolitan background, but has_ his 
debit located in a rural section of Wis- 
consin where cows graze on the hill- 
sides and cheese is the chief product. 

Last year, for example, Burkhart’s av- 
erage for industrial increase was 90 cents 
and his paid for ordinary production 
amounted to $307,000. Besides, he placed 
twelve accident and health policies which 
gives some idea of the calibre of his 
work. Since 1920 he has had an average 
industrial increase of 85 cents a week 
and a paid-for ordinary of $160,000. 

“Other men have ranked in the coun- 
try-wide industrial and ordinary stand- 
ings,” says a current number of “Tower 
Talks,” “without having done their whole 
job. To get a true picture of Burk- 
hart’s ability, you have to take into 
consideration several other facts. One 
is that his lapse is low and his advance 
payments surprisingly high. Another 
is that he has several Groups to his cred- 
it. Then, too, Burkhart must be credited 
with unusual welfare activity, for he dis- 


tributes literature systematically through ¢ 


the schools of his section as well as in 
the homes on his debit, and he was in- 
strumental in arranging Nursing Service 
for his town. Finally, he is the leading 
monthly premium producer in a district 
that stands well up in this department, 
his individual standing in the country- 
at-large under this classification being 
No, 25. 


Consistent Producer 


“A constistent producer in every de- 
partment, a writer of sound business and 
a conscientious conserver of his writings, 
a meticulous debit man and an intelligent 
user of the Welfare Division, Burkhart 
qualifies as a winner on every count. 

“A few miles back from the shore of 
Lake Michigan are located the four 
towns that he works—Plymouth, Kiel, 
New Holstein and Elkhart Lake—less 
than 9,000 persons inhabiting all of them, 
and with Plymouth and its population of 
3,500 his headquarters. It is twenty miles 
around his debit, and when the winter 
snows drift high across the roads, an au- 
tomobile is useless; infrequent trains af- 
ford’ the only means of transportation, 
with overnight stops in the various 


The writer refers to Burkhart as a 


specialist. Burkhart’s method is de- 
scribed as follows: 
“What Burkhart does is this: He de- 


cides on a contract that seems to con- 
tain the more favorable terms for the 
class of people among whom he works. 
Then he sets to work to learn every- 
thing he can about that contract. He 
studies its provisions and masters its sell- 
ing points. He anticipates objections and 
builds up his arguments. Then, when 
he feels that he has mastered it, when 
his canvass is ready, he presents it to 


every last prospect he can think of whom 
he knows is eligible for that contract. 

The condition of Burkhart’s industrial 
account has been brought about through 
necessity. He trains his policyholders 
to pay well in advance because, in view 
of the way he plans his work, he can 
devote but seven days of the month to 
collections, and when your debit is twen- 
ty miles long, it isn’t an easy matter to 
drop back next day to pick up a lagging 
premium here and there. 

“Heads of families, naturally, have con- 
stituted the bulk of Burkhart’s prospects 
for monthly premium insurance, and that 
means that this agent has made his share 
of night calls. During his regular tour 
of the debit, he seeks to make evening 
appointments through the wife; when he 
calls to meet the breadwinner, he has 
ready the story of how larger amounts 
of protection can be financed by the 
wage-earner if the insurance premium 
is included in the monthly budget, along 
with rent and subsistence funds. 

“Tust to show you what Burkhart has 
been able to do, take his account for 
July of this year. On a debit of $188, his 
gross advance was $689.33, with not a 
cent of gross arrears to offset it. 
Throughout the year the gross advance 
has never been less than $514, and it 
has run as high as $700.” 





“HALF MILLION DOLLAR” CLUB 





Agents At Charleroi Branch, Colonial 
Life, Start It; Membership Based 
On Accomplishment 
The members of the Charleroi staff of 
the Colonial Life have organized a club 
which is known as the “Half Million 
Dollar Club.” Membership in the club 
depends entirely upon accomplishment. 
Each agent in the district has been 

given an allotment as follows: 

For the first thirteen weeks of 1928 
at least one application each week in 
ordinary; an increase of not less than 
62 cents each week in industrial busi- 
ness. 

“In order to remain a member of the 
“Half Million Dollar’ Club one must 
make this allotment. Failure to make 
the allotment during the first quarter 
of 1928 deprives him of membership. 
Every agent in Charleroi expects to wear 
the membership button and earn it dur- 
ing the first thirteen weeks of the New 
Year. They are enthusiastic about it, 
and since they stand high for 1927 in 
both industrial and ordinary, their en- 
thusiasm is the result of experience. 





OPPORTUNITY FOR ORDINARY 


The Colonial News, in its January 7 
issue, writes as follows: The industrial 
agent has an exceptionally good oppor- 
tunity to write ordinary business. He 
comes in contact constantly with various 
members of the family who are the 
money earners; men who are continually 
improving their own financial condition, 
making advantageous changes in their 
business or occupation, men whose need 
for additional insurance protection is 
constant. 

Are you getting after these men for 
ordinary ? 

The business is there waiting for you. 
The earnings are there for you to collect 
them. 

Are you talking ordinary as well as 
industrial ? 








THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 


Over 43 million 
JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, President 








Mears Promoted To 
Sup’t. in McKeesport 


PRUDENTIAL MAN’S FINE RECORD 





Good Industrial and Ordinary Averages 
Being Maintained By Various 
Districts; Some Promotions 





Charles S. Mears has been promoted 
to the post of Superintendent of the 
McKeesport, Pa., district, succeeding 
Emmett P. Carroll, who has been trans- 
ferred to Erie. Superintendent Mears 
served five years in the agency ranks 
at Braddock, and was then placed in 
charge of the detached assistancy at 
Greensburg, where he remained until he 
received his present promotion. His rec- 
ord has been one of sustained accom- 
plishment, he having led the entire staff 
of Division “E” in ordinary during 1927. 

Assistant Superintendent Harold I. 
Murray, Kittanning, Pa., has been ap- 
pointed special assistant superintendent 
at Tarentum, and will assist Superin- 
tendent Loynd in the direction of the 
district. Murray has earned his pro- 
motion by giving himself unstintedly for 
the good of the service, and his success 
has been so pronounced that the Kit- 
tanning Assistancy led Division “E” in 
industrial during 1927 and held second 
place in ordinary. 

John R. Mohr, assistant superinten- 
dent of the Chicago No. 11 district, has 
entered Class “D” of the Prudential Old 
Guard. It was on June 12, 1907, that 
he joined the Prudential and since that 
time he has made an enviable record. 
He started as an agent in Chicago No. 
8 and was transferred to Chicago No. 
2 as an assistant on December 28, 1914, 
where he remained until October 26, 
1925, when he became connected with 
his present district. Assistant Superin- 
tendent W. J. Vouwie, of the Detroit 
No. 1 district, is leading Division “R” in 
ordinary net issue, and stands No. 5 in 
the company in that branch of produc- 
tion. He is also second in the division 
in industrial net increase and No. 19 in 
the company. He has had only one final 
during the past year, and his arrears 
and advance payments are most favor- 
able. Assistant Superintendent James 
McCulloch, of the Flint, Mich., district, 
is leading Division “R” in industrial in- 
crease, and ranks No. 5 in the com- 
pany’s list for this branch of produc- 
tion. His assistancy is also doing well in 
intermediate issue and monthly incomes. 

Franklyn W. Buck, agent in the De- 
troit No. 1 district, is making a record 
of which he may be justly proud. He 
is making fine progress in industrial net 
increase and ordinary net issue, includ- 
ing intermediates and monthly incomes. 
Ir addition, the condition of his account 
is exceptionally commendable. He leads 
the division in both industrial and or- 
dinary—stands 10th in the company in 
ordinary and 26th in industrial. 


MAY CHANGE TO STOCK BASIS 

Directors of the Mutual Life of Balti- 
more are considering the change from a 
mutual to a stock company in a way to 
permit the issuance of non-participating 
policies. 








WHY HE GAVE UP TEACHING! 





H. S. Gentry, Reliance Life, Writes 
Impressions of Life Insurance 
in Bulletin 

The current number of the Reliance 
Life Bulletin publishes an article by H 
S. Gentry, agency organizer of the Ala- 
bama department, who tells why he en- 
tered the insurance business after he had 
held an important teaching post for sev- 
en years in a prominent college in Ala- 
bama, the Alabama Polytechnic Institute. 
He writes in part as follows: 

“ b 
‘My salary provided a comfortable 
living for my family and permitted small 
Savings each year. However, the surplus 
would never have put me very far ahead 
financially. The best scholars, the best 
business men in the country, and the 
ancient philosophers, if they lived today 

- ~? 
would tell you that it takes money to 
make the mare trot, especially, long 
enough to reach the end of life’s jour- 
ney. 

Moreover, in making my decision, it 
was not altogether the financial side of 
the question, but also, in which field 
could 1 best serve my fellowman. The 
deciding factor in this respect was that 
I could educate more people through the 
means of life insurance money than I 
could in the teaching profession. 

It is satisfying to know that, through 
our present efforts and this wonderful 
service of life insurance, boys and girls 
can be reared at home and educated as 
they should be; parents cared for; wid- 
ows made comfortable, and fathers can 
face the sunset days of life with a smile 
on their faces. Where there is no 
money, there is poverty. Where there 
Is poverty, there is no happiness, and 
what is home without happiness. These 
conditions cannot exist where there is 
adequate life insurance protection.” 





INSURANCE MEN GET GROUP 


The Prudential recently announced that 
it had placed group insurance on the 
lives of employes of the Northern As- 
surance Co., Ltd. The policy provides 
for a total coverage of $325,000. Under 
the arrangement entered into between 
these companies, all employes of the 
Northern Assurance will be eligible for 
protection after they have served the 
company for six months, and the amount 
for each insured will depend on _ the 
amount of his salary. 





McCormack Attack 


(Continued from page 5) 
terested in the preservation of the strictly ethical 
side of the business, and fully cognizant and 
appreciative of its ideals, will have a salutory 

This stock-mutual plan is not according to 
precept. It was not the result of a demand 
on the part of the policyholders. Every indi- 
cation points to the fact that it serves only the 
purpose of those who profit most. 

It was not contemplated in the founding of 
mutual life companies that anyone other than 
the policyholder profit, then or lacer. 

Mr. McCormack does not mention the 
name of any insurance company, but 
he told reporters at Memphis that in 
penning the attack he had in mind the 
Northwestern National, which company 
has its home office in the same state 
which is the headquarters of his com- 
pany, the Minnesota Mutual Life. 











The Colonial Life Insurance Cmay: of America 


Industrial Life Insurance— 


Especially Attractive and Favorable to the Insured. 


Ordinary Life Policies— 


All forms of Life, Limited Payments and Endowments, containing attractive 
and novel features, with High Values at Low Cost. 












Give Agents Unusual Money-Making Opportunities 
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STOCK-MUTUAL PLANS IN 
INSURANCE 

Edward J. McCormack, general agent 

of the Minnesota Mutual in Memphis, 

has issued a pamphlet which he has had 

in preparation for some months and in 


LIFE 


which he expresses his views on the sub- 
ject of companies operating on the joint 
stock and 
He advocates the purely mutual plan of 
operation. The pamphlet is a severe ar- 
raignment of what Mr. McCormack des- 
ignates as “the stock-mutual plan.” In 
brief, he feels that the stock-mutual plan 


mutual life insurance plan. 


furnishes an avenue by which control of 
mutual life insurance companies can be 
obtained by officers in charge of the 
company. What he has in the back of 
his mind is found on the title page in 
which he asks in large type this ques- 
tion: “Does the Stock Mutual Plan Af- 
ford An Opportunity for the Exploita- 
tion of Mutual Life Insurance,” 

And that is not only an important 
question but may be regarded as a crux 
of the situation. The exploitation of 
companies, if there be such, does not 
need any particular plan. Stock compa- 
nies can be exploited by unscrupulous of- 
ficers and there can be mutual company 
exploitation too. Excessive salaries, sky- 
high commissions, unjustifiable expense 
sleep in any bed and unfortunately there 
have been instances where mutual com- 
panies have been guilty under some or 
all of these counts. Fortunately, such 
gross abuses are becoming more rare in 
the insurance business because the men 
in control of the companies have higher 
standards and more of a sense of theit 
trust responsibilities than they did in 
one era of life insurance. That era has 
faded. 

Mr. McCormack had one particular 
company in mind in making his attack 
upon the stock-mutual plan, but The 
Eastern Underwriter does not believe 
that the administration of that company 
is of the exploiter variety. Nothing in 
the careers of the officers indicates that 
they are in that category. Furthermore, 
since the stock-mutual plan of this par- 


WORLEY NOW A _ BARONET 


London, Jan. 3.—Insurance is rep- 
resented by Sir Arthur Worley, 
C.B.E., in the New Year honors be- 
stowed by King George. Sir Arthur 
receives a baronetcy, his third 
honor, the C.B.E. having been con- 
ferred on him in 1918 and a knight- 
hood in 1921. 


The new baronet is well-known 
as the general manager of the North 
British & Mercantile Insurance Co., 
to which position he was appointed 
in 1926, having previously been Lon- 
don general manager of the com- 
pany. He has also been manager of 
the Railway Passengers’ Assurance 
Co., since 1911, manager of the 
Ocean Marine Insurance Co., Ltd., 
since 1917, and chairman of the Fine 
Art and General Insurance Co., 
since 1919. He was a member of 
the Committee advising the Minis- 
try of Munitions on Explosive 
Claims and Indemnities, and vari- 
ous other committees in 1917, and is 
a past president and Fellow of the 
Chartered Insurance Institute, and a 
past president of the Insurance In- 
stitute of London. He was a mem- 
ber of the Royal Commission on 
National Health Insurance, 1924-26, 
and in 1925 was appointed Ex- 
traordinary Director of the Royal 
Bank of Scotland. 

Sir Arthur was born on May 10, 
1871, and is the son of Philip Wor- 
ley of Irlam o’ the Heights, Man- 
chester. He received his education 
in Manchester, is married and has 
two daughters. He possesses a coun- 
try residence at Oxshott, Surrey. 
His chief recreation is golf and .his 
London club is the Constitutional. 




















ticular company was adopted the presi- 
dent of the company has been elevated 
to one of the highest positions in the 
gift of an organization of more than 140 
companies, and a director of the com- 
pany has been asked to address and did 
address another of the most important 
organizations of insurance companies. 

If the plan of that company in going 
on a partial stock plan basis was an at- 
tempt to take control of the company 
away from the mutual policyholders—was 
a crime against mutual policyholders— 
The Eastern Underwriter believes that 
the president of the company would not 
have been honored by being elected 
president of an organization composed of 
his competitors; nor does it believe that 
the director would have been permitted 
to make the speech before the other or- 
ganization of life companies. 

The plan itself has had Insurance De- 
partmental and legislative endorsement; 
and the widest of publicity. If the plan 
has met with opposition, other than that 
of Mr. McCormack’s, The Eastern 
Underwriter feels that the insurance 
newspapers would have had some re- 
action. Not a letter on the subject was 
received by this paper; not a letter by 
any other paper so far as The Eastern 
Underwriter can ascertain. There was 
not even a tempest in a teapot brewing 
anywhere but Memphis. 

Nevertheless, what Mr. McCormack 
kas to say on the subject is of interest, 
just as any analysis or diagnosis of a 
trend in the life insurance business is 
worth recording and in the news col- 
umns of this paper some extracts from 
his pamphlet are given. The Eastern 
Underwriter believes that Mr. McCor- 
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The Human Side of Insurance 
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Ralph G. Engelsman, a producer of the Equitable Life Assurance Society in the 
million dollar class, and also a member of the faculty of the New York University 
life insurance training school, is also an artist of no mean ability as will be seen by 
the ink sketches he has drawn of half a dozen insurance celebrities, his work being 


reproduced herewith. 


In the top row, reading left to right, are George E. Lackey, Julian S. Myrick and 
Vincent B. Coffin. Bottom row consists of John C. McNamara, Jr., James A. McLain 


and Graham C. Wells. 


Mr. Lackey is manager in Oklahoma of the Massachusetts Mutual and a well 
known figure at insurance conventions. Julian S. Myrick is president of the National 
Association of Life Underwriters and a member of Ives & Myrick, Mutual Life 
managers. Mr. Coffin, now at New York University, is to be educational director of 


the Penn Mutual beginning next summer. 


Mr. McNamara is head of the McNamara general agency of the Guardian Life 
here, the largest general agency of that company. Mr. McLain was recently made 
head of the agency division of the Guardian; and Mr. Wells, former president of 
the National Association and of the New York association, is a member of Wells & 
Connell, general agents here of the Provident Mutual. . 








John S. Andrews, of the State In- 
surance Department, register in charge 
of the policy bureau of the department, 
was summoned to Superintendent Beha’s 
office last week and presented with a 
white gold twenty-one jewel watch and 
chain on behalf of his associates. The 
occasion was the. retirement of Mr. An- 
drews from the state service under the 
retirment law governing state employes. 
As with the close of the year he com- 
pleted twenty-nine years of service, the 
inside of the watch case was inscribed: 
“To John S. Andrews, from his associates 
in the New York Insurance Department, 
Dec. 31, 1927.” Mr. Andrews is an at- 
torney and expects to use some of the 
material that he has collected during the 
past twenty years to write a book on 
the law of insurance. 

ume ete 

Dr. Alfred Manes, the famous German 
insurance man who was recently in this 
country, is now writing his American 
impressions and booklets of information 
about American insurance. 








mack is sincere and that he actually be- 
lieves there is a definite movement in 
the country to deprive mutual policy- 
holders of some of their proprietary 
rights and profits. 


J. Stanley Scott, secretary of the life 
department of the Travelers, observed 
his fifty-nineth anniversary with the 
company this week. He will be eighty 
years old in February. His service be- 
gan in 1869 when the company was only 
five years old, and was still in its first 
office. He saw the home office force 
grow from sixteen employes to more 
than 5,000. During his period of work 
he has known all three presidents, James 
G. Batterson, Sylvester C. Dunham and 
Louis F. Butler. 


* * * 


Robert Allen Jones, son of Robert L. 
Jones, general agent of the State Mutual, 
New York, has resigned from the John 
W. Davis law firm and will become as- 
sistant trust officer, trust division, Guar- 
anty Trust Co., New York City. He is 
a graduate of Colgate University and 
Harvard Law School. 





NEW AETNA LIFE RATES 

The Actna Life announces new rates 
covering life, refund and cash refund 
annuities, effective February 1. While 
on the whole these new rates are higher 
than the ones now in effect the new 
schedule for life annuities is practically 
the same as that used by several of the 
larger life companies. 
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Bigelow Fails As A “Bear” 
President Bigelow of the St. Paul F. & 
M. is one of the fire insurance presidents 
who thinks that insurance stocks are too 
high and he recently wrote a strong let- 


ter on the subject. Despite attempts of 
the St. Paul F. & M. president to “bear” 
the stock of that company it made one 
climb of $50 a share in a short period. 
eC - = 
Letton’s New Company 
Harold W. Letton’s new fire company, 
announced in Chicago Thursday morn- 
ing of last week, was a sensation among 
fire insurance people. The general opin- 
ion on La Salle Street and Jackson 
Boulevard was that he was not suffering 
from an inferiority complex as the new 
company is goaled as a $5,000,000 propo- 
sition. 
- + 
Hard For Fire Veterans To Get Jobs 
In Chicago 
One result of the trend of the Western 
fire insurance departments from Chicago 
to New York is that it is exceedingly 
difficult for a veteran Chicavo fire insur- 
ance man to get a new job if circum- 
stances throw him out of his old one. 
a 


Chicago World’s Fair In 1933 

Chicagoans look ahead. They are not 
only planning a world’s fair there in 
1933, but actually have working commit- 
tees and all that sort of thing at this 
stage of the game. Rufus Dawes, Chi- 
cago banker and brother of the nation’s 
Vice-President, is in charge of the situ- 
ation at present. I am informed that 
one of the hotels has already booked 
reservations for 1933. 

Chicago will go ahead to make this 
World’s Fair a success despite the flops 
of the two most recent expositions which 
were those of Wembley (outside of Lon- 
don, England) and of the Sesqui- 
Centennial (outside of Philadelphia). I 
am informed that there will be money 
lost on the Chicago World’s Fair; and 
that for a time business will drop off 
after it is over; but the advertising to 
the city is such that many are perfectly 
willing to make sacrifices for the gen- 
eral good. 

e oe 
Ben P. Branham Interviewed 

While on a Chicago trip I called upon 
‘Uncle Ben” Branham, who is publisher 
f “The Hotel Bulletin” and for years 
has had contacts with insurance men by 
selling them supplies for the Courier 
Journal Job Printing Co. of Louisville. 
Somebody had told me that he is not 
so active as he was because something 
rad happened to his eye-sight. At about 
the same time I heard that he was well 
nough to have made a trip to Rome 
where he was received by the Pope. 
lhen, too, friends of mine had received 
‘irom him a miniature bust of himself 
ind a very original Christmas card 
showing that he was still in touch with 
his many friends. There seemed to be 
a conflict about his activities and I de- 











cided to find out whether he was an in- 
valid or whether he wasn’t. 

I found him at his desk as jolly and 
full of pep as ever. “I can’t read the 
newspapers the way I did,” he said, “and 
there are probably 6,800 columns which 
have been written about ’Gene Tunney 
and Mayor Thompson which I have had 
to forego. However, anyone on the staff 
around here can come in and tell me 
the gist of the whole thing in a minute. 
When 6 o'clock each night comes around 
I ring for my valet and hop into the 
glad rags and am off to a dinner, ban- 
quet, pat on the back or whatnot. You 
know I run a hotel paper and those 
jolly dogs are always gathered around 
the festal board. You know, you would 
think that when hotel men celebrated 
they would go out hunting or roller- 
skating or fishing or something. They 
don’t. They hop to the nearest table, 
just as the sailors from the battleships 
enjoy themselves by going boating in 
Central Park on their days off.” 

I asked “Uncle Ben” if he were not 
tired of the perpetual social life. 

“No,” he answered. “My motto is: 
Keep your friends after you have once 
made them. If you forget them they will 
forget you.” 

Asked if he were not bored by the 
eternal grapefruit and chicken without 
which no banquet is complete, he said: 
“Occasionally I long for prunes or pork 
chops, but I can stand the eats if the 
others can, no matter how familiar they 
are. 

I was glad to note that “Uncle Ben” 
was on the job just as cheerful and effi- 
cient as he has always been, but I was 
surprised in view of the way he spends 
his evenings that it was his eyes and 
not his tummy which had rebelled. 

Just before I left I asked “Uncle Ben” 
whether he had seen the story about the 
Uniform Printing Co. losing its case in 
the Supreme Court so that hereafter it 
will have to pay taxes just the same as 
the everyday business concern does. 

The Uniform Printing Co. is the fire 


‘companies’ mutual business experiment 


which prints insurance policy forms and 
other company supplies in one place, the 
expenses being pooled. The decision 
means that the printing company will 
have to pay about $300,000 in taxes. It 
is the principal competition of “Uncle 
Ben.” He admitted he had seen the de- 
cision but that he had not exhausted his 
supply of handkerchiefs mopping up 
tears weeping over it. 
2s 


Arkansas Beautifully Presented 


I am indebted to my insurance friend, 
Omar Throgmorton of Little Rock for a 
brochure on Little Rock which is one of 
the cleverest illustrated paens about a 
state I have seen yet. Instead of at- 


tempting to describe Arkansas and its 
agricultural and other wonders as illus- 
trated in the book I will suggest that 
you write to Mr. Throgmorton and un- 


doubtedly he would be very glad to send 
you one with his compliments. 
Se aK. 


World’s Greatest Salvage Authority 

ies 

I hear Sir Frederic William Young, 
who was head of the salvage section of 
the Admiralty during the war, and had 
been since acting as advisor to the Ad- 
miralty, has died in London at the age 
of 69. 

The world’s greatest authority on sal- 
vage work, and the man who, it is esti- 
mated, recovered ships and cargoes from 
the sea to the value of £50,000,000, seems 
to have been born to the work. His 
family had followed the sea for genera- 
tions, and he applied himself to that 
particular phase of maritime work, viz., 
salvage, which may be regarded as a 
close corporation. For thirty-six years 
he was chief surveyor and salvage officer 
to the Liverpool Salvage Association, 
where he commanded the salvage steam- 
er Ranger. The name “Captain Young 
of Liverpool” was regarded by the un- 
derwriters as the best guarantee of ef- 
ficiency possible, and it was to him that 
in an emergency owners of valuable 
sunken cargoes turned. When the war 
broke out he was well over 50 years of 
age, but he threw himself into the gi- 
gantic work which naval hostilities in- 
volved with all the enthusiasm of youth. 
He devised the boom defences at the 
mouth of the Thames. In less than a 
week he blocked the mouth of Portland 
Harbor by sinking the battleship Hood 
bottom upwards, and the Hood still re- 
mains where Sir Frederic placed her to 
prevent the entry of enemy vessels. He 
was the first man to raise a German 
submarine, the UC 5, and he also lifted 
the British submarines E 4 and E 41. He 
refloated the battleships Britannia and 
Conqueror, and took a hand in fitting out 
the expedition sent to destroy the Ger- 
man warship Konigsberg. From the 
Oceana, which sank at Eastbourne, he 
recovered £750,000 in specie, and he 
salved the cruiser Gladiator off the Isle 
of Wight. 

Perhaps his greatest salvage work in 
the saving of human life, though little 
was heard of it at the time, was the 
raising of the British Submarine K_ 13, 
which sank during maneuver practice at 
Gareloch. No fewer than thirty-one of 
the crew were drowned when the vessel 
sank, but the remainder escaped a like 
fate by clambering to the fore part of 
the vessel. Commander Godfrey Her- 
bert, who was in charge, and Com- 
mander Goodhart conceived a plan for 
communicating with the outside world. 
Air was forced into the conning tower 
until the pressure under the lid was 
equal to that of the water above it, and 
the lid was then raised, and Goodhart 
was shot through the outlet, but, un- 
happily, his head struck against a beam, 
and he was killed. Meanwhile Com- 
mander Herbert had been forced into 
the conning tower and forced out of it 
too, and in this way he reached the sur- 
face. He was picked up by a passing 
boat, and at once communicated with 
the salvage ship Thrush. Commodore 
Young took charge of the rescue work. 
After being imprisoned in the hull of 
the submarine for fifty-six hours the 
remaining crew of forty-three were fin- 
ally rescued by the ingenuity of Young, 
who, by means of barges and wires, 
up-ended the submarine and had holes 
burnt in the hull by oxy-acetylene gas, 
through which the imprisoned men were 
able to escape. 

Among Sir Frederic’s most remarkable 
achievements were his operations on the 
Belgian Coast from the end of 1919 to 
the middle of 1921, after the evacuation 
by the Germans. He succeeded in rais- 
ing eighteen ships. 

* * * 


The Horseless Carriage Policy 
One of the automobile underwriters 
has the following comments to make 
about the pertinent subject of car value 
and insurance: 
“While the automotive industry has 


been making prodigious strides and the 
automobile of today is as radically dif- 
ferent from the horseless carriage as 
the pre-historic man is from the highly 
trained insurance executive of today, the 
majority of automobile underwriters 
have not seen fit to make any radical 
changes in their form of coverage. 

“Under the existing contract, the pur- 
chaser of a new automobile is either 
limited to an amount not in excess of 
80% of its cost price or granted a full 
amount of coverage at an excessive cost. 

“In the first instance, should a loss 
occur during the early part of the policy 
term, the insurer becomes a co-insur- 
er for the difference between the face 
value of his contract and the actual value 
of the car. In the second, if it is nec- 
essary to file a claim and the policy has 
run for any considerable length of time, 
his loss is adjusted on the basis of ac- 
tual value, although he has been forced 
to pay a premium on an amount pos- 
sibly greatly in excess of the amount of 
settlement. 

“Certain companies have seen the un- 
fairness of this method of underwriting 
and are issuing a so-called Reducing 
Form of contract, insuring the car for 
actual cost on the inception of the pol- 
icy and attaching thereto a clause pro- 
viding for a reduction in amount as the 
auto depreciates in value, allowing there- 
for a premium reduction commeasurate 
with the reduction in the amount of 
coverage. There is, of course, the re- 
cently issued actual value policy which, 
Im a measure, attempts to correct the 
inequitable features of the older form 
of contract. This policy requires the 
assured ‘to depend solely on the fair- 
ness of the company in making a satis- 
factory settlement at the time of loss 
and does not give the purchaser any 
idea as to what his actual monetary 
return will be. Because of this feature, 
it is not an easy form for an agency 
to sell to a_ prospect. 

One Drink Cancels This Insurance 

The Keystone Auto Club of Phila- 
delphia, in an announcement made in 
December, says: “We have found that 
just one drink of the vile concoctions 
masquerading under whiskey labels is 
often sufficient to change normally con- 
siderate and competent drivers into ir- 
responsible operators, a menace to them- 
selves and to users of the highways. If 
our own investigation shows that the 
driver had a drink before the accident, 
or had been in the habit of mixing 
hootch and gasoline, no matter how 
moderately, we are not concerned wheth- 
er there is sufficient legal evidence to 
convict him of driving while drunk; his 
policy will be cancelled forthwith.” 

ae 


Big Verdict Against Cab Company 

Ruth I. Lindquist, 1454 Belle Plain 
avenue, was awarded a $32,500 verdict 
against the Yellow Cab Company by a 
jury in Chicago before Superior Judge 
William J. Lindsay. Her attorney, Phil- 
lip Rosenthal, introduced evidence that 
she received a fractured skull and broken 
back on Dec. 27, 1925, when the taxi in 
which she was riding crashed into a 
concrete post in Lincoln Park. 


2 * * 
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Suggests Law Against Life Policies 

Someone writing in to the “Mailpouch” 
of the New York “Telegram” contrib- 
uted this suggestion as to life insurance: 

“The lesson we learn from the Snyder 
case is that life insurance must be pro- 
hibited by law, as women are too weak 
and the temptation is too strong.” 





DEDICATION OF FIRE STATION 


Bird W. Spencer, state president of 
the Firemen’s Relief Association, Fire 
Chief McLaughlin of Bayonne and many 
prominent insurance officials of Newark 
and agents of Elizabeth, took part in 
the dedication of the new $80,000 fire 
house in Roselle, N. J., last Saturday 
afternoon. Preceding the dedication 
there was a large parade through the 
main streets of the town. 
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Suggests Solution of 
Missouri Rate Case 


INDIVIDUAL 
Former Superintendent Stoddard of New 
York Cites Gas Company Litigation 

to Sustain Views 


URGES SUITS 





One of the leading insurance lawyers 
of New York State, 
of Greene 


Francis R. Stoddard, 
& Hurd, who was formerly 
superintendent of the 
expresses the opinion the Missouri rate 


insurance state, 
case is not definitely lost but can be 
won if an individual company can prove 
that the Hyde rate reduction removes for 
itself the chances of earning a reason- 
able underwriting profit. He cites the 
litigation over gas rates in New York 
and says that the United States Supreme 
Court is quick to sustain the unconsti- 
tutionality of a rating order or law if the 
facts are clearly shown to an individual 
plaintiff. 

Mr. Stoddard has found that the 
United States Supreme Court has always 
been more than fair in protecting prop- 
erty rights and has been quick to call 
unconstitutional any laws which tend to 
be. confiscatory, but experience has 
shown that such decisions have come 
only when companies have tried their 
cases as individuals and not in groups. 

“The decision of the United States 
Supreme Court holds definitely,” Col. 
Stoddard told The Eastern Underwriter, 
“that state made rates do not violate the 
fourteenth amendment of the Constitu- 
tion merely because the aggregate collec- 
tions are not sufficient to yield a reason- 
able profit or just compensation to all 
companies concerned. The court, how- 
ever, would take action as to any one 
company were the rates shown to be 
confiscatory as to it. This means that 
so far as constitutionality is concerned, 
each company must stand on its own 
figures as affected by the rates in ques- 
tion. 

“T have represented the State of New 
York as one of its counsel in the gas 
rate litigations and I have gone _ thor- 
oughly into the rating decisions of the 
Supreme Court. Each company must 
present its case in such a way that the 
results based on tis own experience show 
that the order of the superintendent if 
applied would be confiscatory. A sep- 
arate legal proceeding must be started 
for each company which wishes to raise 
the question of constitutionality. The 
company may apply to the United States 
District Court for both a preliminary 
and permanent injunction and for the 
appointment of a special master. 

“The latter would conduct a hearing 
and report back to the Statutory Court 
on the question of making the injunc- 
tion permanent as to that company. At 
such a hearing the confiscatory charac- 
ter of the order as affecting the plaintiff 
company would be gone into fully by 
proof. The master would be obliged to 
make findings of law as to how the rates 
should be construed and his findings 
would be passed on by the Statutory 
Court. The decision of that court may 
be appealed to the United States Su- 
preme Court. In my opinion the United 
States Supreme Court is quick to sus- 
tain the unconstitutionality of a- rating 
order or Jaw if the facts are clearly 
shown as to the individual. plaintiff.” 





RICHMOND, VA., FIRE LOSS 
Richmond’s fire loss in 1927 was $578,- 
202, an increase of $28,766 over 1926, ac- 
cording to figures tabulated by Fire 
Chief Joynes. 


Virginia Rate Report 
Asks Radical Changes 


DISCRIMINATION IS CHARGED 





Would Admit Mutuals To Rating Bureau 
And Take State Out Of S. E. U.A.; 
Hyde Rate Formula Upheld 





The Virginia legislative rate-probing 
commission, according to Dr. J. A. C. 
Chandler, its chairman, will recommend 
in its report to the general assembly that 
the stock rating bureau be compelled to 
admit mutuals into the bureau provided 
they are willing to pay their proportion- 
ate cost of operating it. The commis- 
sion will also recommend that Virginia 
be entirely divorced from the South- 
Eastern Underwriters Association and 
be placed on an independent rating 
basis. 

Another recommendation will call for 
abolishment of-the five geographical di- 
visions in the state and the placing of 
all sections on an equal basis with re- 
spect to rates. The commission is now 
engaged in putting finishing touches on 
its report and hopes to have it in shape 
to present to the legislature early next 
week. The solons convened Wednesday 
of this week in regular biennial session 
and will be in session for the next sixty 
days. 

According to Dr. Chandler, the com- 
mission in its investigation has found 
there is discrimination in rates within 
the state. It has also found, he says, 
that they are discriminatory to some ex- 
tent when compared with those in states 
adjacent to Virginia. 

Embodied in the report will be the 
views of the commission on what it re- 
gards as the proper method of comput- 
ing underwriting profit. This coincides in 
substance with the principles laid down 
in the so-called Hyde of Missouri for- 
mula. It so happened that the section 
of the report dealing with this subject 
had already been written when _ the 
United States Supreme Court handed 
down its opinion last week sustaining 
in effect the Missouri decision in the 
Hyde case. As a consequence, a foot- 
note was added stating that that court 
had practically affirmed the commission’s 
view on the question as outlined in the 
report. 

According to Dr, Chandler, the report 
will rap those members of the National 
Convention of Insurance Commissioners 
who placed their seal of approval upon 
the present method of computing under- 
writing profit, the view of the investi- 
gating body being that in taking that 
action ™tfiey favored the interests of 
stockholders of the companies instead of 
the policyholders. 

The report will recommend that the 


companies be given a year from July 1, 
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RESOLVED— 









Usual 


You probably have resolved, as per usual at 


this season of the year. 


% Bo 


And you probably have included in your 
resolutions to increase business. 


* 


* 


In about one month, if you are like the rest 
of us, your resolutions will begin to wobble. 


. % 


But your resolve to increase business will 
keep up and grow stronger for a very good 


reason. 
* * 
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The reason is—if you are a representative of 
The Carolina Insurance Company—your Com- 


pany backing is assured. 


* * 


% % 


And increased business is bound to follow 
when the agent is energetic and the Company 
behind him assures dependable protection. 


k * 


8 % 


If there is no representative of this Company 
in your locality remember that dependable 
agents are invited to apply for representation. 


WILMINGTON 
NORTH CAROLINA 


1928, to readjust their rate-making ma- 
chinery and practices in Virginia to ac- 
cord with whatever laws may be enacted 
during the present session to effect the 
changes urged by the commission. 
That it will not have plain 
through the legislature is regarded as 
a foregone conclusion. The forces of 
the opposition are already being mar- 
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Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





UNITED STATES FIRE BRANCH: 80 JOHN STREET, NEW YORK 


J. A. Kelsey, General Agent 


George Z. Day, Ass’t General Agent 





U. S.—Statement December 31, 1926 
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shaled to combat any legislation inimical 
to its interests, and a stubborn fight is 
in prospect. 

The report will deal nearly altogether 
with fire rates, although the commission 
was authorized to probe workmen’s com- 
pensation, liability and other casualty 
rates as well as fire to determine 
whether there was any discrimination 
against the people of Virginia. Lack of 
sufficient funds prevented the commis- 
sion from proceeding further with its 
investigation. 

It is reported that the legislature may 
be asked to vote additional money so 
that the investigation may be completed 
during the next ensuing biennium. The 
resolution calling for the probe was in- 
troduced at the 1926 session by Delegate 
Wilbur C. Hall of Loudoun county, who 
charged that the people in the northern 
part of the state were paying higher 
rates than those over the border in 
Maryland on practically the same classes 
of property. 





G. W. BIRCH AN ADJUSTER 

George W. Birch, who has been an ad- 
juster for the Continental for ten years, 
has resigned+to go into business as an 
independent adjuster. 
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Agents’ Executive 
Committee in Session 


THREE DAY N. Y. CONFERENCE 


Mid-Year Meeting, California Bank 
Agencies, West Va., Conflict Among 
Long List of Problems Up 








The executive committee of the Na- 
tional Association of Insurance Agents 
opened a meeting in New York on 
Wednesday which will probably termi- 
nate today. ‘lhe session marks the first 
meeting of the new committee, and is 
attended by President W. E. Harrington, 
Chairman k. P. DeVan, Secretary Coun- 
sel Walter H. Bennett, and the following 
members: Clyde B. Smith, Lansing, 
Mich.; Perry W. Flicker, Cleveland, O.; 
J. A. Giberson, Alton, Ul; Charles L. 
Gandy, Birmingham, Ala.; J. W. Rose, 
Suffalo, N. Y. 

Percy “H. Goodwin of San Diego, Cal., 
and Frank T. Priest, of Wichita, Kan., 
are the absent members, the former be- 
cause of the distance trom the meeting 
place, and the latter because of illness 
in his family. 

One of the first items to be consid- 
ered is the time and place for the mid- 
year mecting. Invitations have been re- 
ceived from Indianapolis, West Baden 
Springs, Green Bay, Wis., and other 
cities and resorts. It is customary to 
hold the mid-year meeting in the South, 
although last year’s went to Chicago. 
Richmond, Va., may be selected as the 
meeting place. 

Two outstanding state problems are 
likely to receive attention by the com- 
mittee—California’s Bank of Italy situa- 
tion, and West Virginia’s agency contract 
difficulty. The fight the California As- 
sociation of Insurance Agents is making 
against the Bank of Italy is not only ot 
importance, but is attracting the atten- 
tion of insurance men nation-wide. 

The West Virginia Association of In- 
surance Agents and the Supervisory 
Committee of the West Virginia Uni- 
formity Association appear to be in dis- 
agreement as to the terms of the agency 
contract. Because the chairman of the 
National Executive Committee hails from 
West Virginia, it may be expected that 
he has information as to the. present 
status of this situation to present to the 
committee. 

The committee has before it also the 
resolution adopted at the New Orleans 
convention recommending that a confer- 
ence be negotiated between the confer- 
(nce committees of the National Asso- 
ciation and the National Board, looking 
towards application of local board rules 
in regard to the number of agencies a 
company may have in each community. 

The procedure towards carrying out 
the desire of the convention is in the 
hands of the executive committee. Presi- 
dent Harrington is chairman of the con- 
ierence committee, and Chairman DeVan 
is a member, the other members being 
(reorge D. Markham, St. Louis; David 

Main, Denver, and Craig Belk, Hous- 
ion, Tex. 

The committee has before it the reso- 
lution adopted’ December 20 by the Des 
\loines Association of Underwriters, 
calling upon the National Association to 
{cht the wholesale writing of automo- 
bile insurance by finance corporations 
“as vigorously as it fought the Chrysler 
proposition.” 





NEW QUEBEC COMPANY 
A new fire and casualty insurance com- 
pany is being organized in the Province 
Quebec, Canada. It will be known 
the Britannia General and will have 
capital of $500,000. Head offices will 
at Rimouski, Quebec. 





ENTERS VIRGINIA 
The Law Union & Rock, one of the 
london & Lancashire group for which 
Marshall Speight is special agent in Vir- 
ginia, has been admitted to that state. 


Home Will Celebrate 
75th Anniversary 


ADS WILL BE _ HISTORICAL 





One of Country’s Leading Companies 
Has Lived Through History’s Great- 
est Era of Development 





The advertisements of the Home ap- 
pearing in the leading insurance publi- 
cations during 1928 are planned to tie 
up with the celebration of the Home’s 
seventy-fifth anniversary year. The se- 
ries is being done in a wood-cut style 
treatment and has for its subject ma- 
terial historical events of importance 
which occurred at about the time the 
Home was organized and during its sev- 
enty-five years in business. It is insti- 
tutional advertising, intended to empha- 
size the prestige of the Home in the 
fire insurance field. 

“In this age of modern inventions, one 
does not stop to think how fast the 
world has progressed during the last 
three-quarters of a century,” says a 
statement issued by the Home. “Trans- 
portation by rail and steamship has de- 
veloped from crude and cumbersome 
methods to luxuriously equipped cgmmon 
carriers, with a network of trans-conti- 
nental railroad and steamship lines to all 
parts of the world. Seventy-five years 
ago the telephone was still unheard of 
and the telegraph was in its experimen- 
tal stages. People were still burning 
candles and kerosene lamps, where now 
the touching of a button will flood an 
entire house with light, or the throwing 
of a switch will illuminate a city. 

“The horse was still king of the high- 
way and it was many years after the 
Home was organized before the first 
self-propelled vehicles made their ap- 
pearance, and then they were permitted 
on the streets only when preceded by a 
courier warning of the coming of this 
mechanical wonder. Wireless telegraphy 
and radio, in these early days, would 
have been sufficient cause to condemn 
their creators of witchcraft. Even the 
electric street railways, which have since 
given way to luxurious motor buses, had 
not at that time supplanted the horse 
Cag. 

_ “Skyscrapers were still unheard of and 
it wasn’t until 1883 that the first build- 
ing of this type was constructed. Wil- 
liam LeBaron Jenney, one of the lead- 
ing architects of Chicago, prepared de- 
signs for the first steel constructed 
building which was to be the Chicago 
home of the Home. The Home Insur- 
ance Building, designed by Mr. Jenney, 
was not only the first of the steel con- 
structed buildings of the world, but it 
opened the way for a long list of re- 
quirements in fine office buildings, such 
as wind bracing, thorough fireproofing, 
rapid safe elevators, light and well ven- 
tilated rooms, and many other modern 
features now found in office building 
construction.” 

During these seventy-five years the 
Home has acquired control of several 
other fire insurance companies until to- 
day the group constitutes one of the 
most powerful in the country. Among 
the companies that have become affiliat- 
ed are the Franklin, Homestead, Caro- 
lina, City of. New York, Harmonia and 
the New Brunswick. 


Pasteur-Metschnikoff-Koch - 
Ehrlich-Van Ermengen-Noguchi 


These might be unknown to 
fame had not - 


ANTHONY VAN LEEUWENHOEK 
of Delft dreamed of'a lens deli- 
cate enough toreveal the smallest 
of living organisms, Braving 
poverty and ridicule. The Crack- 
ed Lens-maker of Delft ‘worked 
until his vision become a realit 
and he showed toa waiting world 

BACTERIA 
The science of Bacteriology- 
a foundation stone of modern 
medicine-was thus begun. 


The agent who can visualize a sub- 
stantial growth for his agency can, 
by persistence,make it a fact. 

His efforts will be ‘constantly supported 


THE WORLD FIRE AND MARINE 
INSURANCE COMPANY 





ORGANIZING MOHAWK FIRE 

Interests identified with the Importers 
& Exporters of New York are organizing 
a running mate to be known as the Mo- 
hawk Fire Insurance Co. of New York. 
The capital will consist of $1,000,000 with 
a surplus also of $1,000,000 to be pro- 
cured by the sale of 40,000 shares of $25 
par value stock at $50 a share. The in- 
corporators of the Mohawk include 
Jacques Valensi, A. Valensi, M. L. Heide, 
FE. P. Earle, C. W. Weston, F. J. Leary, 
G. H. Kinnicutt, Noah MacDowell, Jr., 
H. W. Grindal, W. B. Scarborough, M. 


S. Amado, C. W. Nichols and E. C, Dela- 
field. 


"Get the Best in THE WORLD.” 
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Fire and Lightning 
Tornado and Windstorm 
Rent and Rental Value 
Use and Occupancy 
Automobile 

Inland Transportation 
Ocean Marine 

Lake Marine 

Parcel Post 

Registered Mail 
Explosion 

Sprinkler Leakage 

Haii 


Profits and Commissions 


Riot and Civil Commotion 


and Allied Lines 


On this Seventy-fifth Anniversary of The Continental Insurance Com- 


pany, it is gratifying indced to contemplate the heroic history of our first 
three-quarters of a century. 


In 1852, with the disastrous New York City conflagrations of 1835 
and 1845 still vivid in the memory of all, a courageous group of business 
men, with the Hon. William V. Brady, ex-mayor of the City of New York, 
as their president, embarked upon the stormy ’sea of fire underwriting, 
‘Amncafor* Christening their craft The Continental Insurance Company of the City of 
New York. On the 7th of January, 1853, all legal preliminaries of organi- 
zation having been completed, The Continental’s first policy was issued. 


And the first Continental agency was established at Cleveland, Ohio, before the year 
had passed. 





Overcoming such difficulties as arose in its path with business strategy often dra- 
matic, The Continental from the first commanded the confidence of the nation. Its 
extension of power and influence as an underwriting institution were inevitable. 


Today, The Continental, mother company of the famous “America Fore” Group, is 
one of the outstanding fire insurance companies, still commanding confidence inspired by 
financial strength and integrity and judicious underwriting. 


1853—1928! We look with pride at the record of those years. 1928 forward? 
We look to a future as illustrious as the past, with a firm resolve to continue to merit 
the trust imposed in us as one of the leading underwriting organizations in the country. 


he CONTINENTAL 


INSURANCE COMPANY 
EIGHTY ANCAIDEN LANE, NEW YORK, ACY. 


ERNEST STURM, Chairman of the Board 
PAUL L HAID, President 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 


NEW YORK * CHICAGO * MONTREAL ¢ SAN FRANCISCO 
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On September 10th, 1853, the Rev. Evan M. Johnson re- 
ceived the first policy of insurance written in the newly formed 
Phenix Fire Insurance Company of Brooklyn—‘‘$2,000 on each 
of his two four-story brick, tin roof, coped dwelling-houses, 
situate on the east side of Adams Street commencing one hun- 
dred and twenty feet south of Johnson Street, Brooklyn” —for 
5 ~ tite one year at the rate of thirty-five cents. 





From that time on a steady growth invested this underwrit- 

ing organization with power to carry on successfully and to 

withstand the shocks of mighty conflagrations which were to come. In 1866 the name 
of the company was changed from the Phenix Fire Insurance Company to the Phenix 
Insurance Company as which it continued to progress until 1910 when it was consoli- 
dated with the Fidelity Fire Insurance Company, a New York corporation organized in 


1906, the merger being known as the Fidelity-Phenix Fire Insurance Company of New 
York. 


Seventy-five years soon will have passed since the issuance of that first policy in 
Brooklyn, New York. Today the Fidelity-Phenix, a prominent member of the “America 
Fore” Group of Fire Insurance Companies, is known and respected from coast to coast. 


Strong in itself, more powerful because of its “America Fore” affiliation, the 
Fidelity-Phenix on its seventy-fifth birthday stands rightfully in its place among the 
leading insurance companies of today. 


FIDELIT Y-PHENIX 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK,NY. 


ERNEST STURM, Chairman of the Boavd 
PAULL.HAID , President ~ 


CASH CAPITAL~TEN MILLION DOLLARS 
NEW YORK ¢ CHICAGO +¢ MONTREAL ¢ SAN FRANCISCO 


Fire and Lightning 
Tornado and Windstorm 
Rent and Rental Value 
Use and Occupancy 
Automobile 

Inland Transportation 
Ocean Marine 

Lake Marine 

Parcel Post 

Registered Mail 
Explosion 

Sprinkler Leakage 

Hail 

Profits and Commissions 
Riot and Civil Commotion 
and Allied Lines 
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J.T. Keegan Now Head 
of Newark Salvage Corps 


WITH ORGANIZATION 16 YEARS 


Relates Experiences; Praises Work of 
Crew; Saved Millions in Property; 
Outfit 50 Years Old 


Salvage corps apparatus and fire de- 
partment equipment may look alike to 
the average citizen as they dash along 
the highways to a fire. They are not. 
The salvage corps work is to save prop- 
erty, both from fire and water, by throw- 


it 


e heavy rubber blankets over the stock 
or machinery on the floors below the 


flames. The fire department prevents 


further destruction from flames by play- 














JAMES T. KEEGAN 


ing water upon the burning premises. 
Neither departments are in any way con- 
nected with each other, although both 
fight fire side by side. 

The Newark Salvage Corps, which will 
celebrate its fiftieth birthday in July, 
1929, has in its half century of existence 
saved thirteen million dollars worth of 
property for the insurance companies 
who support the organization. 

Members of the salvage corps have 
often been cited for their bravery in 
making rescues and on many occasions 
have beén trapped in buring buildings 
but have been dragged to safety by their 
comrades. 


Keegan Joins Corps 


\way back in 1912, a tall, slim, clean- 
cut chap named James Thomas Keegan, 
then twenty-four years of age, was ap- 
pointed a substitute patrolman for the 
salyave corps. He served his probation- 
ary period of three months. Although 
none of his family was ever a member 
of the department, officials of the corps 
felt that he had been cut out to be a 
member of a fire fighting organization. 

He soon proved his worth, for on Janu- 
ary 1, 1913, he was appointed a regular 
member of the salvage corps. Five years 
later, September 13, 1918, he was _ pro- 
moted to a sergeant and July 1, 1919, 
he was made assistant superintendent. 
He held this position for almost eight 
years, when he was appointed acting su- 
perintendent last November, taking the 
place of John W. Sutphen, superintend- 
ent of the corps for eight years, who 
was given a leave of absence on account 
of ill health. On January 1, 1928, he 
was called to the floor that houses the 
corps on Washington street, Newark, 
and, in the presence of the entire crew 
of men attached to the organization, was 
made superintendent, having risen from 
the ranks of a patrolman to the highest 
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position in the organization in sixteen 
years. 
Relates Some Experiences 

Characteristic of every member of a 
fire fighting organization in refusing to 
praise themselves he reluctantly related 
some of his experiences to a representa- 
tive of The Eastern Underwriter. 

“Fighting fires at night is more dan- 
gcerous than in the day time, for the 
reason that in many instances places are 
pitch dark, to which heavy black smoke 
adds to the danger,” said Superintendent 
Keegan. “One of the toughest fires in 
Newark, was that which occurred on Oc- 
tober 21, 1921, at 231-233 West Kinney 
street, in which the members of the sal- 
vage corps played a big part. 

“At that fire five rescues were made 
by people jumping into the life saving 
net of the corps, which had been spread 
open and held by the men. Two women 
were killed at this fire. The members 
of the department were cited for their 
bravery. 

“Another serious fire was that which 
partly destroyed a three story private 
dwelling, located at 42 Hunterdon street. 
We were working on the second floor, 
the fire being behind a fire place, when 
suddenly someone opened a window and 
there was a terrific backdraft which 





threw us to the floor, and it was with 
some difficulty that we managed to find 
cur way out.” 

In relating bitter cold weather expe- 
riences Keegan recalled a fire in an 
apartment house on Fifteenth avenue, 
the latter part of 1924. 

“There were twenty-four families in 
the house at the time of the fire,” said 
Superintendent’ Keegan, “and the first 
thing we did when we reached the scene 
was to arouse the tenants, done with 
some difficulty. With the aid of the 
members of the fire department who had 
arrived within a few seconds after us we 
managed to get everybody out and taken 
to places of safety. The water froze 
as it was played upon the building and 
the firemen looked like snow men.” 

Superintendent Keegan told of the 
burning of ‘the Hensler Brewing Co. 
building which broke out in the bottling 
department last Christmas Day. The 
property is. located on the Passaic River, 
and Keegan was stationed for eight hours 
on the property, braving the bitter cold 
weather to ascertain the cause of the 
fire. 

Funny Incidents 

“Of course,” said Keegan, “we have 
the funny side at some blazes. One of 
the most humorous incidents I can re- 


member was at a small fire in a three 
story building which had been cut up in 
housekeeping apartments. It was about 
3 o'clock in the afternoon, when we 
rolled to the fire which was in the cel- 
lar. There was considerable smoke, but 
little fire. The smoke naturally drove all 
out of the house. Suddenly an excited 
woman ran up to me and said, ‘Please 
save my canary on the top floor back.’ 
I ran up the stairway and found the 
bird, which I returned to the woman, 
only to find I had rescued a dead bird.” 

Irritating incidents at fires, and usually 
small blazes, are the allegations that 
children are left behind in the burning 
home. 

“IT have been told at least fifty times 
that some child has been left in some 
room and upon investigation have found 
that the child was taken out by some 
other person than its own mother,” said 
Keegan. 

The Salvage Corps Superintendent has 
appeared in court in seven arson cases, 
all of which took place in small depart- 
ment stores. Five out of the seven de- 
fendants were found guilty and given 
severe sentences. 

Education Reducing Fire Losses 

When he was asked to explain why 
the fire losses in Newark has taken a 












ahead of him? 











STEP ON 


IT 








‘She FRANKLIN FIRE INSURANCE COMPANY 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 





CASH CAPITAL $ 1,000,000 


Old man Time sets the pace and you have to go along 
with him. Then, since Time drags you along anyway, why 
not step up a bit and keep pace with the old fellow—even get 


Time is the one thing there is nothing else but, to use 
modern vernacular. And time is your one best bet in getting 
business. For by using your time to best advantage you gain 
over the chap who wastes his. 


But this is no sermon. Merely a timely tip that Time 
has turned another lap and heads through a new year. Merely 
a suggestion, this, that The Franklin Fire has started on 
another year—its ninety-ninth—stronger than ever before. 
Tell that to your prospects and clients and then back it up 
with the long record of this Company. 
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decided drop during the past year he 
said: “In my opinion the people are be- 
coming more educated to the dangers 
of fire and the work accomplished by 
the underwriters during fire prevention 
week. 

“Another reason is that the school 
children are being taught not to play 
with fire, such as matches, etc. and as 
we have a large foreign element here, 
good work is being done by the children 
who tell their parents what they are be- 
ing taught in school about fire.” 

School children often call at the sal- 
age corps headquarters, said Keegan, 
when their teacher asks them to write 
essays on fire prevention and get points 
as to how to prevent fire. 

In speaking of accidents, Keegan 
stated that pedestrians were rarely in- 
jured by any fire apparatus, either in 
yoing to or coming from a fire, because 
the siren horn warns them of the danger 
of crossing a street. With vehicles it 
is somewhat different. They will not 
vive the corps the right of way in many 
instances, and “while we drive with cau- 
tion, particularly in the congested dis- 
tricts, drivers of automobiles and trucks 
will take a chance and try to cut across 
cur pathway, resulting at times in a col- 
lision,” he said. 

Superintendent Keegan was born and 
raised in Newark. Before joining the 
salvage corps he was a moulder for sev- 
eral years. He has been married for 
cighteen years, has two sons, and re- 
sides at 41 Darcy street, Newark. 





FIREMAN’S FUND CHANGE 





Percival Collins, Jr., Is Appointed Spe- 
cial Agent for Central and Southern 
New Jersey 
The Fireman’s Fund has appointed 
Percival Collins, Jr., as special agent for 
central and southern New Jersey for 
fire business. Special Agent Voorhies 
will continue with the company in charge 
of the northern counties of New Jersey 
and Special Agent Kerr will continue in 
charge of the automobile business. In 
the Philadelphia and suburban district 
Special Agent Fischler will remain. The 
appointment of Mr. Collins enables the 
other specials to devote their entire time 

to their rapidly growing territories. 

Mr. Collins’ previous experience in the 
schedule rating office, as an engineer 
with the Railroad Syndicate and as spe- 
cial agent for the. Continental in the 
same territory, has qualified him for the 
position he now takes over. For the 
present he will make his headquarters in 
the Union Building in Newark. 





COL. JOHN W. GORDON DIES 


Col. John Wotton Gordon, Confeder- 
ate war veteran and member of the fire 
insurance agency of Gordon & Brown 
of Richmond, Va., died at his home there 
last week at the age of 81 years. He 
was born in 1847 and went to war at 
the age of sixteen. He was wounded in 
the fight at Brandy Station. In 1871 
he entered insurance in Wilmington, N. 
C., moving to Richmond eight years later. 
Last year Colonel and Mrs. Gordon cele- 
brated their golden wedding anniversary. 
Besides his widow he is survived by three 
daughters. His agency has been general 
agent for the London Assurance, Eagle 
Star & British Dominions and the Man- 
hattan Fire & Marine. Following Mr. 
(.ordon’s death United States Manager 
l’ackard, of the London, appointed Rob- 
I. Brown, junior member of the agency, 
«s general agent. 





HEADS HARTFORD TAX LIST 


The tax assessment list of all property 
in Hartford, the “insurance city,” as an- 
nounced by the board of assessors as the 
basis for taxation in 1927, reveals that of 
ell the manufacturing, mercantile and in- 
surance companies in the city that the 
‘Yravelers again heads the list with tax- 
able property amounting to $11,997,150. 





Bringing ashore the First Atlantic Cable 
at Newfoundland, August 5th, 1858 


PRECIOUS CABLE spliced in mid-ocean, shouts 
of good-bye and the ships sailed off in opposite 
directions. The “Agememnon” to Valentia Harbor, 
Ireland; the “Niagara” to Trinity Bay, Newfound- 
land—paying out cable. Each ship reached its goal 
on August 5, 1858, just one year from the day of 
the first attempt. Four previous attempts had re- 
sulted in snapped cables and long delays, but real 
determination was manifest in these pioneers’ re- 
peated efforts. 

It was this same grim tenacity in the face of 
many conflagrations and disasters that established the 
Home of New York. 

Five years before the arm of that cable joined 
two vast continents, the Home began its career. 
Three-quarters of a Century has seen it expand 
into an Organization firmly intrenched as an able ally 
of modern commerce, industry, and finance. 


INSURANCE 
COMPANY 


THE HOME NEW. YORK 


2653 19268 


THE HALLMARK, OF INSURANCE 


Seventy nniversary Year 








Jersey City Losses 
Take Big Jump In 1927 


PIER FIRE CAUSES INCREASE 





Claims Of Over One Million Dollars 
More Than In 1926; Advocate 
Fire Boat 





According to a report of the fire de- 
partment of Jersey City, fire losses for 
the year 1927 took a big jump over the 
vear 1926, there being an increase of 
$1,084,270. The great increase in losses 
for the year just passed was caused by 
the pier fire of the Pennsylvania rail- 
road last March, which the fire depart- 
ment fought for more than forty-eight 
hours. 

Pier fires and freight car fires have 
been a menace to Jersey City for many 
vears and in many cases when a fire 
does break out in a pier, the passage way 
to the fire is usually blocked with a long 
string of freight cars, thus holding up 
the fire department from eight to thir- 
ty minutes which allows a fire to gain 
great headway. 

For many years the fire department 
has been advocating the establishing of 
a fire boat which could be stationed in 
the center of the water front of the city. 
This fire fighting apparatus would then 
enable the fire department to reach all 
pier fires quickly and prevent heavy 
losses that have resulted from the block- 
ing of railroad tracks with freight cars. 

Aside from the large pier fire which 
occurred last March, losses were slightly 
higher for the year 1927 over that of 
1926, but the increase has been so slight 
that it has shown the fire department 
officials that the public is becoming 
more educated to the great danger of 
fire. 

The losses for the year 1927 and 1926 
are shown in the following figures: 


1927 

TANUGNE © csc dewacevdvdens ds $12,900 
DGURUAEY ies2s ceixes sanates 10,400 
Lo eae or rere 1,048,950 
PI Sis 5a caadectvalads wade 34,400 
DROW as sda ev aatiotencveeay's 14,550 
RO eo ku dN Neadne vakws aes 131,200 
SUN a xcteuusete eenaeanee 9,200 
PIU oa cee haem aeeeweees 12,300 
EUGMNNION? 6 dacs ae en ba sinecns 2,000 
CHORE Gob 525s ies wecueue 4,500 
INGUGINIOS aho5okcade chew aas 37,300 
PIQCOTMNOE cho Se descecccds 6,800 

fy | ee or mer err $1,325,100 

1926 

VANUGRW eo caWes derenecreees $11,700 
OHMUIANON b6:4 ote cede eceanas 29,000 
WEMEGIN Seco coc soc wane ene us 20,200 
Vs) 1) Ee ew rrr ees ree 11,700 
WRN 8 Deo oe reas Ore es 29,000 
NEE an eei cdccuveuasceei ces 15,830 
Ne cede cdasece ever sccens 3,650 
to” Oe eer 28,800 
STINE oa ccc ccaucee anaes 7,100 
CVE os coc ceoeneetesecd 9.850 
IROUGHINIOE 6 caks ccadcaseasea 18,100 
DGGCHMUES 9 i cae a eeean caus 56,300 

OEMS et cam aaredaway xe $241,830 


There was 808 building fires of which 
784 were confined to the original place 
of fire and 629 fires which were in trol- 
ley cars, automobiles, grass and _ signs. 
The principal causes for fires during 
the past year were from the playing with 
matches, heads of matches flying off, 
smoking in bed and carelessly thrown 
cigar and cigarette butts and short cir- 
cuits. * 


E. U. A. TO MEET JAN. 19 

The Eastern Underwriters’ Associa- 
tion will hold a meeting of the full mem- 
bership upon next Thursday, January 19. 
This meeting will be preceded by one of 
the executive committee. At a session 
of the executive committee last weeh 
several matters of importance were dis- 
cussed but no action taken. 
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Missouri Expects 
Rate Refunds Soon 


RATE CUTS WILL BE DELAYED 





Companies Still Entertain Slight Hope 
That Further Appeal May Be Made; 


Kansas City Interview 





It is the opinion in Missouri that the 
fire insurance companies will have no 
further appeal from Insurance Superin- 
tendent Hyde's 10% rate reduction order 
of 1922 and that the rate reductions will 
become effective within a comparatively 
short while. Some time will, however, 
elapse before the refunds, amounting to 
around $10,000,000 will be made to Mis- 
souri policyholders. There even may be 
some litigation upon the refunds. In an 
interview with the “Kansas City Star,” 
F. E. Jacobs, one of the attorneys for 
the Missouri Insurance Department in 
the rate reduction litigation, gave some 
light upon future developments. Follow- 
ing are extracts from the interview: 

“Mr. Jacobs said today the only legal 
loophole now left for the companies was 
a motion for a_ rehearing before the 
United States Supreme Court, a step he 
believes even the insurance companies 
recognize as scarcely worth attempting 
and one that would not cause much de- 
lay. 

Some Time Before Refund 

“Some time, of course, will elapse be- 
fore the rate cuts can be made effective, 
and probably even a longer time before 
excess premiums are returned to policy- 
holders, but Mr. Jacobs points out even 
those delays cannot be long drawn out. 

“After the mandate from the highest 
court is returned to the State Supreme 
Court, the State court’s finding becomes 
effective. It was from that finding the 
insurance companies appealed on a writ 
of certiorari, but lost, because the high- 
er court would not take jurisdiction, hold- 
ing there was no Federal question in- 
volved. The State court’s ruling had up- 
held fully Superintendent Hyde’s reduc- 
tion order. 

“Receipt of the mandate probably will 
be within two weeks, unless slightly de- 
layed by a motion for a rehearing in the 
United States Supreme Court. 

“From that date the companies are 
allowed thirty days for the filing of new 
rate schedules with the Insurance Super- 
intendent. Failing to make those filings, 
the Insurance Department is authorized 
to make its own revision of insurance 
rates on fire, lightning, hail and wind- 
storm policies. 

“As to the refunds to policyholders, 
Mr. Jacobs says that will have to be 
settled by more litigation unless the com- 
panies should take the unexpected course 
of voluntarily paying back the excess 
they collected. 

“A stipulation made between the com- 
panies and the Insurance Department in 
1922, when the litigation began, provided 
the old schedules continue as the basis 
of collection, but the companies contract- 
ed to make refunds if that should be the 
final verdict. 

“As a further safeguard, the Cole 
County Circuit Court, where litigation 
was instituted, required a surety bond of 
$1,000,000. Since that time the excess 
premiums collected have mounted to ap- 
proximately $12,000,000, but the stipula- 
tion contract is expected to protect every 
policyholder amply. 

“Mr. Jacobs said it probably would be 
necessary for a group of policyholders 
to get together and assign their refunds 
to one person, then file a suit in the Cir- 
cnit Court to establish a precedent and 
fix the basis and method of refund.” 
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Insurance Lawyers — 
Study Missouri Case 

CONFERENCE HELD IN CHICAGO 

Opinion Held in New York That Test 


Case on One Company’s Experience 
Would Prove Valuable 





Representatives of the fire insurance 

companies met in Chicago on Wednesday 
to decide what action is possible to gain 
relief following the adverse decision in 
the United States Supreme Court on the 
Missouri rate case. At the time this edi- 
tion went to press nothing had been 
heard from Chicago on the outcome of 
the conference. 
_ In New York there is a feeling among 
insurance lawyers that there still are 
splendid hopes for the fire companies. 
The case was thrown out of the court 
in Washington for the reason that the 
ccmpanies approached the problem in 
the wrong way, entering their appeal in 
a body instead of making a test case on 
the probable experience under the rate 
reduction order of a single company. 

Assuming that the rate reduction order 
was appealed by one company in Mis- 
souri and it was shown to the satisfac- 
tion of the court that the effect of the 
order would be confiscatory the state 
would have to defend the suits of all the 
other companies. This would be prac- 
tically impossible. Some compromise 
would have to be effected by the state 
insurance department which would bene- 
fit the companies. It is usually the case 
that a test suit establishes a valuable 
precedent if won, and with such a case 
decided in favor of one fire company the 
others would be in a fine position. 

Again, assuming that the Missouri rate 
reduction order should be found to be 
unjust in the case of some companies 
and not with others the situation would 
be created whereby the former compa- 
nies would be allowed a rate increase to 
enable them to secure profits. Competi- 
tive rates would thereby be established 
among the stock fire companies and as 
this is considered injurious to the wel- 
fare of the public the insurance depart- 
ment would have the problem of stand- 
ardizing rates, which apparently could 
only be done by allowing the companies 
that had not won their court suits to 
charge the same as others that had. 
From several angles it appears as though, 
were the fire companies to win an indi- 
vidual test case, such a complicated situ- 
ation would be created for the state in- 
surance departments that the effects of 
the rate reduction order would be entire- 
ly counteracted. 





ENTERS MASSACHUSETTS 


The American Automobile Fire In- 
surance Co. of St. Louis has been li- 
censed to write fire insurance in Massa- 
chusetts and has appointed Robert J. 
Pierson as agent. 





CAPITAL INCREASE MADE 
The Home Fire of Little Rock, Ark., 
has increased its capital from $500,000 
to $750,000 by the declaration of a stock 
dividend. 





T. T. GRIMSON ADVANCED 
T. T. Grimson, special agent of the 
United States Fire, has relinquished that 
position to take up executive duties at 
the home office of the company in New 
York. 
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Hartford Fire Starts 


“Six Second” Adv’ts. 


CARTOONS WILL REPLACE COPY 





Pictures Will Tell Message in Clear 
Form, While Copy Will Be Cut 
Down to the Minimum 





In its 1928 campaign, the Hartford 
Fire is using a new style presentation 
in the insurance trade papers. A series 
of striking cartoons will be used, with 
extremely brief copy, featuring the Hart- 
ford agent’s advantage as the represent- 
ative of a company which is constantly 
building up consumer recognition through 
its strong national advertising of the fa- 
miliar Hartford “Hellion.” 

In these trade press advertisements 
the cartoons will tell the whole essence 
of the story at a glance. The copy sim- 
ply interprets the picture with terseness. 
The motif of the series is simple and 
strong. There is no attempt to demon- 
strate the company’s fine relationship 
with agents. No offers to furnish sales 
helps, service or co-operation, although 
the Hartford does furnish its agents a 
complete and individual service. 

The power of restraint, of simple facts 
briefly stated, is employed in the copy. 
The advertisement published in this issue 
is typical. The smoothly speeding au- 
tomobile bowling along over a_ broad 
highway, leveled and paved by Hartford 
national advertising, needs no other 
comment than the single line of copy: 
“How much easier the going is when 
advertising paves the way!” A single 
thought is hammered home with one 
compélling thrust in each advertisement. 
Of course, such brevity and simplicity in 
copy calls for good are treatment as a 
support. 

“It is a rather self-evident fact that 
trade paper advertising has not received 
its rightful measure of professional at- 
tention, either in conception or produc- 
tion; and this new campaign of the 
Hartford, posterish, degage and full of 
vigor, will unquestionably be in a class 
of its own from the standpoint of pro- 
fessional style and finish,” says the com- 
pany. 

“There is an atmosphere of self-as- 
sured strength in the series that does 
more by inference than could possibly 
be accomplished by a great deal more 
space devoted to recitation of services 
offered.” 





FIELDMEN TO MEET 





Representatives American of Newark to 
Convene Latter Part of March 
at the Home Office 


Subjects of unusual interest will be 
discussed at the annual convention of 
the fieldmen of the American of Newark, 
which will be held at the home office of 
the company the latter part of March. 

Representatives from all parts of the 
country reporting to the home office will 
be in attendance and papers will by read 
by many of the fieldmen on problems 
that have come to their attention during 
the: past year, 

Business sessions will be held in the 
mornings and afternoons, thus leaving 
the evenings to the delegates and per- 
mitting them to take in the sights of the 
surrounding territory. 

Among the officials of the company 
who will address the delegates are C. 
Weston Bailey, president of the com- 
pany; Paul Sommers and Laurence E. 
Falls. The convention will last three 
days and will wind up with a banquet 
at which a number of interesting novel- 
ties will be introduced. 


WILLIAM C. POE, JR., DIES 

William C. Poe, Jr., special agent of 
the Royal for Maryland, District of Co- 
lumbia and West Virginia, died suddenly 
at his home in Baltimore last Thursday. 
He entered the service of the Royal in 
1892 and four years later was appointed 
special agent, a position he has held 
since, 





COUNTY WOULD BE MUTUAL 





Jefferson County Would Self-Insure 
Compensation, Fire, Automobile 
and Boiler Lines 


Jefferson County, N. Y., would like to 
do its own fire, automobile and boiler 
insurance in addition to workmen’s com- 
pensation, according to the United Press. 
The dispatch states that on the basis of 
success in doing its own workmen's com- 
pensation insurance, the board of super- 
visors has asked Senator Perley A. 
Pitcher and Assemblyman Jasper W. 
Cornaire to bring about legislation to 
permit the county to do its own insur- 
ance. 

The cost to the county during the past 
year, ending November 30, was $11,428.66. 
Had the insurance been carried in stock 
companies the cost would have been 
$23,155.21. 





NO-LOSS RECORD ENDS 

A record of no fire loss for more than 
a year was broken when a fire that did 
damage estimated at $50 occurred in 
Dunellen, N. J. The shingle roof of a 
residence was burned there. It was the 
first loss to an insurance company or 
individual since September 16, 1926, 
making a no-loss period of one year 
three and one-half months. The town 
has a volunteer fire department that has 
been forced to concern itself with grass 
fires only. 





FORM ROCHESTER AMERICAN 

The last of the well-known underwrit- 
ers’ agencies is passing out of the pic- 
ture into the Rochester American In- 
surance Co. of the Great American 
group. This represents the incorpora- 
tion of the Rochester Department. This 
company will start with $1,000,000 capital, 
a net surplus of $1,000,000 and a con- 
tributed reserve of $500,000. It will con- 
tinue under the same management as 
the Great American. 





HIGH FIRE LOSS IN AUTOS 

More than 75% of Gloucester, N. J 
total fire loss in the past year was suf 
fered by automobiles, the annual report 
of Fire Chief Corcoran revealed which 
was issued last week. Of the total prop- 
erty damage of $21,375 during the year, 
$15,000 was represented in automobiles. 
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E. ORANGE FIRE LOSSES HIGH 

The annual report of the East Orange, 
N. J., Fire Commission issued last week 
shows that the total fire losses for 1927 
amounted to $125,000. This is $70,000 
more than for the year 1926. 


C. H. FUSS BINDING AGENT 
C. H. Fuss has been appointed branch 
agent in New York of the Homeland, 
of the North British & Mercantile group. 
He will report through the main. binding 
office. 
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Sins And Oil Burners 
Show Big Expansion 


LABORATORIES MAKES REPORT 
Gasoline Pressure Stoves, Acetylene 
Equipment And New Storage 
Tanks Appear On Market 





The volume of work handled by the 
gases and oils department of the Under- 
writers’ Laboratories in 1927 showed a 
substantial increase over the record 
breaking accomplishment of 1926, and 
this increased amount of work was han- 
dled without a corresponding increase in 
personnel. Credit for this new record is 
due to increased efficiency, improved fa- 
cilities, and a more than usual co-opera- 
tive attitude on the part of clients, both 
individually and collectively, as repre- 
sented by industrial associations. 

As in recent years, the most active 
phase of the department’s work has 
been in the oil burner division, which is 
in direct charge of B. K. Breed, who 
was appointed division engineer in May 
of 1927. The growth of the oil burner 
work was expressed last year by a tabu- 
lation of the number of manufacturers on 
the lists at the end of each year, show- 
ing an increase from one in 1918 to 
sixty-three in 1926. The following table, 
covering the past five years, indicates 
no material slackening in the work of 
this division. 


Number of Manufacturers 


Year on List 
W923) 3scc 9 
i ee 14 
Serre 30 
ER Ere 63 
O27 noi ncisesc ne cadOver 100 
Oil Burner Accessories 
Little attention has been paid, previ- 


ous to this time, to the work of listing 
oil burner accessories. Included in the 
accessories listed this year, are several 
anti-flooding devices of both the com- 
bustion control and drip bucket type, in 
which the construction is indicative of 
rapid strides in the development of the 
oil burner industry. Work has also been 
undertaken on oil burner strainers, mag- 
netic valve lines, and flexible hose con- 
nections, all of which have materially as- 
sisted in listing domestic oil burners by 
obviating the necessity of making check 
tests on this type of equipment and by 
determining beforehand the limitations 
of the accessories. 

Previous to 1927, specifications for the 
construction and operation of oil burn- 
ing equipment were in the form of ten- 
tative specifications. During 1926, much 
time was expended in group conferences 
with manufacturers regarding the gen- 
eral specifications, with the result that 
in May, 1927, a standard was established 
for the construction and operation of 
domestic oil burning equipment. This 
standard has been favorably accepted by 
the industry and by the fire council, 
and has successfully withstood, thus far, 
the test of use without the necessity of 
recommending revisions to the standard 
at any point. 

The annual review of the Laboratories 
Says in part: 

“During 1927, an oil storage system, 
consisting of eight 550-gal. storage tanks, 
was placed in service. This system in- 
cludes pressure pumping equipment for 
delivering any grade of oil to any oil 
burner at any one of the three oil burner 
testing laboratories. This system has 
replaced the expensive and hazardous 
practice of conveying heavy drums of oil 
about the building, and has effected a 
considerable saving to the client in the 
cost of oil fuel and oil fuel chemical 
analyses. 

Oil Burner Accessories Laboratory 

“Oil burner accessories in previous 
vears were tested wherever the space 
and equipment were most available: In 
1927 a complete oil burner accessory lab- 
oratory was fitted up directly adjacent 
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to the oil burner laboratory. This ac- 
cessory laboratory has been provided 
with a large bench admirably adapted to 
working conditions and provided with a 
good lighting system. This bench pro- 
vides city gas and compressed air lines, 
as well as plugs for various kinds of 
electricity available in the building. All 
accessory work is carried on in this 
laboratory with the result that the en- 
gineers conducting the oil burner acces- 
sory work are able to conduct a num- 
ber of investigations at one time, and 
are not hampered by the necessity of 
working in various parts of the building 
not adapted to such test work 
Acetylene 

“The prediction made in our report 
for 1926 to the effect that increased ac- 
tivity might be anticipated in this di- 
vision has been verified during the past 
year. Many devices have been exam- 
ined and tested, and during the year a 
series of special tests have been started 
in order to determine the general effect 
of an increase over above that which 
has heretofore been considered standard 
for stationary acetylene generators for 
oxy-acetylene welding and cutting proc- 
esses. 

“Test equipment has been idieane 
and a recording thermometer secured to 





indicate temperatures at the point of 
generation of the gas. A generator shell 
equipped with glass windows permitting 
the observation of the action of vari- 
ous types of feed mechanism during 
operation also constitutes a part of the 
new equipment. Motion pictures of this 
action have been secured, and others 
may be taken of unusual or peculiar re- 
sults obtained from time to time. 
Gasoline and Kerosene Stoves 

“In view of the increase in the pro- 
duction of gasoline pressure stoves, it 
was found desirable to establish formal 
standards for their construction and per- 
formance. These have been prepared in 
tentative form and a classification of the 
common types with respect to their fire 
hazard has been ‘effected. Equipment ac- 
corded recognition in Class A and the 
portable radiant heaters comprising Class 
C are required to be equipped with so- 
called anti-flooding devices designed to 
shut off the fuel supply in the event of 
improper generation or extinguishment 
of the master burner flame. 

“Tentative standards for compressed 
gas systems, other than acetylene, for 
lighting and heating, were developed, and 
the common types classified as to the 
fire hazard introduced by their use. Sev- 
eral investigations of such systems have 
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been completed and others are under 
way 

“Many other types of devices, inclu- 
ing paint spraying equipment, oil heatcd 
incubators, on which standards were pre- 
pared and adopted, gas wall heaters, 
and other gas consuming appliances, ha:- 
ardous liquid unions, gasoline engin-- 
operated washing machines for domestic 
use, electric lighting plants, waste cans, 
safety cans, and several devices de- 
signed to reclaim used automobile crank 
case oil, have also received attention 
during the year. 

Tanks 

“During the year, 26 manufacturers of 
underground storage tanks, and 7 manu- 
facturers of aboveground storage tanks 
were added to Laboratories’ lists, and a 
considerable amount of work done in 
connection with special tests, and re- 
vision of standards. In. co-operation 
with interested manufacturers, special 
tests were conducted in order to obtain 
data on various types of joints, and in 
the case of the new types of tanks for 
installation in basements for fuel stor- 
age for oil burners, fire tests were con- 
ducted to determine the strength of the 
tank structure and the effectiveness of 
the vents used. Many tank factories 
were visited in order to check up on 
manufacturing processes, and_ during 
these visits, numerous special tests were 
witnessed. These tests were for the pur- 
pose of developing the effects of rough 
handling, and the resistance of the tank 
structures to special installation condi- 
tions such as are sometimes encountered 
when tanks are installed in loose soils 
subject to high water. 

Fire Extinguishers 

“The work in this division has been 
unusually interesting. Many _ special 
types of extinguishers have been investi- 
gated, and particularly in the case of 
devices utilizing carbon dioxide stored 
in steel cylinders much progress has 
been made in the development of spe- 
cial means for controlling fires where 
the question of damage to electrical 
equipment is of importance. One port- 
able carbon dioxide extinguisher has 
been listed for use in switchboard rooms 
of telephone exchanges and similar prem- 
ises, and work is now under way on va- 
rious other applications of carbon diox- 
ide for fire control. Early in the year 
listing was given to an automatic ex- 
tinguisher using steam for the control of 
fire in dry cleaning machinery. Much 
work has been done in connection with 
standard types of extinguishers, includ- 
ing soda-acid, foam, and carbon tetra- 
chloride types.” 


FIRST DEPUTY FOR TAGGART 





Chas. H. Graff Deputy Commissioner For 
Pennsylvania At $7,500 A Year; 
Resigns As Bank Executive 

Governor Fisher last Friday appointed 
Charles H. Graff of Kittanning, Pa., as 
first deputy insurance commissioner for 
Pennsylvania. The new assistant to 
Commissioner Taggart will assume his 
duties February 1 and will receive a sal- 
ary of $7,500 a year. At present Mr. 
Graff is vice-president and treasurer of 
the Atlantic Safe Deposit & Trust Co. 
of Atlantic City, N. J., a position he wii!l 
leave to become deputy commissioner in 
Pennsylvania. The first deputyship will 
be filled by Mr. Graff for the first time 
since 1923 when Samuel W. McCulloch 
was promoted from deputy to commis- 
sioner without an assistant. 

Before becoming an official in the At- 
lantic City bank the new deputy was 
connected with the Pennsylvania Bank- 
ing Department. He first entered that 
department as an examiner in 1917 and 
was for a time in charge of the depart- 
ment’s examining work in Philadelphii. 
In 1922 Mr. Graff became second deputy 
in the banking department, and in 1924 
was made first deputy, a post he held 
until September, 1925, when he resigne' 
to become affiliated with the Atlantic 
City bank. 
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Firemen’s Resignation 
Complicates West Va. 


BASSETT FIGHTS SEPARATION 





By His Action He Boosts Cause of Local 
Agents’ Ass’n. With Which He Has 
Been At Odds For Years 





Neal Bassett, president of the Fire- 
men’s of Newark group of companies, 
and the target for attack for years by 
the National Association of Insurance 
Agents, has strengthened materially the 
agents’ cause in West Virginia by re- 
signing from the West Virginia Uni- 
formity Association. The resignation 
was expected in view of the fact that 
Mr. Bassett has long fought separation 
in the West and has declared that he is 
unalterably opposed to compulsory sepa- 
ration of mixed agencies. 

The defection of the powerful Fire- 
men’s group from the ranks of the Uni- 
formity Association seriously compli- 
cates the West Virginia separation pro- 
gram. With these companies added to 
those already outside it is believed that 
many association companies will hesitate 
before going ahead vigorously with the 
commission reduction plan. 

In notifying the association of his res- 
ignation Mr. Bassett said: 

“When the Firemen’s and its affiliated 
companies took membership in the West 
Virginia Uniformity Association it was 
upon the clearly expressed basis that 
we would not join the association if so- 
called ‘separation’ was to be a part of 
its program. I do not think that there 
can be any question regarding this, both 
because of what I clearly remember and 
because of the well known attitude of 
the Firemen’s and its affiliated compa- 
nies upon this question. 

“The association recently adopted a 
very clear cut separation program. It 
would be unbecoming of me to make 
any expression regarding the wisdom of 
this course, except as it relates to our- 
selves. So far as we are concerned we 
cannot consistently remain in the organi- 
zation and I hereby tender our resigna- 
tion to take effect immediately. 

“I have not before me the constitu- 
tion or by-laws and do not recall the 
provision regarding retirement, but in 
yiew of our well known attitude on ‘sepa- 
ration’ and our clearly expressed posi- 
tion upon which was predicated our 
membership in this association I feel 
certain that it will be consistent to ac- 
cept our resignation at once and will be 
to the best interest both of the asso- 
ciation and of our organization. 

“IT very much regret that we are 
obliged to take this course because we 
are very strong believers in ‘organiza- 
tion’ and equally strong in our belief 
as to the limits to which ‘organization’ 
can properly extend.” 





AGENTS ACT ON WEST VA. 
National Ass’n. Executive Committee De- 
plores Controversy And Asks Com- 
panies To Remove Cause 
The executive committee of the Na- 
tional Association of Insurance Agents 
at its meeting in New York this week 
listened to a review of the West Virginia 
situation by Chairman R. P. DeVan of 
Charleston, W. Va., and then issued a 

statement part of which follows: 

“The executive committee deplores the 
misunderstanding that has arisen in West 
Virginia between companies and agents, 
resulting in the attorney general’s en- 
joining the insurance companies, mem- 
bers of the West Virginia Uniformity 
Association, from entering into or car- 
rying out a separation and commission 
contract which they attempted to make 
effective on January 1, 1928. Insurance 
finds itself charged by the state with 
opprobrious and illegal practices. We 
believe that our business functions best 
and the public is best served when both 
companies and agents reconcile differ- 


ences and co-operate with one another. 
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We believe that contracts between two 
or more parties should follow a meeting 
of minds. 

“We can have no sympathy with any 
attempt by one party arbitrarily to. en- 
force its will on another. A meeting of 
minds can be obtained in the insurance 
(or any other) business only by and 
through the application of the policy of 
conference and co-operation, to which 
the National Association has long been 
committed. We believe also that the 
present unhappy and unfortunate con- 
dition now existing in West Virginia 
could have been entirely avoided. 

“We express the hope that the mem- 
bers of the West Virginia Uniformity 
Association will immediately take such 
steps as will restore public confidence in 
the institution of insurance and remove 
the cause of the regrettable disturbance 
in that state.” 





JAY ZORN SECRETARY 
Home Promotes Head of Supply and 
Purchase Department; Served in 
Regular Army for Four Years 
Jay Zorn, assistant secretary of the 
Home, was this week promoted to the 
position of secretary by the board of di- 
rectors. He had been in the service of 
the company for several years prior to 
1916 when he went to the Mexican bor- 
der as part of the regular army and re- 
mained almost continuously in service 
until late in 1920 when he was mustered 

out of World War work. 

Upon returning to the Home Mr. 
Zorn was placed in charge of the supply 
and purchasing departments. Last year 
he was made an assistant secretary and 
his duties broadened. As secretary Mr. 
Zorn will still have charge of the supply 
and purchasing departments. 


+ 


















contingencies. 


For instance, 


representation. 


Folks believe in 
Insurance, but— 


most folks do not know whether their in- 
surance protects them against all possible 


comparatively few know 
that they can secure insurance to cover 
themselves against loss of rentals, or of 
profits, while their buildings, factories or 
homes may be rendered temporarily unfit 
for use due to fire or other disaster. 


It is your business as an insurance repre- 
sentative to talk insurance in all its phases. 
It is to your advantage to give your clients 
the greatest possible protection by placing 
their policies with a reliable company, such 
as The Homestead Fire Insurance Company. 


In localities where this Company is not repre- 
sented, reputable agents are invited to apply for 
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NEW YORK 


GEORGE P. PECK RETIRES 





Special Agent Of Pennsylvania, In Field 
For Forty-three Years; One Of Best 
Beloved Men In New York State 

George P. Peck, special agent of the 
Pennsylvania Fire in New York Stat- 
and one of the best beloved field men in 
this part of the country, is retiring on 
March 1. He has been in field work for 
forty-three years, and for forty years 
has been affiliated with the Underwriter:’ 
Association of New York State. He is 
also one of the charter members of the 
famous “Old Association” and has con- 
tributed a great deal to the advancement 
of field work in New York State. 

Mr. Peck joined the Pennsylvania 
many years ago and was with the com- 
pany in 1917 when the North British & 
Mercantile secured control. He is one 
of the few real old time New York field 
men, and his retirement while well mer- 
ited, will be regretted by hundreds who 
know Mr. Peck in the field and are ac- 
customed to seeing him often. 





UNDERWRITERS’ ASS’N. MEETS 


The Underwriters’ Association of New 
York, meeting at Syracuse on Tuesday, 
elected the following officers: president, 
John A. Jordan, Continental; first vice- 
president, George Brinley, Hartford 
Fire; second vice-president, <A. J. 
Hughes, Phoenix of London; chairman 
of the executive committee, W. H. Tay- 
lor, American Central. Members elected 
to the executive committee for three 
years are C, A. Tillotson, W. H. Bryant 
and T. M. Hinkley. 


QUEENS AGENTS TO MEET 


The Queens County Association of Lo- 
cal Agents, a newly formed organization, 
will hold its next meeting on January 26 
at Jamaica, N. Y. The meeting will be 
held at the Franklin Hotel in the eve- 
ning and will be addressed by C. H. 
Doscher, field secretary of the National 
Association of Insurance Agents. George 
W. Flynn is president and George T. 
Watts, vice-president of the Queens 
County Association. 


AGENTS SECURE INJUNCTION 


Local agents in West Virginia who are 
opposed to the separation and commis- 
sion reduction plan of the West Virginia 
Uniformity Association, have secured a 
temporary injunction from a _ Circuit 
Court restraining the companies from 
enforcing the new agency agreement. 
The injunction is returnable January 20. 


EDWARD H. PECK DIES 


Edward Halsey Peck, a member of an 
old Newark family, died on Tuesday 
afternoon at his home in Pompton 
Plains, N. J., after an illness of about 
a week. Mr. Peck was associated with 
the Continental for a number of years, 
retiring about ‘ten years ago. 














URGES FIRE RATE QUIZZ 


Governor Fuller of Massachusetts, in 
his annual message to the state legis- 
lature, last week commented upon com- 
plaints about increase in fire insurance 
rates and requested the legislature, to- 
gether with the insurance commissioner, 
to investigate the need for the increases. 


E. S. INGLIS VICE-PRESIDENT 


Edward S. Inglis was this week elected 
vice-president of the American Equitable, 
Knickerbocker Fire, and the New York 
Fire, three companies of the Corroon & 
Reynolds group. 








HUGEL AGENT FOR M. & M. 


George Hugel has been appointed New 
York City agent for the Merchants & 
Manufacturers. He has been in busi- 
ness for over twenty years. 





TREGASKIS PRESIDENT 
Oswald Tregaskis, vice-president «f 
the Patriotic Insurance Co., has been 
elected president succeeding Preston ‘T 
Kelsey who recently retired. 
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Ohio Court Discusses 
Resident Agent’s Law 


MARSH & McLENNAN OPINION 





Resident Branch of Foreign Corporation 
Not Entitled to License if Control 
Is Outside State 





The opinion of the Ohio Supreme 
Court dealing with the decision to re- 
fuse agents’ licenses to Johnson & Hig- 
gins and Marsh & McLennan because 
of the resident agent’s law contains some 
interesting material dealing with the le- 
gal status of branch offices incorporated 
in a state where a license is sought but 
owned by the parent organization in an- 
other state. The Ohio court holds to 
the following procedure: 

“Where a statute forbids the issuing 
of an insurance agent’s license, unless 
the applicant be a resident of the state, 
and the superintendent of insurance, pur- 
suant to administrative precedent and in 
the exercise of a sound discretion, has 
denied a license to a domestic insurance 
corporation, the majority of whose cap- 
ital stock is owned by the holder of a 
foreign insurance brokers license, upon 
the ground that the fiction of the domes- 
tic corporate entity is sought to be used 
as a means of circumventing the statute 
by such holder of a foreign insurance 
broker’s license, a writ of mandamus 
seeking to compel the superintendent of 
insurance to issue such license will be 
denied.” 

The Marsh & McLennan Ohio subsidi- 
ary was organized in 1916, and in August 
of last year applied for a license to act 
as agent for the Union of Canton. In- 
surance Superintendent W. C. Safford 
refused the company a license upon the 
ground that the majority of capital is 
owned by Marsh & McLennan, a for- 
eign corporation. 

The petition avers that the refusal of 
the respondent to issue the license 
prayed for is based on the single fact 
that a majority of the stock of the rela- 
tor company,” says the opinion, “an Ohio 
corporation is owned and controlled by 
a foreign corporation engaged in insur- 
ance business. This then presents two 
questions: (1) Whether under Section 644 
the superintendent of insurance may 
deny to relator corporation a license on 
the ground that the majority of its stock 
is owned by a foreign corporation; and 
(2) if Section 644 permits the superin- 
tendent of insurance to deny to relator 
corporation such license on the ground 
aforesaid, whether such section is in 
violation of the Constitution of the 
United States and the Constitution of 
Ohio. 

Ohio Law Constitutional 


hat the Ohio resident agent’s law 
is not unconstitutional is sustained by 
LaTourette v. McMaster, and Palmetto 
Fire v. Conn, Superintendent. In fact, 
we are informed by the brief of counsel 
for relator that the constitutionality of 
Section 644, General Code, is not ques- 
tioned but that the construction thereof 
by the superintendent of insurance, re- 
spondent herein, is challenged. , 

“The record further discloses that said 
Marsh & McLennan, Inc., engaged in the 
business of brokerage insurance, has a 
license from the insurance department of 
Ohio as a foreign insurance broker for 
Ohio for the current year, but that such 
a license as a foreign insurance broker 
would be ,surrendered upon awarding a 
license to the relator as a local agent 
and thereupon said Marsh & McLennan, 
Inc., will return said foreign broker’s li- 
cense and not in any wise engage as for- 
eign broker for Ohio business. 

“It is therefore plain that the purpose 
of the securing of a license by the rela- 
tor company is to enable Marsh & Mc- 
Lennan, Inc., owners of a foreign insur- 
ance broker’s license and owners of a 
majority of the stock of relator, to cir- 
cumvent the statute of Ohio which pre- 


op 


vents such license being secured by other 
than a resident of the State of Ohio. 
“To state the proposition somewhat 
differently, may a domestic corporation, 
organized for the purpose of soliciting 
insurance other than life, incorporated 
under the laws of this state, be denied 
a license to do business in this state 
merely because the bulk of its stock is 
owned by a foreign corporation engaged 
in the insurance brokerage business, 
which latter corporation is not enabled 
to secure a license to act in this state 
by reason of Section 644, General Code? 
While it is true that one corporation may 


corporation, yet courts of equity do not 
permit corporate forms to be used for 
injury or wrong doing. ‘The doctrine of 
corporate entity is not so sacred that 
a court of equity looking through forms 
to the substance of things, may not in 
a proper case ignore it to preserve the 
rights of innocent parties or to circum- 
vent fraud.’ : 

“The principle of denying the right to 
do by indirection what cannot be done 
by direct method is thus clearly recog- 
nized. If a non-resident insurance com- 
pany cannot write insurance in Ohio 
without a resident license, how can this 


own and control the stock of anotherdesired result be acquired by coming 





How much easier the going is 


when advertising paves the way! 
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into the state in the guise of an owner 
of a controlling interest in a domestic 
corporation, thus seeking to circumvent 
the statute relative to resident licenses ? 

“The fact that the relator was incor- 
porated in Ohio prior to the passage of 
the resident agent’s law, Section 64, 
General Code, is immaterial in view of 
the fact that the license is an annual 
privilege granted by the state, depend- 
ent upon the condition of the applicant 
at each annual period. The rights, there- 


fore, of relator under Section 644, Gen- 
eral Code, relate to these annual periods 
and do not depend upon the date of re- 
lator’s original incorporation.” 












H. H. Putnam nities 
C. F. Hildreth’s Life 


AGENT OF MUCH PROMINENCE 





Leader in the Movement Years Ago to 
Get Uniform Blanks For Daily Re- 
ports; Honored by Fellow Agents 





The death of Charles F. Hildreth of 
Freeport, Ill, reported briefly in last 


week’s issue of The Eastern Underwriter, 


was the cause of wide regret in insur- 


ance circles. He was well known in all 


fire and casualty agency and company 


quarters for the splendid work he ac- 


complished during the years when he was 


a vigorous leader among the insurance 





CHARLES F. 


HILDRETH 


agents. One of his close friends, Henry 
H. Putnam, now with the John Hancock 
Mutual Life of Boston, and formerly sec- 
retary of the National Association of 
Insurance Agents, wrote this apprecia- 
tion of Mr. Hildreth’s achievements 
when he learned of his death: 

“Mr. Hildreth was not only successful 
as a local agent, but he was a thought- 
ful underwriter in the larger sense, and 
it is largely due to his efforts as chair- 
man of the committee on uniform blanks 
that the present uniform typewriter size 
of daily reports are in general use 
throughout the country. In fact,. Mr 
Hildreth first came into prominence, as 
an Association leader, in connection with 
this uniform blank movement, sugge sted 
by Paul F. Gaylord of Denver early in 
the association movement. Mr. Hil- 
dreth was also interested and pushed the 
matter actively before the Association. 

“In March, 1908, at the mid- year meet- 
ing of the Association, it was decided 
to take up the matter seriously and ap- 
point a committee to confer with the 
companies. This committee consisted of 
Charles F. Hildreth of Freeport, IIL, 
James P. Thomson of Minneapolis, 
Minn., Lyman M. Drake of Chicago, IIL, 
and Paul P. Gaylord of Denver. 

His Industry Recalled 

“Mr. Hildreth’s industry in working at 
this proposition will be recalled by all 
who were active in the Association at 
that time, while few who are enjoying 
the fruits of this effort at the present 
day will realize the tremendous amount 
of negotiation and changes in state leg- 
islation which was necessary in order to 
bring this proposition to a_ successful 
fruition. 

“Of course, it took many years and a 
world of patience to undo the entangle- 
ments created by varying state require- 
ments and company practices; but the 
ordinary typewriter forms of daily re- 
ports, accounts current, endorsement 
blanks, etc., are practically in universal 
use today. 

“Mr. Hildreth’s prominence in this 
wofk naturally resulted in further offi- 
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Atlanta con- 
1912 he was made chairman 
of the executive committee. A year 
later, when the Association met at Cin- 
cinnati, he was elected president, serv- 
ing two years, being re-elected at the 
Minneapolis convention in 1914. 

“Mr. Hildreth served in other impor- 
tant positions—as a member of several 
joint conference committees, and was 
we active in those days in the effort 

bring the companies and the agents 
anise together. He served as a member 
of the committee which was appointed 
to confer with the casualty people in 
regard to bringing the interests of the 
fire and casualty people more closely to- 
eether in the Association movement, and 
the fruition of this is seen in the closer 
affiliation of the two interests and the 
practical inclusion of casualty matters 
in the National Association of Insurance 
Agents. In fact, the term “fire” was 
dropped from the name of the Associa- 
tion as a result of this effort, so that it 
could cover both the fire and casualty 
interests of its members. 

“Mr. Hildreth was an interesting per- 
sonality, and his method of presiding 
over meetings was unusual and effective. 
As the record shows, there are distinctive 
accomplishments to his credit for the lo- 
cal agents, as well as underwriting in 
eeneral.” 


cial recognition, and at the 
vention in 





OHIO FARMERS MEETING 





S. S. Perrin, Lloyd Schultz and Other 
Easterners to Attend Annual Con- 
ference at Le Roy, Jan. 17-18 
Sidney S. Perrin of New York will 
spend Tuesday and Wednesday, January 
17 and 18, at Le Roy, Ohio, in attend- 
ance at the eightieth annual meeting of 
the Ohio Farmers. He is the head of 
the W. L. Perrin & Son agency. <Ac- 
cording to Mr. Perrin more than 150 of 
the company’s agents will be present to 
hear the reading of what is expected to 
be the most satisfactory financial state- 
ment issued by the Ohio company for 
several years. It will show substantial 
increases in total assets and in surplus. 

The agents’ convention will be held at 
the same time. Frank L. Mulholland, 
past president of Rotary International, 
will deliver the principal address at this 
convention. He made a favorable ap- 
pearance on the program of the Under- 
writers’ Association of the Northwest a 
few years ago and is expected to bring 
a live speech to the fire insurance men 
gathered at Le Roy. J. C. Spencer, Ohio 
Farmers agent at Findlay, Ohio, is to 
lead a discussion on “Meeting Competi- 
tion,” which is expected to bring out im- 
portant data on the successful operation 
of local agencies. Others who are ex- 
pected to attend include Lloyd Schultz 
and Tom Anderson of the Philadelphia 
general agency of E. K. Schultz & Co.; 
W. H. Brewster, Boston, and R. L. Har- 
ris of Harris & Spear, Inc., California 
general agents for the Ohio Farmers. 


= eee Career of Fire Executive 


Who Has Seen Much of This World 


A recent issue of the 


“Taboratories’ 


Data,” published by the Underwriters’ 


vice-president of the Hartford Fire and a member of the board of directors of the 
Laboratories of Chicago and New York, features the career of James Wyper, 


Laboratories. Mr. 


Manager x , ; ‘ 
In, 1913 he was made vice-president of the Hartford Fire and is still serving 


JAMES WYPER 
also for the 


in this capacity. 


Wyper was born in Scotland, 





sixty-odd years ago, and 
obtained his education at private 
and preparatory schools in Liver- 
pool, England, and in 1880 trav- 
eled to New Zealand, where he 
was employed as a_ hardware 
salesman, until 1888, when he 
came to the United States. 

His introduction to insurance 
work was made this same year 
through the London & Lanca- 
shire in New York. He remained 
with this company from 1888 to 
1913, serving it continuously for 
twenty-five years except for a 
brief four years, 1896 to 1900, 
when he was associated with the 
Union Assurance Society of Lon- 
don as special agent and later as 
agency manager in Chicago. 

While with the London & Lan- 
cashire, he passed through all of 
the positions in the office, was 
appointed special agent for New 
York, and on his return from 
Chicago in 1900, was made secre- 
tary of the Orient, which had just 
been purchased by the London 
& Lancashire. After the San 
Francisco fire in 1906, he went to 
that city as Pacific Coast man- 
ager of the London & Lancashire 
and Orient, and was later made 


London & Lancashire Indemnity. 


Outside of his company activities, Mr. Wyper has served on a large number of 
committees in various sections of the country, including the sprinklered risk com- 


mittee and the executive committee 
He was chairman of the latter. 


of the Pacific Board of Fire Underwriters. 


Since going to the Hartford, Mr. Wyper has served as president of the Eastern 
Union and has been active as chairman of several committees of the National Board 


of Fire Underwriters. 








BLUE GOOSE MEETING DATES 

The 1928 meeting of the Grand Nest 
of the Blue Goose will be held at the 
Windsor Hotel in Montreal on August 
28-31. Low summer railroad rates will 
be in effect at that time and a record 
attendance is expected on the other side 
of the Canadian border. 





NATIONAL LIBERTY DIVIDENDS 

Extra dividends in addition to usual 
semi-annual dividends were declared this 
week by the directors of the National 
Liberty group. <A regular semi-annual 
dividend of 10% and an extra of 20% 
was declared on the stock of National 
Liberty; a regular semi-annual dividend 
of 6% and an extra of 6% on Baltimore 
American, and a _ regular semi-annual 
dividend of 5% and an extra of 5% on 
People’s National. All dividends are 
payable January 16 to stockholders of 
record January 6. 
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New Chicago Company 


(Continued from page 1) 


insurance companies were forced out of 
business. Since then Chicago capital has 
been very reluctant to consider an in- 
vestment in insurance shares, despite the 
fact that changes in the Illinois insur- 
ance laws absolutely prevent a similar 
disaster from disrupting a company. 


Property Holders on the Board 


“As a matter of fact no one before 
has attempted to organize a company 
on quite the lines proposed by the Fire 
Insurance Co. of Chicago. In addition to 
a big board of directors of prominent 
men, it is believed that an advisory board 
of twenty-one men will also be formed 
that will act with the directors. This 
board will be composed entirely of prop- 
erty holders chosen from Chicago and 
from all parts of the state. The advisory 
board will be particularly active in the 
purchase of mortgages, thus assuring the 
company of first hand knowledge of all 
investments made of insurance funds. 

“It is understood that the company 
now organizing is to make a special offer 
of stock to agents, thus following closely 
the methods found to be so satisfactory 
in the East. 

“The advantages of stockholder agents 
are obvious. The parallel interests and 
contacts established eliminate the differ- 
ences and disagreements between compa- 
nies and agents as to the settlement of 
disputed claims or desirability of insur 
ance offered are tempered by the fact 
that a tair compromise is possible wher« 
the interests of both agent and company 
are the same.” 





The explosion of a gas tank in Pitts- 
burgh shows the advisability of carrying 
explosion insurance. 
your clients? 


Have you solicited 
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Reveals the Tricks 
of the Beggars’ Trade 


NEW YORK MOST GULLIBLE 





E. B. Underwood, Salvation Army Offi- 
cer, Tells Jersey Specials How 
Easily Money Is Obtained 





Tricks of the beggars’ trade were re- 
vealed last Monday evening at the 
monthly dinner of the New Jersey Spe- 
cial Agents’ Association held in the 
Elks’ club house in Newark, by Licut. 
Col. Edward B. Underwood, campaign 
secretary of the Salvation Army, who 
spoke on “Queer Ways of Making a 
Living.” 

Lieut. Underwood said that nine out 
of every ten mendicants were fakes and 
that the people in New York City were 
the most gullible. Begging was being 
carried on a large scale in New York 
City and that the people were to blame 
for fostering this method of making a 
living. 

He spoke of the Salvation Army hotel, 
located on the Bowery in New York, 
which houses about 643 men at one time, 
where the unfortunates had the opportu- 
nity of enjoying all the comforts of home, 
and it was principally ‘through this 
agency that Lieut. Underwood was en- 
abled to study the tricks of the beg- 
vars’ trade. 

Begging Pays 

He told of a man who is known as 
“Nickel Jack,” who made a specialty of 
standing at the foot of the steps of a 
downtown “L” station in New York 
City during the rush hours of the morn- 
ing and evening and tell of a job that 
he had just obtained and only wanted a 
nickel to get to his destination. 

Nine times: out of ten the passerby 
will fall for the tale and instead of giv- 
ing him a nickel will pass out a dime 
and in some cases a quarter. Inside of 
an hour he would have enough to enjoy 
three good meals, something good to 
smoke and a movie at night. 

Another method of obtaining money, 
Lieut. Underwood said, was that of a 
man who would go out and stand on a 
street corner and begin to shiver on a 
cold day, and bee an overcoat either from 
a person who happened to pass by or 
who would tell of a place where the 
poor unfortunate could obtain it. He 
would then go to the place where he 
was sent, obtain the overcoat, and return 
to the hotel and sell it to one of the 
men for ten or fifteen cents. In one 
day, said Lieut. Underwood, this same 
man begged eleven overcoats. 


Beggar by Day, Gentleman at Night 

One of the most interesting and unique 
methods of begging and obtaining money 
was told of a man who had a wooden 
leg and who lived at the Salvation Army 
hotel. He would check the wooden leg 
during the day, and with a crutch go 
begging on the streets. He would re- 
turn at night, screw on his wooden leg, 
dress up in fairly good clothes and go 
to the theatre and sit with the best of 
people, all done at the expense of the 
sympathetic public of New York. 

He also told of the famous “crust of 
bread” trick which is being worked so 
successfully among the beggars. Their 
way of carrying out this method is to 
look into a shop window, and wait for a 
well dressed man or woman, or a couple 
to come along the street. When they 
are about fifteen or twenty feet from 
the beggar, said Lieut. Underwood, he 
will throw the crust of bread almost in 
front of the victim and then rush and 
pick it up and begin to gnaw ravenously 
at it as if he did not have a thing to eat 
in twenty-four hours. 

Invariably the victim will fall for the 
poverty plea and a quarter or a half a 
dollar is the reward. This trick is re- 
peated several times a day and the beg- 




















T. F. Buchanan General 
Adjuster For Aetna 


SUCCEEDS THE LATE W. H. WART 





C. L. Allen Made State Agent In Conn. 
And Western Mass.; A. M. Martin 
Advanced To Special Agent 


Thomas F. Buchanan, who for five 
years has been state agent for the Aetna 
(Fire) and the World Fire & Marine in 
Connecticut and western Massachusetts, 
has been promoted to the position of 





Photo by Bachrach 
BUCHANAN 


THOMAS F. 


general adjuster of the Aetna and the 
World at the home office, to fill the po- 
sition made vacant by the death of 
W. H. Wart. Mr. Buchanan started his 
insurance career in 1904 in the loss de- 
partment of the Atlas Assurance at its 
head office 'n New York City. Later he 
was associated fer several years with the 
Boston office of the General Adiustment 
Bureau, becoming one of their staff ad- 








gar sits back and enjoys the results of 
his tricks, said Lieut. Underwood. 

Come to N. Y. From All Parts of 

Country 

He also told of his experiences as 
chairman of the housing relief commit- 
tee appointed by Mayor Hylan and the 
manner in which people came from every 
part of the country to obtain help, rang- 
ing in ages from fourteen to eighty-five. 


justers. In 1919 he returned to the Atlas 
as special agent for western New Eng- 
land. He entered the service of the 
Aetna in May, 1923, as state agent for 
Connecticut and western Massachusetts. 
His wide experience in the field and his 
ability as a loss adjusier fit him for the 
position he now occupies. 

Clinton L. Allen, state agent for the 
Aetna in Michigan, will be transferred 
to Hartford as state agent for the Aetna 
and the World in Connecticut and west- 
ern Massachusetts to fill the position 
made vacant by Mr. Buchanan’s promo- 
tion. Mr. Allen will take up his duties 
about February 1 and his headquarters 











CLINTON L. 


ALLEN 


will be at the home office of the com- 
pany in Hartford. He is a native of 
3rooklyn, N. Y., but moved to Hartford 
in his youth and graduated from the 
Hartford Public High School in 1913. 
Immediately thereafter he entered the 
employ of the Orient and continued 
with that company until 1916 when he 
went to the Mexican border for serv- 
ice with the United States Army. In 








1917, as a member of the 101st Machine 
Gun Battalion he went to France with 
the American Expeditionary Forces, re- 
turning to Hartford in 1919 and again 
entered the employ of the Orient. 

Mr. Allen entered the service of the 
Aetna in 1920 as special agent in Michi- 
gan under State Agent W. N. Achen- 
bach. In 1924 when Mr. Achenbach was 
made assistant manager of the Western 
department of the Aetna in Chicago, Mr. 
Allen succeeded him as state agent for 
Michigan. During 1927 he was president 
of the Michigan Fire Underwriters As- 
sociation, which is the field club of that 
state. His transfer brings him back to 


ALBERT M. MARTIN 


his former home. 

Albert M. Martin has been promoted 
to the position of special agent and will 
assist State Agent Allen in the field. 
Mr. Martin has been in the employ of 
the Aetna and the World in the home 
office at Hartford for several years and 
during the past year has been traveling 
Connecticut and western Massachusetts 
as service engineer. 





He also told of the son of a banker who 
had squandered $60,000 and when down 
and out turned to using the name of a 
wealthy man, and fleeced many people 
out of thousands of dollars. Lieut. Un- 
derwood said that he tried to reform him 
and put him on the right road, but he 
said it was an impossibility, and the man 
was now a forced guest of the State of 
Connecticut. 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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He also told of his own experience as 
a beggar. He said that the idea struck 
him one day to try and see how easily 
he could get money without working for 
it. He put on an old suit of clothes, a 
peek cap, and started from Seventy-sec- 
ond street and Broadway and worked his 
way down to Forty-second street. He 
told a pitable story of being starved 
and without a home, said Lieut. Under- 
wood, and within one hour he collected 
$3.45. 

There is no need of begging on the 
streets in New York or any other city, 
said Lieut. Underwood. It should be 
stopped as there are a great many agen- 
cies in the various cities that are always 
ready to help the needy and poor, but 
the “faker” is helped more often than 
some deservirig person. In New York 
City there is spent yearly about sixty- 
five millions of dollars for the poor and 
needy. He warned the members of the 
association to think twice before giving 
to a beggar. He said that all of those 
who did beg were not fakers, but that 
it would be a wise thing to question a 
person when he or she asked for alms. 

AGENT TO ASSIST SAUFLEY 

Much interest has been manifest in: 
Kentucky insurance circles regarding in- 
formation to the effect that Arch H. 
Pulliam, former local agent at Bards- 
town, Ky., would become chief deputy 
insurance commissioner, and assistant to 
S. M. Saufley, commissioner for the past 
four years. Mr. Pulliam was a local 
agent at Bardstown, from 1915 to 1925, 
when he sold out to Eugene Wilson & 
Co. He was also Circuit Court clerk 
for twenty years. 
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American of Newark 
Sells Home Office 


24 YEARS AT PRESENT SITE 


Will Remain at Present Quarters Three 
Years; Plans for Future Not 
Known Yet 


One of the largest New Jersey realty 
transactions in the insurance district in 
Abram Feist of 
Feist & Feist, when he sold the property 
at 70 Park Place and 1-9 East Park 
street, Newark, for the American of 
Newark to the Public Service Corpora- 
tion of New Jersey last week. 


Newark was closed by 


The insurance company will remain as 
tenants for three years, at which time 
the Public Service Corporation will im- 
prove the plot to conform with the Ter- 
minal Building which adjoins the Amer- 
ican building. 

The American of Newark which will 
celebrate its eighty-second birthday on 
April 1, was organized and incorporated 
in February, 1846, and started to do busi- 
ness on April I on the second floor of 
the “Daily Advertiser” building. In 1849 
the office was removed to the building 
at 153 Market street, where the company 
remained for thirteen years. 

In One Building 42 Years 

On April 1, 1862, the company took 
possession of its new four-story brown- 
stone building at 748 Broad street. At 
that time the building was considered 
one of the finest in Newark and filled 
the requirements of the insurance com- 
pany for approximately forty-two years. 

The expansion of business compelled 
the company to look for larger quarters 
in 1904, which was found in a new build- 
ing it built on the corner of Park Place 


and East Park street, present quarters. 
\ large vacant lot adjoined the building 
on East Park street, and in 1921 the 


company bought this property and added 
an extra wing to their building. 

Shortly after the sale of the building 
had been announced it was reported that 
the American was negotiating with the 
Mutual Benefit Life for the purchase of 
the latter’s old building on Broad street, 
but this was denied by the officials of 
both insurance —"* 





EXPORT CREDITS EXPAND 

Owing to the rapidly increasing use 
which is being made of the facilities pro- 
vided by the British Government under 
the Exports Credits Guarantee Scheme 
for the assistance of those engaged in 
export trade, it has been found neces- 
sary for the Export Credits Guarantee 
Department to secure larger and more 
suitable accommodation in London. The 
Department will take up occupation of 
the new premises at the beginning of 
1928. 


New York Licenses 
The following list of licenses as new 
insurance brokers represents applications 
made during the latter part of Decem- 
ber, with request that their license be 


dated from the first of the new year: 

Joseph James Carroll, treasurer, business as 
Starks Real Estate & Insurance Agency, Sara- 
nac Lake, N. 

The Grayle Plan for Trusteed Home Pro- 
tection, Inc., 63 Wall Street, New York City; 
A. Carroll Ely, president and treasurer. 

The W. W. Heppell Co., Inc., Dunkirk, mW 
John S. Rochester, vice- -president and treasurer. 

F. Wm.’ Sohns, Inc., 321 West 116th Street, 
New York City. 

Elmer E. Finck, 804 Liberty Bank Building, 
Buffalo. 

Benjamin 
Brooklyn. 

© gs Saldanza, 1705 Nostrand Avenue, Brook- 


Forty-fifth 
Street, New York City. 
Karl Haffner, 693 Sixth Avenue, New York 
City, care Coleman’ s Rector Employment Agency. 
John T. Monaghan, Amsterdam, N. 
Helen XK Hammond, 210 Ellicott Square, Buf- 
falo, N. Y. 


Terminal Fire 


Levy, 395 South Second Street, 


Gael T. Cornwell, 45 West 


Brokerage, Inc., 50 Court 

Street, Brooklyn; Samuel L. Stolitzky, president. 
Louis Feingold, 123 William Street, New 

York City, care Merson & Co. 

George Prince, 27 West 
Street, New York City. 

Weber & Fay Realty Co., Inc, 170 Genesee 
Park Boulevard, Rochester, N. Y.; John 
Fay, vice-president and treasurer. 

Gordon — —— 312 Fidelity Build- 
ing, Buffalo, N 

Matthew J. 
N. 

Eric Jennings Stevenson, 65 
Rochester, N. Y.; 

Joseph Hall, 


Ninety-ninth 


Bride, 44 Court Street, Brooklyn, 


Broad Street, 
care Certified Insurors Agency. 
1472 Wilkins Avenue, New York 


City. 

Myron Eisenstein, 2382 Grand Concourse, New 
York City. : 

Sidney Manheimer, 75 Maiden Lane, New 


York City; care H. B. 
Samuel F. Smilow, 

New York City. 
Frederick R. Niebur, 

Street, Brooklyn, N. Y. 
Andrew H. Allen, 149 Broadway, New York 


City. 
Maier, 427 


Rosenweig & Co., Inc. 
391 East 149th Street, 


2224 Ejighty-second 


y 
Louis H. New 
York City 

Michael iG estar, 
lyn, N 

Glenn Associates, Inc., 1844 Myrtle Avenue, 
Ridgewood, N. Y.; James W. Brannigan, sec- 
retary. 

David Greenberg, 399 Mott Avenue, New York 


City 
Rite: Smith & Co., Inc., 38 Wall Street, 
City; Charlton B. Hibbard, vice- 


New York 
president and treasurer. 

Walter F. Richter, 75 Maiden Lane, New 
York City; care Westchester Fire Ins. Co. 

George W. Cornell, Jr., treasurer, business 
as Wilson, Wager & Cornell, 76 William Street, 
New York City. 

Joseph Leitner, Inc., 
New York City. 

Arthur J. Deichsel, 28 East Kingsbridge Road, 
New York City. 

David Hutchison, Glendale, N. Y. 

Peter S. Ingoglia, 163 Central Avenue, Brook- 

z. 


lyn, N. 
sertha F, Buffalo, 


East 135th Street, 


Jr., 203 Union Avenue, Brook- 


391 East 149th Street, 


Leufgen, 84 Ideal Street, 


"Spindler Bros. Company, ae , 604 Exchange 
Bank Building, Olean, N. Y.; Peter J. Spindler, 
president. 

Edward G. Joseph Co., 
co York City; Edward ee 
Ernest C. 
Springs, N. Y. 
Reuben M. 

York City. 

“+ Kutner, 16 Lawton Street, 

chelle, N. Y. 


Inc., 1585 Broadway, 
Joseph, president. 
Woolver, R. F. D. 2, Richfield 
Fein, 123 William Street, New 


New Ro- 


Joseph A. O’Connor, 100 East Forty-second 
Street, New York City; care Berkshire Life 
Ins. Co. 


Roger Schneider, 258 Broadway, New York 


City, Room 515. 


David N. Barocas, 165 Broadway, New York 
City, Room 2200. 
Edith L. Coddington, 307 Washington Street, 


Brooklyn, N. Y.; care Ed. ‘andrey. 
Matthew A. Gallagher, 4 Ahouy Street, New 

York City; care National Surety Co. 

ee Arrow, 2802 Clarendon Road, Brook- 

yn, }D 

ee — P; Noto, 1522 Macombs Road, New —_ 
ity 


Anthony Noto, 2026 Haight Avenue, pe 
York City. 

Louis K. Sewald, 100 William Street, New 
York City. 

Raych & Thomas, 299 Triangle Street, Buf- 


falo, N. Y.; 
A. Thomas. 

Samuel J. Lurie, 
City; care S. Lippstadt, Inc. 

Charles M. Curtiss, 49 Niagara Street, Buf- 
falo, N. Y.; care R Goode & Co. 

Harold B: Slingerland, 8 Steuben Street, Al- 
bany, N. Y. 

Younghans & Fonda, 30 First Avenue, May- 
field, N. Y.; “ppm W. Younghans and Har- 
land L. Fond 

New 


Maurice Macatities, 
York City. 
Joseph Andrew Izzo, 270 East Second Street, 
Biooklyn, N. 
L. Franklin 
nue, Rosedale, 
—— Eisenbud, 


Samuel W. Raych and Bernard 


38 Park Row, New York 


9 Delancey Street, 


ee 241-17 Memphis Ave- 


26 Court Street, Brooklyn, 
"Alexander Morrison, 
Terminal, New York City. 
Jaszezerski & ee 


4610 Grand Central 


726-A Fourth Ave- 


nue, Brooklyn, N. Y.; Frank J. Jaszczerski and 
Henry A. Zdrojeski. 
Benjamin Rieders, 261 West 125th Street, 


New York City; care Charles D, Braveman. 


Laura E. Noeckel, 107 Whitehall Road, Al- 
bany, N. Y. 
Armin Hirsch, 559 West 172d Street, New 


York City. 
Harold” D. Purtill, 
nue, Freeport, 
Irving Serbey, 2 261. Broadway, New York C ty. 
Louis T. Walker, 999 Simpson Street, New 
York City. 
Francis D. Wiener, 30 East Forty-second 


Street, New York City; care Cushman, Wake- 
field, Inc. 


324 North Columbus Ave- 


‘ I. Henry Falk, 1201 Broadway, New York 
ity 
Louis J. Saladino, 335 Melrose Street, Brook- 
yn, N. 

Reinhardt & Scheer, 59 Pearl Street, New 


York City; Murray Charles Reinhardt and Irvy- 
ing Scheer. 

Weinberg & Sarfin, Inc., 
way, Brooklyn, N. Y.; 
retary and treasurer. 

Henry Kass, 225 West Thirty-fourth Street, 
New York City. 

James S. Gulden, 53 Lafayette Avenue, Suf- 
fern, r 2 

Arthur Cohnstein, 20 East 125th Street, New 
York City. 

William Cox, Box 65, Niskayuna, N. Y. 

William Baxter Fraser, 253 S. Lexington Ave- 


1510 Ocean 
Murray C. 


Park- 
Sarfin, sec- 


nue, White Plains, 2 

Morris V. Herbert, 97 Stuyvesant Avenue, 
Brooklyn, N. Y. 

Moses H. Kramer, 1905 Marmion Avenue, 


New York City. 

Mitchell Ress, 
City 

a Yatkowsky, 743 East 182nd St., 
York City. 

Susan C. Mariano, 50 East Forty-second Street, 
New York City. 

eee D. Day, 203 Highlawn Avenue, Brook- 


1974 Grand Avenue, New York 
New 


lyn, N. 
a & Karb, 1113 Clarkson Avenue, Brook- 
lyn, William V. Behm 


Victor. ‘A. Anderson, 
Jamaica, N. Y 


170-18 116th Avenue, 


Robert F. Schiller, 30 Nassau Street, New 
York City. 

T. Eugene Malone, 133-17 Rockaway Boule- 
vard, S. Ozone Park, N. Y. 

Nathan Lubner, 672 Fort George Avenue, 
New York City. 

William G. Forster, 329 East Forty-ninth 


Street, New York City. 
Nicholas R. Imperiale, 221 
Brooklyn, N. 
Willard R. Ticknor, 15 Kisco Avenue, Mount 
Kisco, N. Y 


Fifth Avenue, 





218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
ONITED STATES BRANCH | 
55 Fifth Ave. New York | 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
San Francisco, Cal. 




















THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 














Charles P. De Martino, 5818 Thirteenth Ave- 
nue, Brooklyn, 


Paul Rubin, 7526 Metropolitan Avenue, Mid 
dle Village, N. 
Samuei N. Kurtz, 2 La Fayette Street, New 


York City. 

Mercantile Co., Inc., 119 

New York City; Jacob Hurwitz, 
Olcott & Beneville, Inc., 80 Maiden Lane, 

New York City; Horace W. Olcott, president, 

and Prosper V. Beneville, vice- -president. 
Harvey Deyo Morris, Main Street, Sayville, 


1831 Park Place, Brook- 
689 Madison Avenue, New 
aw 
Brooklyn, 
7 C. Murphy, 106 Avenue O, Brooklyn, 


Avenue A, 
treasurer. 


“Morris Zuckerman, 
lyn, N. 

Anna _ Swanson, 
York City. 

Laurence A. Brown, 15 Gold Street, 
York City; care Hooper & McDaniel. 

ee cae Gluck, 1047 Fiftieth Street, 


Harold om 
Brooklyn, N 

Morton Brothers, 197 Montgomery Avenue, 
Laurel Hill, Y.; George W. Morton, Jr. 

ee ey ites Pope, Hill Street, Southamp 
ton, 2 

Thomas N. _Dewine, 
Oswego, N. 


9240 Fort Hamilton Parkway, 


217 East Seventh Street, 





JOHN A. VANDERWERF DEAD 

John A. Vanderwerf, an appraiser of 
buildings in Rochester, N. Y., who has 
done work for fire insurance companies, 
died at the home of his daughter in 
LeRoy, N. Y., last week at the age of 
69 years. He had a wide acquaintance 
among field men in New York state. 
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MARINE & AUTOMOBILE DEPARTMENT 








Amendments Made To 
American Hull Form 


iNCHMAREE CLAUSE CHANGES 





London Marine Institute Also Makes 
Alterations In Two Of The 


Collision Clauses 





The Institute of London Underwriters 
has announced alterations in several of 
the leading marine insurance clauses, es- 
pecially with reference to the American 
hull form and the running down and 
sister ship clauses. 

After discussion between the Institute 
of London Underwriters and the Ameri- 
can Board of Marine Underwriters, an 
important addition has been made to the 
Inchmaree Clause in the American Hull 
form. The amended clause will now 
read: 

“This insurance also specially to cover 
(subject to the free of average war- 
ranty) loss of, or damage to hull and 
machinery directly caused by accidents 
in loading, discharging, or handling 
cargo, or caused through the negligence 
of master, charterer, mariners, engineers 
or pilots, or through riots, explosions 
(whether on board or ashore), bursting 
of boilers, breakage of shafts, or through 
any latent defect in the machinery or 
hull (excluding, however, the cost and 
expense of repairing or renewing the 
defective part), provided such loss or 
damage has not resulted from want of 
due diligence by the owners of the ves- 
SER 2 3 eee 

The additional words are those printed 
in italics, which have also been approved 
by the San Francisco Board of Under- 
writers and the American Marine Insur- 
ance Syndicates. 

As the law stands in this country the 
legal position as between the under- 
writer and the assured is not altered by 
the inclusion of these additional words, 
because it has been held that under- 
writers under the existing Inchmaree 
clause are liable only for damage caused 
through the latent defect, and not also 
for the cost of repairing or making good 
the part in which the latent defect exists. 
There has, however, been considerable 
controversy in regard to the matter, and 
the definite exclusion now embodied in 
the clause will obviate many difficulties. 

The general opinion, in the British 
market is that by their law underwriters, 
under the Inchmaree clause, are similarly 
free from liability for making good the 
actual latent defect, but in actual prac- 
tice the matter is one that is attended 
by many difficulties, and many claims 
which can scarcely be considered to be 
recoverable under the clause are freely 
settled by underwriters. It would prob- 
ably be good for the business if the pres- 

ent amendment, which is confined to the 

American Hull Form, was adopted in 
he Inchmaree Clause contained in other 
Institute clauses. 

Collision Clause Changes 


Commenting upon the running-down 
and sister ship clauses the Liverpool 
“Journal of Commerce” says: 

One of the most important of these 
amendments is that which is to be made 
in the clauses that govern the liability 
of underwriters for damage done by the 
insured vessel in collision with another 
vessel. The existing clauses are num- 
bered 1, 2 and 3 in the Institute Time 
Clauses, and are (1) the R. D. C. proper, 
(2) the exclusion of liability for removal 
of obstructions and damage done to 
fixed objects, loss of cargo, loss of life, 
&c., and (3) the Sister-Ship Clause. The 
difficulty which the amendment is de- 
signed to remove has arisen in connec- 


tion with the latter clause. In its pres- 
ent form it provides that if the vessel 
insured shall come into collision with or 
receive salvage services from another 
vessel belonging to the same owners, the 
assured shall have the same rights under 
the policy as if the other vessel had be- 
longed to different owners, the liability 
of the insured vessel in such cases to be 
determined by a sole arbitrator appointed 
by underwriters and the assured. 
Curious Result of Collision 


It is common knowledge that this 
clause is necessary because a shipowner 
cannot sue himself, which would be the 
position if it were desired to obtain the 
opinion of the court as to the liability 
of two vessels of the same ownership 
that had been in collision, or as to the 
salvage remuneration due from one to 
the other. At the moment, however, it 
has apparently been overlooked that the 
Sister-Ship Clause is one-sided in its 
operation. The assured can claim the 
same rights as if the other vessel had 
belonged to another owner, but nothing 
is said in the Clause as to the rights 
of underwriters. Recently a collision oc- 
curred between two foreign vessels be- 
longing to the same ownership, but one 
of the two proved to be uninsured. The 
vessel that was insured was obviously not 
to blame for the collision, but unfor- 
tunately it received bv far the greater 
degree of damage. The underwriters 
naturally enough had to make good the 
damage sustained by the insured vessel, 
but they were unable to obtain any col-, 
lision recovery from the other vessel, 
because the owner refused to take any 
action to have the question of liability 
arbitrated. 

Tt was then realized that under the 
Sister-Ship Clause the owner could not 
be compelled to arbitrate. Also, it 
would seem to follow from this example 
that if the insurance had been on the 
other vessel, and the damaged vessel had 
been uninsured, the owner could have 
enforced his right of arbitration under 
the Sister-Ship Clause, and if the in- 
sured vessel had been found to blame 
recovered three-fourths of the damage 
done to the uninsured vessel. This is a 
situation that is not likely to arise fre- 
quently, but the possibility has made it 
necessary to alter the existing clauses. 
The alteration consists of the substitu- 
tion of five separate clauses in place of 
the three referred to above. 

Three-fourths Collision Clause 


The first of these—the three-fourths 
collision clause—remains unaltered in its 
essential provisions, the difference being 
that the existing provision limiting the 
liability of underwriters in respect of anv 
one such collision to three-fourths of 
the value of the vessel insured, has been 





removed and placed in clause No. 3. The 
new second clause is an amended Sister- 
Ship Clause relating solely to collision 
liability, and it gives to underwriters the 
same rights as the assured in regard to 
the procedure to be adopted in cases of 
collision between the insured vessel and 
another vessel belonging to the same 
owner. The third new clause, as already 
stated, contains the stipulation that the 
liability of underwriters under the two 
preceding clauses arising out of one ac- 
cident, even though the one accident 
causes more than one collision for which 
the insured ship is responsible, shall not 
exceed their proportion of three-fourths 
of the value of the vessel insured. It 
also provides that underwriters will bear 
their proportion of three-fourths of the 
costs of legal or arbitration proceedings 
under the collision and Sister-Ship Claus- 
es. Under the existing collision clause 
(No. 1) the limit of liability applies “to 
any such collision,” but as stated above, 
the new clause 3 provides for the limit 
to “one accident, even though such ac- 
cident causes more than one collision for 
which the insured ship is responsible.” 

The new clause, which is numbered 4, 
is simply a separate clause to deal with 
salvage services rendered by a vessel of 
the same ownership, and in this respect 
the new clauses follow the American 
Hull Form. The new clause numbered 5 
is simply the existing clause 2 with addi- 
tional exclusions of liability in respect of 
such objects as fixed lights, buoys, docks, 
locks, pontoons, shore tanks, oil pipe 
lines, submarine cables, &c. 

Thus it will be seen that the clauses 
have been revised with the object of 
giving underwriters the right to enforce 
arbitration under the Sister-Ship Clause. 
This object is also furthered by the in- 
clusion of a provision that no claim shall 
be recoverable unless credit, if any, oe 
given for such sum as would have been 
recoverable by underwriters but for the 
incident of common ownership. 





LLOYD’S FAMOUS WIND DIAL 


The famous wind dial at Lloyd’s now 
serves only to balance the clock in the 
Underwriting Room. In sailing-ship 
days, however, it served a definite and 
important purpose. Underwriters were 
not unduly perturbed if a vessel was 
overdue when the wind in the Thames 

was adverse, since there might be wait- 
ing in the Downs. When, however, the 
dial showed a favorable wind the “over- 
due” market got busy, and high rates 
were paid on vessels which did not ar- 
rive on time. Incidentally, it is men- 
tioned in Pepy’s Diary that “overdue” 
rates were paid long before Edward 
Lloyd and his Coffee House figured in 
contemporary records. 





A. G. WELLS RETIRES 
Officials of the Maritime recently en- 
tertained at luncheon in Liverpool Ar- 
thus Gardner Wells, who is retiring from 
the underwriting chair of the Maritime’s 
London office. 
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APPLETON 


1 South William 


Street, New York 


& COX, Inc. 





AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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Why Local Agents Want 
New Auto Certificates 


PREPARED BY NATIONAL ASS’N. 
System To Be Used To Combat Auto- 
mobile Clubs ‘Will Be Sent Out To 
Agents Within Few Weeks 





Inquiries are being received daily by 
the National Association of Insurance 
Agents concerning the engraved stand- 
ard automobile identification certificate 
which has been developed for the mem- 
bers and their assureds. Many members 
are waiting to put the plan into prac- 
tice; they are anxious to start a serv- 
ice to their assureds that will also be 
a splendid service to themselves and to 
other members of the association. They 
realize the value of being able to pre- 
sent to automobile owners a certificate 
which will entitle them to call — 
some other agent, a member of the Na- 
tional Association, when traveling, for 
whatever assistance they may require. 
_When this plan is placed in opera- 
tion, it is going to be of value both to 
members of the National Association and 
to the entire business of insurance. As 
soon as an assured realizes the utility 
of this certificate he will become a sales- 
man for it, as well as for the agent who 
issued it to him. He will tell his friends 
and neighbors about it and pretty soon 
the members of the National Association 
will receive inquiries and requests for 
the service. 

So the National Association has cre- 
ated for its members a monopoly of 
service that it is hoped will leave the 
field of automobile insurance free to 
them, if they develop their opportunity 
properly. The result will be greater con- 
fidence on the part of the public toward 
the members, and that confidence should 
be increased by the fact that they are 
affiliated with the trade association in 
their field. The public will realize bet- 
ter that the association is devoted to the 
public interest and ready and anxious to 
serve in any manner possible. 

The companies also will profit from the 
increased volume of automobile and 
other business which is going to come 
to the members of the association. In 
this connection it should be remembered 
that one aim of the certificate is to com- 
bat the tendency of automobile clubs to 
engage in alliances with some form of 
assessment insurance and to write it for 
the club members. The plan is ex- 
pected to help keep automobile insurance 
business from flowing to these illegiti- 
mate channels and perhaps bring 7 
a goodly portion of what is now handlec 
by the clubs back to the stock compa- 
nies and their agents, where it right 
fully belongs, if the public is to re- 
ceive the absolute in protection. 

This question of automobile club med- 
dling with insurance is one to which 
organized agents have given much con- 
sideration, and the more they think of 
it the more they wonder what can in- 
duce those who are conducting these 
clubs to be so blind to any insurance 
consideration: other than that of sav- 
ing a few dollars. And the matter be- 
comes more one for wonderment when 
it is considered that no business defines 
price classes more sharply than the auto- 
mobile industry. 

There are definite groups of automo- 
biles, each offering a certain standard 
of quality, the classes differing in some 
cases by only one or two hundred dol- 
lars. It is hard to understand why auto- 
mobile clubs and automobile owners, 
who are thoroughly familiar with the 
fact that a slight additional expenditure 
in the purchase of an automobile brings 
a greater corresponding degree of qual- 
ity, do not apply this principle to in- 
surance, where the return for buying 
stock insurance protection is far greater 
than in the purchase of a car. 
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J. S. Phillips Presents 
Famous Aviators To 
N. Y. Republican Club 


CHAMBERLIN AND MAITLAND 
Aviation Problems Discussed; Maj. Gen. 
Patrick And Ass’t. Sec’y. Of Com- 
merce MacCracken Also Speakers 
Jesse S. Phillips, 
American Indemnity, enjoyed the thrill 
of presenting Clarence D. Chamberlin, 
the trans-Atlantic non-stop flyer to Ger- 
many, and Lieut. Lester J. Maitland, the 
first trans-Pacific flyer to Hawaii, to the 
National Republican Club of New York 
last Saturday afternoon. The occasion 
was the weekly Saturday discussion 
meeting of which Mr. Phillips is chair- 

man this season. 

The subject was “Aviation” and the 
other celebrities who spoke on it were 
William P. MacCracken, Assistant Sec- 
retary of Commerce; Major General Ma- 
son M. Patrick, who recently retired as 
Chief of the Army Air Service, and Rev. 
Dr. George A. Edmison of South Orange, 
N. J., who was a chaplain in the Cana- 
dian Army during the war 

Speeches Go “On The Air” 

There was hardly a vacant seat when 
Mr Phillips rose to introduce the sub- 
ject. Arrangements had been made to 
broadcast the speeches over the radio 
station WGBS and the familiar micro- 
phone was placed on the head table. Re- 
porters for the New York “dailies” were 
busy in one corner of the room making 
their observations for the Sunday edi- 
tions. 

Mr. Phillips first called attention to 
the long distance flights of the past year 
which he said had gone down in history 
as among the outstanding achievements 
of 1927. He was high in his praise for 
Colonel Lindbergh, Chamberlin, Com- 
mander. Byrd and his associates, and 
Licutenant Maitland and his fellow offi- 
cer, saying that they typified the high- 
est type of Americans. He added: “But 
these achievements have not been ac- 
complished without great sacrifice for 
twenty-six other flyers gave up _ their 
lives in the cause.” 


president, Great 


How Aviation Is Growing 

Assistant Secretary of Commerce Mac- 
Cracken was then introduced by Mr. 
Phillips and he held the interest of his 
audience for fully half an hour, telling 
them of the needs of commercial avia- 
tion and the cer pers it faced in this 
country. He told of: the development 
of the air mail and the growth of air- 
ways in America. He urged that emer- 
gency landings be established along the 
airways. 

“At the present time we have 4,000 
miles in lighted airways with beacons 
ten miles apart and emergency landing 
fields every thirty miles,” he said. “In 
the next six months we will have in- 
creased our lighted airways to 7,000 miles 
and within a year we will.probably have 
4,000 more. The United States has the 
biggest system of lighted airways in the 
world. It is about five times as large 
as that of the countries of the rest 
of the world put together.” 

To show the increase in the output 
of airplanes, Mr. MacCracken men- 
tioned that there were about 1100 planes 
manufactured in 1926 while this year he 
knows that one manufacturer alone is 
planning to produce more than 1,200 
planes for passenger use. This indica- 
tion of progress should be of interest 
to insurance executives who are expand- 
ing their aviation insurance coverages as 
the industry grows. 

Another interesting observation made 

(Continued on page 42) 


Rowe Dispels Rumors 
About Metropolitan 


HAS HAD A SUCCESSFUL YEAR 


Says Company Will Show Excellent 
Statement for 1927; His Outlook 
for 1928 Optimistic 


With characteristic frankness J. Sco- 
field Rowe, president, Metropolitan Cas- 
1alty, has come out this week with some 
interesting facts regarding his company’s 
business during the past year. He sizes 
up the situation by saying: “We have 
just completed a most interesting, event- 
ful and successful year. A number of 
important agency. changes have been 
made during 1927, for the most part to 
climinate undesirable territory and some 
undesirable business. 


“We have greatly curtailed our em- 
plovers’ liability and workmen’s compen- 
sation business and have discontinued 


entirely insurance on coal mines former- 
ly carried on a 50% share basis with 
the General Reinsurance Corp. While 
coal mine compensation business should 


be written at a profit, the difficulties 
to be overcome in securing adequate 
1ates were deemed to be greater than 


the value of any possible future profit. 
Loyal Bureau Supporter 

“The Surety Association having ac- 
cepted the principle of merit rating for 
forgery bonds by allowing credit for the 
use of checkwriting machines and safety 
paper, all differences between the Met- 
ropolitan and that association have been 
composed, and as the Metropolitan has 
always been a strong and loyal supporter 
of bureau co-operation, we are now sub- 
scribing to the Towner Rating Bureau. 

“We are also active members in all 
bureaus, associations and rating organi- 
zations interested in the various lines 
in which we are engaged.” 

Will Show An Excellent Statement 

Quite cognizant of rumors that have 
been floating around about the Metro- 
politan, Mr. Rowe says: “Our business 
having grown very rapidly in 1925, 1926 
and the early part of 1927, the last half 
of the year has been devoted to a con- 
solidation of the gains previously made. 

“Our seenleandiiels of certain agencies 
and the sharp curtailment of some un- 
desirable lines, coupled with a campaign 
of rigid economy, appear to have been 
responsible for a lot of mischievous and 
unfounded rumors designed to embarrass 
the Metropolitan. All of them are base- 
less and untrue. 

“During the year our loss reserves 
have been marked up to cover the max- 
imum expectancy both on old as well as 
new claims and suits, and having writ- 
ten a substantial volume of long-term 
business, legal requirements obviously 
call for a substantial increase in premium 
reserve. 

“The Metropolitan may be expected to 
show an excellent statement for 1927 
with reserves amply fortified to cover all 
possible losses and unearned premiums.” 

Expects Increased Volume in 1928 

Turning his attention to the general 
outlook for the year 1928, Mr. Rowe be- 
lieves that premising a continuation of 
the present era of general prosperity 
there should be produced an increased 
volume of casualty and surety premiums. 
But he feels that the outlook for an un- 
derwriting profit must be considered 
from a different angle. 

On this subject he said: 
that create hazards and hazards that 
produce losses are constantly changing. 
The industrial and business prosperity 
that produces more insurance premiums 

(Continued on page 42) 
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Plan for Compulsory 
Auto Fund inN. Y. 
Is Widely Discussed 
HOW CASUALTY MEN VIEWED IT 
Daily Newspapers Gave Columns to 


Letter Which Committee of Jurists 
Sent to Governor Smith 





There was immediate reaction among 
casualty executives this week to Gov- 
ernor Smith’s endorsement of the pro- 
posal of a committee of jurists that New 
York State motorists be required to in- 
sure compensation for persons they hurt. 
The Governor’s recommendation was 
that prompt action be taken to remove 
the bulk of the motor vehicle accident 
recovery cases out of the courts so as 
to relieve growing congestion. He made 
the tentative proposal that the principle 
of the workmen’s compensation law be 
applied to compensate injured persons 
but suggested no definite plan, prefer- 
ring to place the problem in the hands 
of a competent commission that will be 
created without delay to make a careful 
investigation of the whole subject. 
Calls Plan Impracticable 

The executive of one company which 
does quite a volume of automobile busi- 
ness said that he could see no harm in 
having a commission study the situation. 
It will bring to a head a condition which 
should have been rectified long ago. But 
he does not feel that a plan of compul- 
sory compensation will be practicable and 
this, he anticipates, the committee will 
report back to legislature when its sur- 
vey is completed. This executive main- 
tains that the elimination of automobile 
accidents in the state should be the chief 
consideration of the commission. 

Daily newspapers in New York City 
gave liberal space to the Governor’s view 
on the matter and perhaps this was one 
of the reasons why insurance men dis- 
cussed the subject so freely this week. 
The N. Y. “Herald-Tribune,” for exam- 
ple, said editorially: 

“This scheme of recompense for motor 
injury, now so difficult to obtain, has 
earnest advocates. Among those most 
confident of its value is Motor Vehicle 
Commissioner Harnett, who has already 
marshaled his arguments for it in print. 
Mr. Harnett has spoken of the futility 
of the personal injury suit as a means 
of obtaining justice. 

Urges Thorough Investigation 

“The courts are simply swamped with 
personal injury cases. Yet the plaintiff's 
prospect of recovery after long delay is 
small. Only 17% of the persons taking 
out motor vehicle licenses in this state 
carry insurance for damage caused by 
their cars. Frequently ‘after all the de- 
lav and expense incident to a suit for 
injuries the party at fault is found judg- 
ment-proof and without means.’ 

“The situation cries for redress of some 


sort, although the remedy is far from 
clear and hasty action unthinkable. The 
Legislature will do well to set a commis- 
sion at work following the suggestion of 
leaders of the bench and bar. The work 
will be long and difficult, but if thor- 
oughly done it may furnish the basis for 
intelligent legislation on a problem of 
many intricacies.” 


The Plan Simply Outlined 


The only plan mentioned by the com- 
mittee of jurists in its letter to the Gov- 
ernor follows closely after that proposed 
last week by Commissioner Harnett. It 
stated that “If the principle of the work- 
men’s compensation law “were applied 
every motor vehicle owner, as a condi- 
tion of obtaining a license would be re- 
quired to provide compensation for the 
disability or death of any person caused 
by an injury arising from the use or op- 
eration of a motor vehicle in the public 
highway, without regard to fault as a 
cause of the injury, except of course, that 
there should be no liability for compen- 
sation when the injury had been solely 
occasioned by the intoxication of the in- 
jured person or by willful intention of 
the injured person to bring about the 
injury.” 


Would Cost $20 a Year 


Under such a plan “the compensation 
would be secured either by the owners 
insuring and keeping insured the pay- 
ment of such compensation in a state 
fund, administered by the Insurance De- 
partment, analogous to the case of work- 
men’s compensation, or by procuring the 
required insurance from an insurance 
company, or by becoming a self-insurer 
under permission and regulations of the 
Superintendent of Insurance.” It has 
been estimated that the annual cost of 
the insurance for each car owner would 
not exceed $20. This estimate was 
deemed decidedly inadequate by casualty 
men. 





TO LECTURE AT COLUMBIA 


G. F. Michelbacher Starts in February 
His Fifth Consecutive Casualty Course 
At That University 
For the fifth consecutive season G. I] 
Michelbacher, vice-president, Great Am- 
erican Indemnity, will conduct the casu- 
alty insurance courses at Columbia Uni- 
versity, starting February 8. The course 
this term will be devoted to an explana- 
tion of the principles and practices of 
the casualty business, and to their ap- 
plication in the more important fields of 

that business. 

Mr. Michelbacher will have the co- 
operation of the following special lec- 
turers: M. Acker and H. P. Stellwagen, 
of the National Bureau of Casualty & 
Surety Underwriters; L. H. Carr and R. 

Hills, of the Great American Indem- 
nity; T. M. Nial, of the Hartford Acci- 


dent & Indemnity, and L. L. Hall, of the 
National Council on Compensation In 
surance. 


Stat 
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Harnett’s Plea for 
Compulsory Auto Law 


WANTS IT IN NEW YORK STATE 





State Motor Vehicle Commissioner 
Would Fashion it After the State’s 
Compensation Fund 





Charles A. Hartnett, commissioner of 
the motor vehicle bureau in New York 
State, has come out strong for compul- 
sory auto compensation and in a fea- 
ture article in last Sunday’s New York 
“Herald-Tribune” he gives many reasons 
why he deems it necessary that this state 
have such insurance. 

The chief point made by Mr. Harnett 
is that it will bring compensation into 
hundreds of homes now rendered desti- 
tute and desolate by fatal automobile ac- 
cidents or disabling injury. He declares 
that there is no sound reason why the 
problems of compulsory compensation, 
which have been so successfully applied 
with respect to industrial accidents, can- 
not be applied with equal success to cases 
of injury and death arising from automo- 
bile accidents. 


The Plan He Suggests 

“If this is the case, why is it not per- 
fectly sound to compel every motor ve- 
hicle owner to procure a policy of com- 
pensation insurance as a_ condition 
precedent to obtaining a license to op- 
erate his car on the highways?” asks Mr. 
Harnett. “He would pay the premium 
for such policy to an insurance fund un- 
der the supervision of the state, or an 
approved policy issued by an insurance 
company to be used to compensate the 
victims of accidents arising from the op- 
eration of automobiles according to fixed 
schedules and without regard to fault. 

“By fixed schedules,” explained Mr. 
Harnett, “I mean definite sums in death 
cases graded in accordance with the age, 
earning capacity and other vital condi- 
tions as applied to the victim of the ac- 
cident. Per diem allowances during pe- 
riods of disability could also be arranged 
under this plan with little or no trouble. 
The important and perhaps one of the 
most valuable phases of a plan of this 
kind would be a provision whereby the 
victim of an accident or his dependents 
would have immediate financial relief in- 
stead of an interminable delay in the 
courts and then a great deal of uncer- 
tainty as to whether or not there will 
be any relief.” 


Raps Opponents of the Law 

Mr. Harnett concluded by saying: 
“The chief objection urged by the op- 
ponents of compulsory insurance is that 
it would tend to relieve drivers, owners 
and pedestrians of responsibility and 
thereby increase carelessness. This ar- 
gument is fallacious. Compulsory insur- 
ance would not relieve any class of the 
community of its present responsibility to 
obey the criminal law. Automobile own- 
ers who carry liability insurance are al- 
ready relieved of civil responsibility by 
the insurance companies. 

“Automobile owners who do not carry 
insurance are usually execution proof, 
without assets or fear of a law suit. This 
emergency demands prompt action. Com- 
pulsory automobile insurance may or 
may not go far toward stopping the in- 
creasing toll of death and injury but will 
bring compensation into hundreds of 
homes now rendered destitute and deso- 
late by fatal accidents or disabling in- 
jury.” 





OGDEN DAVIDSON RESIGNS 

Ogden Davidson, who has been assist- 
ant manager at the New York branch 
office of the Metropolitan Casualty for 
the past two and one-half years, has re- 
signed to enter the agency field. Mr. 
Davidson was also connected with the 
Standard Accident in New York for 
some thirteen years and has the repu- 
tation of being a capable underwriter 
of casualty lines. 


Washburne Now Sup’t. of 
Agencies of Century 


LEAVES LONDON GUARANTEE 





Was With That Company For 32 Years 
Specializing in Its Claim Depart- 
ment Work 





Charles Washburne has resigned from 
the London Guarantee & Accident to be- 
come superintendent of agencies for the 
Century Indemnity. Mr. Washburne has 
already started on his new work. He 
leaves the London Guarantee after hav- 
ing spent his enttire insurance career 
of thirty-two years in that organization. 

Practically all of that time he has de- 
voted his energies tothe claim end of 
the business. He was first in the New 
York claim department, then was trans- 
ferred to Chicago when the home office 
of the company was located in that city. 
When the home office moved to New 
York Mr. Washburne moved with it. 

While the London Guarantee & iAcci- 
dent regretted the loss of one of its long 
service men, it wishes Mr. Washburne 
the best of success in his new capacity. 





SEEK LOWER BONDING RAT5S 


Virginia highway contractors are again 
complaining that the rates charged by 
bonding companies are excessive. A 


delegation appeared before the state 
highway commission last week asking 


that an investigation be made and some 
action taken on the basis of which some 
agreement or legislation could be se- 
cured so that the bonding rates would 
be reduced by the companies or the en- 
tire bonding of highway contracts would 
be taken over by the state. 


H. G. Brown Promoted by 
Continental Casualty 


NOW EASTERN AGENCY SUP’T 





To Handle Agency Development Work 
Also for National Casualty; Conti- 
nental’s Growth Described 





The Continental Casualty has appoint- 
ed Harlow G. Brown as Eastern agency 
superintendent, to be located at its New 
York office, 75 Fulton street. Mr. 
Brown will assume the responsibility of 
developing and supervising the com- 
pany’s miscellaneous casualty, fidelity 
and surety business in eastern territory. 

He has been associated with the Con- 
tinental and its affiliated companies for 
more than ten years and is capable of 
handling not only the problems of the 
company but of the agents in his new 
field. The Continental is now prepared 
to aggressively develop the eastern ter- 
ritory and with this in mind has ad- 
vanced one of its strongest home office 
agency men to this responsible post. 

In addition to the foregoing duties Mr. 
Brown will be given the responsibility 
of handling the agency work for the mis- 
cellaneous casualty, fidelity and surety 
lines of the National Casualty which 
commenced writing these lines as of 
January Ist of this year. 

The Continental has just closed one of 
its most successful years. It now has 
a capital of $3,000,000 and a surplus of 
$3,000,000, and has set aside a contingent 

reserve substantially i in excess of $1,000,- 
000 . Its premium income at the close 
of 1927 was in the neighborhood of $14,- 
500,000, being an increase in net pre- 
minms over 1926 of approximately 
$1,200,000, 





The Manufacturers’ Casualty Co., of 
Philadelphia, has entered Kentucky. 
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Hartford A. & I. Starts 
Interesting Contest 


FOR AGENTS AND _ BROKERS 





To Give $500 For Best View On Current 
Casualty And Surety Topics; 
Two Other Awards 





Impressed by the great growth of the 
casualty and surety business in the past 
twenty years and interested to whether 
it can be attributed to salesmanship 
alone or to the recognition of the vari- 
ous coverages on the part of the insur- 
ing public, the Hartford Accident & In- 
demnity has this week put this subject 
up to all insurance agents and brokers 
for their opinion. The contestant giv- 
ing the best opinion will be awarded 
$500; the second $200 and the third $100. 

Under the rules of the contest agents 
and brokers are to consider that a re- 
porter from a local newspaper has en- 
tered their office and said: 

“My chief believes that there is an in- 
teresting newspaper story in connection 
with the casualty insurance and surety 
bond business and has asked me to try 
and obtain from you a statement that 
will give our readers your own views of 
the causes of its remarkable growth and 
your own opinion of such matters as the 
merits or demerits of the much talked 
of compulsory automobile insurance 
laws; the tendencies and influences of 
workmen's compensation insurance; the 
question as to whether or not states 
themselves should venture into the in- 
surance business; the value and practi- 
cality of state insurance funds; the at- 
titude of insurance companies in meet- 
ing claims and in dealing with the public; 
or any other matters that you think are 
of current interest and may possibly in- 
fluence the future development of this 
important branch of your business.” 

The Hartford Accident requires. that 
these “statements” be typewritten 
(double spaced) on one side of 8% by 11 
paper. They should not exceed 1,500 
words. The contest closes April 1, 1928. 
It requests that envelopes should be ad- 
dressed to the company and marked in 
the lower left-hand corner “newspaper 
statement.” 

The judges in this contest are 
L. Sherman, editor, 
Winchell Smith, dramatist, Farmington, 
Conn., and H. Parker Willis, editor, the 
“Journal of Commerce.” 


: Clifton 
Hartford “Times” 


SURETY LECTURE CHANGES 


George E. Hayes, chairman of the 
surety lecture committee of the New 
York Insurance Society, has made known 
several changes in the lecturers for the 
new year. On January 12 Frank C. Car- 
stens, assistant manager, National Sure- 
ty, will deliver the lecture on “Produc- 
tion—Forgery Bonds,” instead of John 
A. Cochrane, vice- -president of the same 
company. 

Edmund J. Donnegan, first vice-presi- 
dent, Metropolitan Casualty, will replace 
W. P. Stanton, vice-president of the 
same company, as the speaker on “Mort- 
gage Bond Guarantees,” on January 19. 
Thomas Meadowcroft, superintendent, 
miscellaneous bond department, Union 
Indemnity, will lecture on “Production— 
Other Classes of Bonds,” on the 26th 
instead of on the 19th, as_ originally 
scheduled. 

The lecturer for February 2 on the 
subiect of “Premiums and Rates” has 
also been changed to Martin W. Lewis, 
assistant manager, Towner Rating Bu- 
reau. Mr. Lewis takes the place of R. 
H. Towner. 


EMPLOYERS’ LIABILITY GAINS 


The Employers’ Liability made a 


nice increase in its premium volume last 
vear, the approximate figure being $26,- 
500,000 as compared with $24,505,525 in 
net premiums for 1926, 
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Tips On Selling Court 
And Fiduciary Bonds 

GIVEN OUT BY McR. FORD 

Tells Surety Students In N. Y. To Take 


First Contact With Lawyers; Also 
Know Courtroom Clerks 





W. McR. Ford, superintendent, court 
bond department, Standard Accident, 
was generous in his suggestions on how 
to solicit fiduciary and court bonds, 
given recently before the junior surety- 
ship class of the Insurance Society of 
New York. Giving first his slant on 
fiduciary bond selling, Mr. Ford said that 
it was through the lawyer that most of 
this business was obtained. 

He continued by saying: “The lawyer 
is a trained man and knows what he 
wants, though he does not always know 
just what forma required bond must take. 
is obvious, therefore, that the solicitor 
or agent must familiarize himself with 
bond forms and be prepared to answer 
any questions that the lawyer may raise 
regarding the form of such bonds. The 
solicitor must also be able to discuss in- 
telligently with the lawyer, any material 
point concerning the writing of such 
bonds about which the lawyer may be 
in doubt. 

“In the long run, the lawyer is going 
to do business with the man who knows 
his own business, because he realizes 
that that man is the one who can give 
him the best service and can often save 
him from the embarrassment of having 
an inadequate bond on file which may 
result in considerable trouble and even 
loss to the lawyer or to his client. 

Doesn’t Favor “Cold Canvass” 

“Assuming that the solicitor has prop- 
erly prepared himself, his next problem 
is to get in touch with the lawyer. This 
can be done by general cold solicitation 
but I doubt very much if it will be found 
that this is the intelligent method of 
procedure. I would suggest that the 
better thing to do is to find out what 
attorneys make up the major portion of 
their practice in the handling of estates 
of deceased persons and then to solicit 
these men with a view to procuring pro- 
bate business. Next, find out what law- 
yers represent large corporations, banks 
or trust companies and through them so- 
licit the court business of the concerns 
represented by them. Then solicit the 
lawyers who represent large instalment 
houses, who require numerous replevin 
bonds to enable their clients to repossess 
chattels sold on an instalment basis and 
upon which payments have not been met. 

“As the result of such investigation 
and experience, the solicitor will soon 
find out which lawyers handle the most 
desirable lines of business. This will 
enable him to concentrate his efforts on 
the most productive sources of business. 
He must bear in mind that these law- 
yers do not handle all the business and 
he must supplement his efforts in this di- 
rection, if he is to properly cover his 
assigned territory. This can be done to 
a large extent, through keeping in daily 
touch with legal notices in the news- 
papers with particular regard to the ap- 
pointment of receivers, administrators, 
cuardians, etc. 

“In nearly every locality, there is at 
least one newspaper that specializes in 
publishing this type of information. It 
is well also to become acquainted with 
the various clerks of court. This, as a 
rule, will assure ready access to the 
court records when such access becomes 
necessary and it will also make the so- 
licitor acquainted with the man who 
knows more about fiduciary and court 
bond forms than anybody else. It is his 
office that passes upon the form of the 
bond and the sufficiency of its execution. 
His good will is an asset of considerable 
importance.” 


Get All Facts On First Call 


Mr. Ford then gave some ‘suggestions 
on soliciting the bonds of testamentary 
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trustees or executors. He said: “The 
solicitor should know that a copy of the 
will of the testator or at the -very least, 
an intelligent summary of the contents 
of such will must be procured. In this 
case, as in the case of a bond required 
of an administrator of the estate of a 
deceased person, a statement of the as- 
sets of the estate of the deceased per- 
son, together with whatever information 
is then available regarding the liabilities 
of such estate, is important information. 

“If the executor, trustee or admin- 
istrator proposes to run an wunincorpor- 
ated business in his official capacity, this 
is a very dangerous element, which must 
always be considered and full informa- 
tion procured in advance of the execu- 
tion of the bond. If soliciting a guardian 
bond, be sure to get the age of the ward 
in addition to the list of assets. In the 
execution of a bond of a committee of 
an incompetent person, it is also neces- 
sary to know the exact relationship ex- 
isting between the committee and the 
incompetent. Know the real meaning of 
joint control and be able to explain its 
many advantages. In other words, do 
not assume that a bare outline is suffi- 
cient. See that all pertinent questions 
are answered and whenever possible, 
get this information at the time of your 
first call. I cannot emphasize this last 
point too strongly.” 


Don’t Be Fooled By Big Business 


Referring to the court bond, Mr. Ford 
said that in soliciting for it keep in 
mind that the primary obligation is a 
financial one; therefore, full financial in- 
formation must be procured relative to 
the standing of the applicant for the 
bond. “Learn how to read a financial 
statement,” he urged. “Insist upon it 
being complete, bearing in mind that the 
ideal financial statement is the one that 
truly represents the actual worth of the 
person signing the statement. Be sure 
the statement shows in whose name the 
various real estate items are listed. Real 
estate owned by a man’s wife is not of 
much value to a surety company, except 
in those states where a wife’s indemnity 
is valid and not even then, unless her 
indemnity is procured. Don’t be bluffed 
by big figures listed as assets which 
are offset by correspondingly big liabili- 
ties. 

“Avoid accepting estimates in round 
figures. Be prepared to demand col- 
lateral security when necessary. Many 
surety men are inclined to ask for collat- 
eral security in an apologetic manner. 
If they were lending their own money 
or credit at 1% or 2% interest, they 
would be a little more careful on this 
point. Signing a court bond is equiva- 
lent to extending the credit of the surety 
company to the extent of the amount of 
that bond and the maximum manual rate 
on any type of court bond in any local- 
ity is 2% per annum. 

“The bond cannot be recalled once it 
is on record. Furthermore, such obliga- 
tion is indefinite as to time and it is 
impossible to foretell what will be the 
financial standing of the applicant at 
some indefinite date in the future, which 
may be two or even three years ahead. 
For secondary protection on bonds oi 
this type, indemnity of third parties is 
at times desirable and at other times 
necessary. When this additional protec 
tion is either desirable or necessary, dv 
not hesitate to demand it.” 





Cc. A. MORLOCK PROMOTED 


Charles A. Morlock, who has been in 
the compensation and liability home of 
fice department of the Metropolitan Cas 
ualty, was transferred this week to th: 
company’s New York branch office a 
superintendent for these two lines. Mr 
Morlock’s experience includes eleve: 
years with the Aetna Life, several year 
with the Maryland Casualty and als: 
with the Bankers Indemnity of Newark 
He has had considerable experience com 
bating mutual and state fund competi 
tion as well as giving special service 01 
large industrial risks. 
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Supt. Beha Discusses 
Albany Legislation 


MAY CHANGE INVESTMENT LAW 





Department Will Not Offer Compulsory 
Auto Law; No Legislation Neces- 
sary on Mortgagee Clauses 





Not only will there be savings bank in- 
vestment bills and legislation affecting in- 
estment trusts before the New York 
state Legislature this year, but the in- 
surance department is contemplating the 
introduction of measures calculated to 
broaden the scope of investment permit- 
ted by life insurance companies, Super- 
intendent of Insurance James A. Beha 
stated, in an interview last Friday. 

“A suggestion has been made, which 
the department has studied,’ Superin- 
tendent Beha said, “to open up to a 
slight degree the investment section of 
the insurance law for life insurance com- 
panies. Today life insurance companies 
are only permitted to buy a certain class 
of government, state, municipal and cor- 
porate bonds, bonds of private corpora- 
tions and first mortgages. It is thought 
possible, under proper restrictions, that 
the life insurance companies should be 
permitted to invest some of their moneys, 
the percentage to be invested being lim- 
ited to any particular issue, in seasoned 


preferred and guaranteed stocks and de- 
bentures,” 


No Compulsory Law 


The Department, as such, will make no 
recommendations as to the enactment 
of a compulsory automobile insurance 
law. “We would not, however, oppose 
a consistent automobile insurance bill,” 
said Mr. Beha. “The Massachusetts ex- 
perience has not been unfavorable. While 
it probably has not lessened the accidents 
to any appreciable extent, it has protect- 
ed the public who have been injured as 
a result of the accidents. The Massa- 
chusetts law seems in the main to be 
satisfactory though there might be some 
minor changes necessary to make it ap- 
ply to New York State.” 

The Superintendent pointed out, how- 
ever, that the Massachusetts statute con- 
tains one feature with which he is not 
entirely in accord, that being the com- 
pelling of the casualty company to ac- 
cept the risk. This the superintendent 
believes is unfair to the casualty compa- 
nies. 

“This class of insurance is not intended 
primarily to be a profit making institu- 
tion,” said the superintendent, “and if 
such a law were to be enacted in this 
state, the department would endeavor to 
prescribe as low rates as would be con- 
sistent with the abiltiy of the companies 
to operate.” 

Life Acquisition Costs 

Another subject which will probably 
receive legislative consideration, Super- 
intendent Beha said, is the acquisition 
costs of life insurance companies. 

A committee has been appointed by 

the department with actuaries working 
with it to study the provisions of sec- 
tions 97 and 84 of the New York State 
insurance Law which have to do with 
the regulation of acquisition costs of life 
insurance companies, with the idea of 
proposing amendments to make it possi- 
ble for the Department to control the ac- 
quisition costs to a greater extent than 
s possible now, to the end that each 
class of insurance may bear its own bur- 
len of acquisition costs. 
_ The superintendent stated that a plan 
1as been worked out under the problem 
which recently arose in reference to the 
‘mortgagee clause in fire contracts, so 
hat legislation on this subject will be 
unnecessary. 

The taxi-cab insurance situation is 
vradually adjusting itself, the superin- 
tendent declared The amendment to the 
insurance law of last year, chapter 425 
©f the laws of 1927, adding 67-a, relating 
to approval of rates for motor vehicle in- 


Col. Peavey Retires; 

Marsh & McLennan Man 
WAS N. Y. CASUALTY MANAGER 
Handled This Post Creditably For 14 


Years, Building Up Many Friend- 
ships in Business 








Colonel James F. Peavey, one of the 
most picturesque characters in casualty 
circles in New York City, has retired 
from his post as the casualty manager 
of Marsh & McLennan in New York 
at the age of 71. Colonel Peavey had 


been with the organization for about. 


fourteen years and in that time wit- 
nessed the growth of its casualty volume 
from a small beginning to a line of large 
proportions. 

A native of Maine, he made his first 
contact with the insurance business when 
he joined the Ocean Accident at its 
home office. It was there that he met 
A. Duncan Reid, now president of the 
Globe Indemnity, and a warm friend- 
ship grew up between them. When he 
left the Ocean Accident Colonel Peavey 
had risen to an important position. 

Beloved By All Who Knew Him 

Although Colonel Peavey has quietly 
stepped out of the hum and bustle of 
casualty affairs that he loved to play 
an important part in, his friends and 
associates in. the Marsh & McLennan 
office will always cherish him. Upon 
his retirement he was the recipient of 
some of the finest letters from every- 
body with whom he was associated. 
They all regretted that they wouldn't 
have the opportunity to continue doing 
business with him. His acquaintance 
among casualty men in all parts of the 
country was wide and he was a friend 
of many of the leaders in the business. 





URGES COMPULSORY AUTO LAW 





Legislative Message of Governor Moore 
of N. J. Contains Recommendation 
To Remedy Situation 
In spite of the fact that compulsory 
automobile insurance has not proven suc- 
cessful so far in Massachusetts, Gover- 
nor A. Harry Moore of New Jersey, in 
his annual message to the state legis- 
lature, has recommended it most ardent- 
ly. He says: : 
“Fatal automobile accidents have in- 
creased each year until during the past 
year they numbered approximately 1,000 
deaths in New Jersey, nearly one-third 
of the number of men from our state 
who were killed in the World War— 
to say nothing of the great number of 
accidents which have resulted in maim- 

ing thousands of others. 

“This is a subject which should re- 
ceive your careful consideration, as it 
affects all the people of our state. 

“In many cases, persons who are the 
victims of motor accidents in New Jer- 
sey are unable to receive any financial 
compensation, by reason of the fact that 
the persons responsible for the accident 
were either insolvent or unable to pay 
damages, or were not insured. 

“T, therefore, think that there should 
be legislation compelling all those who 
operate automobiles in this state to ob- 
tain insurance policies, so that if there 
is injury or death inflicted through their 
operation of an automobile, the persons 
injured will not be without remedy. 





JOYCE DINNER JANUARY 20 

Executives and department heads of 
the National Surety will give their an- 
nual dinner to Chairman William B. 
Joyce on January 20 at the Waldorf- 
Astoria Hotel, New York. 








surance, has worked out satisfactorily 
and much good has resulted. 

In addition to the proposed legislation 
affecting life insurance companies, there 
will of course be various minor depart- 
mental recommendations which will be 
presented to the legislature for consid- 
eration. 





























Maybe We Can Help 
Each Other 


We are starting a new year. 

And we look forward to it with great optimism. 
The old year was good to us. 

In it we accomplished much that was worth-while. 
Our Home Office personnel was greatly improved. 
Our agency force was bettered too. 

Many agents were dropped. 


They never should have been appointed in the first 
place. 


Hundreds of new, good agents came to us. 


They measure up to the good agents we already 
had. 

So, our volume increased substantially. 

We think it was good business. 


The compensation percentage decreased and the 
surety premiums went up. 


We tried to make this a real agency Company. 

We think we succeeded pretty well. 

Now we are in a new year. 

There are many towns and cities where we need 
good agents. 


Maybe we can advantageously combine with you 
who read this. 


Let’s talk it over. 


New York Indemnity Company 
115 Broadway—New York City 


Wm. B. Joyce, Chairman Spencer Welton, President 
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Reciprocal Fails In 
Its Injunction Suit 


OVER MICHIGAN P. L. RATES 





State’s Insurance Department Continues 
Its Protest While Insurance Men 
Support Rate Increases 





Although court action launched by the 
Federal Motor club of Detroit, “service” 
organization of the Casualty Association 
of America, automobile reciprocal, de- 
signed to enjoin forty-one stock com- 
panies doing an automobile business in 
Michigan from raising their public lia- 
bility rates, was dropped when hearing 
on the 
court judge was about to begin, the 
abandonment of the injunction proceed- 
ing will have no effect on the state in- 
surance department’s protest of the new 
rates, according to officials of the de- 
partment. 

The department had absolutely no con- 
nection with inaugurating the court ac- 
tion, it was emphasized, the petition for 
a restraining order having been signed 
by Lawrence M. Goodman, manager of 
the reciprocal which operates the Fed- 
eral Motor club, and presented by James 
FE. VanVechten, Jr., counsel for the 
club. VanVechten appeared in court at 
Detroit Saturday and moved to dismiss 
the case against the stock companies. 

Not Ready to Concede 

The department, while interested in 
the outcome of the proceeding, realized 
that the exchange had little basis for its 
suit because of the complete lack of 
legislation governing automobile rates 
in Michigan and the practical impos- 
sibility of any outside agency, govern- 
mental or otherwise, establishing the 
actual cost of public liability coverage to 
the companies without their co-operation 
in furnishing the necessary data. Offi- 
cials of the department, however, are 
not ready as yet to concede that the 
companies are justified in raising Mich- 
igan rates despite their arguments to 
that effect. 

\s had been expected, E. E. Robinson 
of the National Bureau of Casualty & 
Surety Underwriters, wrote the depart- 
ment last week in regard to its question- 
ing of the new rate schedule on public 
liability business. In his letter, Mr. Rob- 
inson explained that the loss ratios re- 
ported to the department and cited in 
its protest are not a true basis for mak- 
ing rates. He declared that the com- 
panies have suffered a loss ratio on a 
“pure premium” basis amounting to 
61.2% while their expense ratio has been 
38.8%. The five-year average loss ratio 
shown in reports to the department is 
about 44% up to the beginning of 1927. 

Trend Toward Higher Loss Ratio 


restraining order of a circuit 


It is also Mr. Robinson’s contention 
that there has been a decided trend 
toward a higher loss ratio during the 


past year and that this must be con- 
sidered by the actuaries in establishing 
a fair rate which will not prove ruinous 
to the companies. Costs of adjustment 
and litigation are also legitimately in- 
cluded, it is maintained, and all of these 
facts in the possession of the companies 
create an entirely different picture of 
the situation than that painted by a bare 
citation of the losses paid and the pre- 
miums collected such as are contained 
in the reports filed with the depart- 
ment. The average increase in rates 
for Michigan is about 13%, it was stated, 
which is noticeably lower than the aver- 
age inérease for the entire country, which 
amounted to 16 2/3%. 

Michigan agents who were inclined 
to support the companies in the near- 
controversy which has been roused 
through the department’s request for a 
justification of the increase there, be- 
lieve that the injunction. proceeding 
started by the Detroit reciprocal was 
merely a well-timed and successful ef- 
fort to obtain some valuable publicity. 


Old and New Pa., Compensation Laws Compared 


TOTAL DISABILITY : 

Percentage of wages........... mee ote 

Maximum per week. ........ssccccces . 

Minimum per week, or actual wages, if 
less 

Di aacsesitis ATIOUNE «0.0.6: 05's0.cis cccissaees 

Miaximattiy POs <n:i00.0100.ccacsciswise suis 

PARTIAL DISABILITY: 

Percentage of loss in earning power.. 

Maxaniiint Per WEEK. <<. .00:000 <sicnos0es 

Maxaman Period .....6<ccccsesccccus ; 

SPECIFIC SCHEDULE: 

Allowance for permanent injuries. No 
change in number of weeks, but per- 
centage changed 

DISFIGUREMENT: 

Percentage of wages 

MaxiAiin PETC, <..0154j05i500g0semsens eis 

(Permanent loss of use of finger or 
thumb to be considered as equivalent 
to the loss of such finger or thumb.) 

NEMA ovis at's sisson wo enncee ea neecied 

Minimum or actual wages, if less...... 

WAITING PERIOD 
DEATH: 

MERSIN POMOd 66 seeds <nis cmaiees op 
(Except as noted under Orphaned 
Children.) 

BASIC WAGE WEEKLY: 
Maximum 
Minimum 


SCHEDULE OF BENEFITS* 


eee ern e reer esses eeseseseeseeseer® 


ee 


Widow, no children: ... 66.06 csc0css0s 
Dependent WiGOWE! 66.o..sis6slons cosas 
Widow or widower—1 child............ 
Widow or widower—2 children........ 
Widow or widower—3 children or more 
Orphaned children—1l or 2 ........... 
Orphaned children—3) ..6:.6.<.04.060.0005% 
Orphaned children—4 ................ 
Orphaned children—5 9 ......6..0c08e008 
Orphaned children—6 or.-more........ 


ORPHANED CHILDREN: 
(Compensation of each child to con- 
tinue after 300-week period until 
such child reaches age of 16 years.) 
One child 
CODES ccs icas isco sown we cease eee 
PNIEOR coos ncaa ewe sbe eben es mee nee 
children 
5 children 
D OF SOLS so ts cep esekecn seek saseesy > 
OTHER DEPENDENTS: 
Parents (one or both partly dependent 
Parents (one or both) totally dependent 


eee ere eer res reseesseeseseee 


ui Wh 


Brothers and Sisters—1l............0. 
Brothers and Sisters—2............+. 
Brothers and Sisters—3............-. 
BRAT ER EINES: once Sec osscues 


Old Law 


60% 
$12 


_ $6 
$5000 


500 weeks 


300 weeks 


60% 


JO 
150 weeks 


$12 


$6 
10 days 


300 weeks 

$20 

$10 
40% 44% 
40% 44% 
50% 55% 
60% 621.4% 
60% 05% 
30% 33% 
40% 44% 
50% 55% 
60% 621% 
60% 65% 
15% 174% 
25% 271% 
35% 381%4% 
45% 50% 
50% 55% 
50% 60% 
20% 25% 
40% 45% 
15% 15% 
20% 20% 
25% 25% 
$100 


Effective 
Amendments 
Jan. 1, 1928 


65% 
300 weeks 


65% 


65% 
1 150 weeks 


300 weeks 


$24 
$12 


$10.00 Max. 
10.00 Max. 
12.50 Max. 
14.00 Max. 
15.00 Max. 
7.50 Max. 
10.00 Max. 
12.50 Max. 
14.00 Max. 
15.00 Max. 


weekly 
weekly 
weekly 
weekly 
weekly 
weekly 
weekly 
weekly 
weekly 
weekly 


3.75 Max. 
6.25 Max. 
8.75 Max. weekly 
11.25 Max. weekly 
12.50 Max. weekly 
13.75 Max. weekly 


weekly 
weekly 


5.00 Max. weekly 
10.00 Max. weekly 


$150 











CASH CAPITAL 
$2,500,000.00 


UNION INDEMNITY 


COMPANY 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 


Automobile, 
Workmen’s Compensation Insurance 


Executive Offices: 
Union Indemnity Bldg. 
N Orleans 


Liability, 


Plate Glass 


Eastern Department: 
100 Maiden Lane 
New Yo 











Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 








W. G. Wilson Feted On 
His 35th Anniversary 


AS AETNA LIFE MGR. IN OHIO 





Has Built Up Big State-Wide Business 
For His Companies; Also Prominent 
in Civic Affairs 





W. G. Wilson, prominent manager for 
the Aetna Life and Affiliated Companies 
at Cleveland, got the surprise of his life 
one morning recently when he arrived 
at his office and found it filled with flow- 
ers from friends who had not forgotten 
his thirty-fifth anniversary as the leader 
of the Aetna Life forces in Northern 
Ohio. All during the day telegrams, let- 
ters, telephone calls and personal visits 
were feceived from friends, some of 
whom knew Mr. Wilson when he started 
at the age of sixteen running errands in 
a Cleveland office. 

One of the big Cleveland newspapers 
ran a good sized story about his anni- 
versary while the home office of the 
Aetna Life sent a handsome floral piece. 

Mr. Wilson’s office today does an an- 
nual business of several millions of dol- 
lars of which well over a million is cred- 
ited to his personal account. His interest 
in civic activities is well known, having 
recently been made vice-president of the 
Cleveland Chamber of Commerce to pre- 
pare the city for the reception of the 
international conference on peace next 
May. He was appointed by the Mayor 
of the city on a group to recommend 
a borough plan for Cleveland’s metro- 
politan area. 

Two years ago Mr. Wilson was treas- 
urer of the Cleveland Chamber of Com- 
merce and before that traveled to Europe 
and the Orient as a member of a commis- 
sion to investigate America’s commercial 
opportunities in foreign lands. 

He is past president of the National 
Association of Casualty & Surety Agents, 
and has played a prominent part in ac- 
tivities of the Insurance Federation of 
America. He is at present an executive 
officer of this organization. 





GOES ON GEN’L AGENCY BASIS 





Metropolitan Casualty Discontinues Buf- 
falo Branch and Appoints J. P. Han- 
cock Co. as Gen’l Agents There 
The Metropolitan Casualty has rear- 
ranged its representation in Buffalo, fol- 
lowing the recent merger of the John P. 
Hancock Co., its Buffalo general agents, 
with Park, Thomas & Co. of the same 
city. The new company which is to con- 
tinue in the general insurance business 
under the name of John P. Hancock 
Co.,'Inc., will have a capitalization of 
$250,000, with capital and .surplus of 

$350,000 

Coincident with the merger, which be- 
came effective on January 3, 1928, the 
John P. Hancock Co., as general agents, 
will assume active management of the 
interests and development of the busi- 
ness of the Metropolitan Casualty in 
Buffalo and Niagara Falls, as well as 
the counties of Erie, Niagara, Orleans, 
Wyoming, Chautauqua, Cattaraugus and 
Allegany. The Hancock company will 
be housed on the ground floor of the 
Marine Trust Company, 18-20 North Di- 
vision street, taking over the space for- 
merly occupied by the Metropolitan Buf- 
falo branch, which is discontinued unde: 
the new arrangement. 

A. P. Newton, who was appointed 
manager of the Metropolitan Casualty’s 
Buffalo branch office when it was opened 
May 1, 1925, becomes associated with the 
John P. Hancock Company as manage! 
of the casualty and bonding departments 
A. E. Vicent becoming superintendent 
of the casualty department. and Frank 
L. Beets superintendent of the bonding 
department. George Bleistein will b« 


manager of the Buffalo office and will 
also supervise the fire insurance under- 
writing. 
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Cullen Tells How the 
F. & D. Got Its Start 


BEFORE BANKERS’ CREDIT ASS’N 








Stresses Scope of the Surety Business 
Into All Lines of Industry; 
How It Sells Credit 





One of the interesting features of a 
t Ik given by Vincent Cullen, vice-presi- 

iont, Fidelity & Deposit in New York, 
b fore the Junior Credit Association of 

Bankers in New York last week, was his 
F ‘scription of how the Fidelity & Deposit 
started thirty-seven years ago. Mr. Cul- 
len said: “Several prominent business 
men had been requested time and again 
by individuals to become their bondsmen. 
As you know, for a good many years, 
men who held government, state and 
court positions were required to give 
bond. In the old days these bonds were 
usually signed by individuals. 

“These men that I have mentioned 
were called on very often and it sud- 
denly occurred to them that the sign- 
ing of these bonds was more important 
than a matter of form and that they, 
themselves, and their estates might be 
financially embarrassed in event they had 
to make good a substantial sum on any 
of these bonds. They, therefore, conceived 
the idea of selling stock in a corporation 
whose business it was to extend credit 
to individuals. They applied for a char- 
ter, which was granted, and they started 
off with the idea of selling their credit 
to individuals who needed bonds. So you 
can see that the very thought that start- 
ed the surety business was credit, and it 
is the one most important factor in our 
business today.” 

Bonds Guaranteeing Honesty 


Continuing further, Mr. Cullen said that 
the three major classifications of the sur- 
ety business were honesty, financial guar- 
antee and lastly, both honesty and finan- 
cial guarantee. Under the heading of 


honesty bonds are written which guar- 
antee only the honesty of the in- 
dividual. He declared that it was pos- 
sible to write very large bonds for some 
individuals who are practically worthless 
because only their honesty is guaranteed. 

Such bonds as appeal, attachment and 
those involving purely a money payment 
come under the head of financial guar- 
antee and in this type of risk Mr. Cul- 
len said that a surety company was less 
concerned than it was with bonds for 
the individual. Speaking about the hon- 
esty and financial guarantee classifica- 
tion, being most commonly contractors’ 
bonds, he declared: 

“A contractor may be the most honor- 
able in the world; he may be the most 
skillful, but he is as liable to make a 
mistake as anyone else and we must 
therefore be certain that he is financial- 
ly able to make good his mistakes. 
Therefore, you can see that on a risk 
of this kind we have the honesty risk 
combined with the financial guarantee 
and here is where credit facilities are 
very thoroughly looked into.” 

How F. & D. Investigates Contractors 

Here is how the Fidelity & Deposit 
investigates contractors before accepting 
their bonds as explained by Mr. Cullen: 
“We first assure ourselves that the con- 
tractor’s reputation is of the best; sec- 
ond, that he knows his business and, 
third, that he has taken excellent care 
of his credit. If his financial statement 
is satisfactory to us, that is to say, if 
he has sufficient worth in our judgment 
to enable him to go through with the 
contract, even though he has made a 
mistake in his figures, we then turn and 
make a thorough check of his credit 
facilities. 

“We assure ourselves that during his 
career he has promptly discharged his 
obligations; we assure ourselves that his 
credit lines with his banks are good. 
We also assure ourselves that he has 
ample credit for materials so that you 
can see that even though the contractor 
might be the best in the business, if 


his credit standing is not satisfactory to 
us, we do not participate in the bond.” 

Later in his talk Mr. Cullen gave his 
audience some idea of what an impor- 
tant cog the surety business was in the 
wheels of industry. Taking the shipping 
industry as an example, he said: “You 
all know very well that the great ocean 
liners are frequently in trouble, either 
collisions with tugs, piers or other ves- 
sels, and these collisions are likely owing 
to the size of these boats, the heavy 
traffic in our rivers and the difficulty in 
moving them about. In nearly all col- 
lision cases the boats are libelled, mean- 
ing, they are arrested by the U. S. 
marshall and tied to the pier. A certain 
bond is fixed—it may be $10,000, it may 
be $500,000, but it means that the ship- 
ping company owning that vessel must 
arrange to release it because every addi- 
tional hour at the pier is unnecessary 
expense and waste. 

“Tt is far easier for that stuppimg com- 
pany to call upon a surety company to 
file the required bond than it is to gath- 
er together securities and cash and put 
them up with the U. S. Government. 

“There is a specific case where we 
sell our credit for a premium and I 
might say to you that the large surety 
companies, including my own, are 
equipped in every port in the United 
States and in most cases, in the main 
ports of the world, to release these ves- 
sels within a few hours, for which we 
make a very small charge.” 





GIVE LUNCHEON TO OAKLEY 

Alonzo G. Oakley, senior manager of 
the United States F. & G. in New York, 
completed thirty years with the com- 
pany this week and in honor of the oc- 
casion the managerial staff of the of- 
fice gave a luncheon to him at the 
Lawyers Club. Among those present 
were: Edward R. Lewis, William H. 
Estwick, Adolfus A. Jackson, Kenneth H. 
Wood, Albert J. Rowland, Edwin G. 
Charles E. Finken and Kern 


Babcock, 
J. Muller. 


H. S. LANDERS PUT IN CHARGE 
Metropolitan Casualty Reorganizing San 
Francisco Office Following Hancock’s 
Resignation; Griffith Also Leaving 

Following the resignation last week of 
V. A. Hancock,‘for the last three years 
resident vice-president of the Metropoli- 
tan Casualty at its Western executive 
offices at San Francisco, J. Scofield 
Rowe, president of the company, has 
placed Howe S. Landers in charge as 
special counsel for the purpose of re- 
organizing and strengthening the office. 
Mr. Hancock’s resignation is effective 
February 1. 

Mr. Rowe also said that the San Fran- 
cisco office, which has formerly super- 
vised the entire Pacific Coast territory, 
will in the future devote its entire at- 
tention to the business developed 
through the Edward Brown Agency in 
northern California. 

Mr. Landers is a member of the firm 
of Landers & Landers, Indianapolis, 
managers for the Metropolitan Casualty 
in Indiana, and is well known in both 
insurance and legal circles. He was ap- 
pointed vice-president of the Insurance 
Federation of Indiana and by virtue of 
that office is general chairman of In- 
diana Insurance Day on January 24, 1928. 
He was first secretary of the State In- 
dustrial Board when it was created in 
1915 by the Workmen’s Compensation 
Act in Indiana. 

Warren Griffith, 


assistant vice-presi- 


dent, Southern California branch office 
at Los Angeles, is also leaving the com- 
pany, effective March 1. 





NEW UNIVERSAL INDEMNITY 

The Universal Indemnity of Newark, 
N. J., was organized this week as the 
casualty running mate of the Universal 
Insurance Co., started in 1921 by inter- 
ests identified with Talbot, Bird & Co. 
The indemnity company, under the 
same management, will have capital of 
$300,000 and a similar surplus. 
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Rowe Dispels Rumors 


(Continued from page 36) 
may lead to an increase in accident and 
loss frequency. 

“There are a lot of people in whom 
too much prosperity breeds overconfi- 
dence and carelessness—and carelessness, 
whether it be in the supervision of ‘finan- 
cial institutions, the conduct of industrial 
operations or the handling of one’s pri- 
vate affairs, produces casualties that re- 
sult in losses. 


Would Redouble Safety Efforts 


“To offset the natural tendency toward 
carele ssness arising from a ‘super pros- 
perity,’ insurance companies should re- 
double their efforts to interest the pub- 
lic in ‘safety first’ and accident preven- 
tion campaigns, driving home the time- 
worn truism that ‘an ounce of preven- 
tion is worth a pound of cure.’ 

“An underwriting profit on future cas- 
ualty and surety business may be ex- 
pected only at the price of eternal vigi- 
lance in reducing losses to a minimum 
and adjusting rates promptly to meet 
changing conditions.” 

He is optimistic in the opinion that the 
ageregate figures for 1927 should show 
a small underwriting profit. He observes 
that while there may have been some 
general improvement in underwriting 
conditions, the benefits therefrom are 
not likely to show any marked effect on 
the 1927 results. He then says: 

“Workmen’s compensation loss ratios 
are still running high and automobile 
liability, property damage and collision 
loss ratios are likely to be higher in 1927 
than in any previous year, this result 
being attributed to increased traffic con- 
gestion and to an increased mileage ex- 
posure per Car.” 

Opposed to Compulsory Law 

Commenting upon the Massachusetts 
compulsory liability insurance law, Mr. 
Rowe takes the view that the law in it- 
self can not have much to do with driv- 
ing the irresponsible driver off the high- 
ways of that state. He says, however, 
that it may help incidentally to call at- 
tention to the careless driver who causes 
many accidents. Even so, the enforce- 
ment of any good law that refuses a 
license to drivers proven guilty of care- 
less driving would be equally effective 
and it is not necessary to attach a com- 
pulsory insurance requirement to a dras- 
tic license law to keep irresponsible driv- 
ers off the street. 

The Massachusetts experiment, in Mr. 
Rowe’s opinion, is too new and the re- 
sults too uncertain to advocate its ex- 
tension to other states, and in this view 
casualty executives are unanimous. 

As to automobile liability rates in the 
Bay State, he says that they will be in- 
adequate for 1928. “Companies will ob- 

viously try to pick their risks carefully,” 
he adds, “and will demand such relief 
as may be granted from insuring care- 
less drivers. Some companies may dis- 
continue automobile business in the state 
entirely but most of them will stay, take 
their losses and hope for relief in 1929.” 

His View of Experience Rating 

Speaking about the experience rating 
principle, he calls it sound since it pro- 
vides an appropriate formula for reward- 
ing the careful and penalizing the care- 
less. But he cautions that it be extend- 
ed with great care and along lines that 
are not inconsistent with the law of av- 
erage and in keeping with the funda- 
mental principles of insurance. 

Other problems approached in Mr. 
Rowe’s survey include his opinion that 
there are now more casualty and surety 
carriers than are actually needed, al- 
though he says that this may intensify 
competitive conditions and also result in 
putting every company on their mettle 
in serving the insuring public. His re- 
action to a special contingency reserve 
against adverse developments in the se- 
curety market is that it is a wise pre- 
caution but such reserve should be vol- 
untary and not compulsory. He feels 
that acquisition cost rules can never be 


Regular Carriers Have 
Burden Under Mass. Law 


ONLY 12 DEPOSITS OF CASH 





Dep’t of Public Works Official Thinks 
This Handful May Have Had 
Prejudice Against Insurance 





The regular companies carry the bulk 
of the insurance under the compulsory 
automobile act in Massachusetts. This 
fact was disclosed through inquiry of 
Fred Fair, financial secretary of the 
Department of Public Works, who says 
that only twelve persons have to date 
availed themselves of the section of the 
law which allows a person seeking to 
register a motor vehicle to deposit cash, 
bonds, stock or other evidence of in- 
debtedness satisfactory to the highways 
division of the Department of Public 
Works, instead of taking out insurance. 

Furthermore, the indications are that 
some of these twelve do not intend to 
continue that method, as only two have 
renewed it for another year. 

One of the sections of the compulsory 
insurance law provides that the applicant 
for registration, in lieu of procuring a 
motor vehicle liability bond or policy, 
may deposit with the division cash in 
the amount of $5,000, or bonds, stocks 
or other evidence of indebtedness satis- 
factory to the division of a market value 
of not less than $5,000. The twelve who 
took this method of complying with the 
compulsory automobile liability security 
act put up various stocks, Liberty bonds, 
and in several cases bankbooks with as- 
signments to the Public Works Depart- 
ment. 


Effect of Attorney General’s Ruling 

Mr. Fair says he thought one of the 
principal reasons why so few decided to 
use this method was the fact that under 
a ruling of former Attorney General Jay 
R. Benton the division must retain the 
cash or other securities until at least one 
year after the expiration of the regis- 
tration term, or if written notice of an 
action brought against the registrant has 
been filed with the division, they must be 


held “until such action is finally disposed 
or.” 
The Attorney General also ruled that 


if an owner sells or exchanges a car 
he has registered and buys a new one 
instead, it is necessary that the deposit 
made to cover the motor vehicle original- 
ly registered should be held for at least 
one year after the expiration of the reg- 
istration upon that particular car, and 
that a new deposit must be made to 
cover the second motor vehicle regis- 
tered. 

As to the reasons leading any one 
to use this method, Mr. Fair said that 
in some cases it might be due to some 
personal prejudice against insurance in 
general, or, in the case of a taxi driver, 
to the rate charged for that class of reg- 
istration. He thought it extremely im- 
probable that it was in any case due to 
inability to get insurance. 





SAYS TOM MASSON— 
English motor-car drivers are given a 
diploma if they drive their cars for one 
year without accident. We might emu- 
late their example by giving similar di- 
plomas to pedestrians who at the end 
of the year are still alive. 





NASHVILLE APPOINTMENT 
The London Guarantee & Accident re- 
cently appointed W. W. Dillon & Co. of 
Nashville, Tennessee, as its general 
agents. 








expected to function to the satisfaction 
of all companies but such rules have been 
of great value in stabilizing commissions 
and standardizing agency procedure. In 
conclusion he praises the newly formed 
claim department of the National Bureau 
as being of great value in dealing with 
the fraudulent claim situation. 


Many Changes in 1927 
In Compensation Laws 


LONGSHOREMEN ACT GREATEST 


Only Five States Without Indemnity 
Provisions; U. S. Department of 
Labor Reviews Progress Made 








A review of the work done in work- 
men’s compensation during 1927 is re- 
viewed in a statement made public by 
the Department of Labor. It follows 
complete: 

In the forty-three states and three ter- 
ritories having workmen’s compensation 
laws, two legislatures did not meet in 
1927, and eleven did not change the law. 
A liberal tendency was noticeable in the 
legislation of the thirty-four jurisdic- 
tions which did pass amendments or sup- 
plemental acts. 

At the beginning of the year five states 
did not have workmen’s compensation 
laws and four great classes of workers 
subject to federal jurisdiction had not 
been covered (employes in the District 
of Columbia, those engaged in interstate 
commerce, seamen, and longshoremen). 

The longshoremen’s and harbor work- 
ers’ compensation act was the outstand- 
ing piece of legislation of the year and 
brought to a large number of persons 
the benefits of compensation law. Two 
jurisdictions reenacted their laws with 
many improvements. 

Benefits Liberalized 


Liberalization of benefits received at- 
tention in twenty-one states. This was 
done by increasing all benefits or cer- 
tain special classes, by raising the mini- 
mum or maximum weekly payments, by 
more liberal allowances in the case of 
medical assistance of burial, and by other 
less direct methods. 

Increase in coverage comes next in im- 
portance. In California and in Nebras- 
ka action was taken to place more farm- 
ers under the act. Maryland, Illinois, 
Michigan, Oregon, and Wisconsin dealt 
with the subject of illegally employed 
minors. Several States extended the act 
to cover more public employes. Particu- 
lar activity and continued hesitancy were 
noticeable in covering volunteer firemen, 
employed convicts, and National Guards- 
men. 

Interesting changes were made show- 
ing a tendency to cut down benefits pay- 
able to alien nonresident dependents, re- 
married widows, and children who marry 
or reach a certain age. Several impor- 
tant words and phrases have been rede- 
fined, particularly “hernia.” Idaho cre- 
ated a second-injury indemnity fund. The 
waiting period was dealt with in Maine, 
Pennsylvania, and Texas. Connecticut 
and Massachusetts gave attention to the 
waiving of rights under the act. The 
Alaska lien section and the transfer of 
administration from the courts in Kan- 
sas should receive special notice. 





SHOULD LOOK UP INSURANCE 

After handing down a decision which 
dismissed a suit for workmen’s com- 
pensation because of lack of jurisdic- 
tion, Compensation Commissioner Noon- 
an of Connecticut warned laborers that 
they should, before going on a job, as- 
certain from the compensation office 
whether or not an employer is covered 
by insurance and thus protect themselves. 





MORE AUTO FATALITIES 

Figures giving auto fatalities for the 
52-week period ending December 3, 1927, 
and for the corresponding period ending 
December 4, 1926, show an increase of 
3% in the year. There were 6,969 deaths 
from that cause this year as against a 
previous 6,658 fatalities. 





1927 VOLUME WAS $14,925,000 
The Indemnity Insurance Co. of North 
America, under the leadership of Charles 
F. Frizzell, vice-president and general 
manager, rolled up an approximate pre- 
mium volume of $14,925,000 in 1927. In 
1926 its premium income was $13,613,134. 


Phillips Greets Flyers 


(Continued from page 36) 


by Mr. MacCracken was that an “air- 
plane passenger bus” will be a develop. 
ment of the near future to take care o| 
as many passengers as the cross-country 
automobile bus does today. 

Major General Patrick, the nex 
speaker, created a surprise when he de- 
clared that it would be a simple mat- 
ter for enemy airplanes to cut off New 
York’s water supply and destroy the 
whole water system of the city. He 
pleaded for a more efficient air force for 
both the army and the navy. 


Why Maitland Was Hungry 


Lieut. Maitland won the hearts of his 
listeners when he started off by saying: 
“I don’t know very much about speak- 
ing. You know there is only one bird, 
the parrot, who can talk, but he can’t 
fly.” The purpose of his flight, he said, 
was to bring Hawaii within one day of 
the United States. His vivid description 
of it was listened to eagerly. One could 
have heard a pin drop. 

When talking about the food taken 
along, Lieut. Maitland told of one ex- 
perience which his audience hadn’t read 
about when the newspapers told the 
story of the feat. It seems that both 
coffee and soup had been put in the 
plane at the start of the flight. After 
several hours of flying Maitland began 
to get hungry. He was at the controls so 
he asked his partner to find the food. 
His partner looked high and low for 
exactly one hour and twenty minutes but 
— find no trace of the soup and cof- 
ee. 

Finally when they safely arrived at 
Hawaii some one asked if they were 
hungry, and upon learning that they 
were just about famished although food 
had been within their reach all the time, 
this guardian angel jumped into the air- 
plane and within a minute he returned 
with the lost soup and coffee. So while 
he considers his associate a fine naviga- 
tor, Maitland thinks he is a poor waiter. 


Seeks Governors Island As Airport 


When Chamberlin was introduced by 
Mr. Phillips he did not talk about his 
flight to Germany as had been hoped 
but appeaied to the Republican Club for 
help in establishing a better airport in 
New York. He said frankly that he 
wanted Governors Island for this pur- 
pose. His job for 1928 has been laid 
out to “seit” aviation to the general pub- 
lic but unless the people have an ade- 
quate place to fly airplanes he doesn’t 
think that much progress will be made. 

F. Trubee Davison, assistant secretary 
of war, was also on the program but 
was detained by business at Washington. 
He sent along to the club his speech 
written in full which was commented 
upon by former Senator William M. 
Calder, president of the club. 

Insurance men who were present in- 
cluded G. F. Michelbacher, vice-presi- 
dent; Leslie F. Tillinghast, agency as- 
sistant, and C. W. Schatzman, field su- 
pervisor for New Jersey, all of the Great 
American Indemnity; also A. A. Michel- 
bacher, of the Aetna Casualty & Surety 
in New York, and M. Tannenbaum, New 
York broker. 





DIES IN EXAMINATION 

While being examined by Dr. Joseph 
Moss, who was to report to a casualty 
company the extent to which he hac 
been injured in an automobile accident. 
Harrison Missimer, 68, dropped dead it 
Philadelphia. It was found that hear! 
failure and not injury was the cause 0! 
death. 





N. Y. INDEMNITY APPOINTMENTS 

The New York Indemnity has ap 
pointed H. B. Rodehaver as its genera 
agent for casualty and surety busines: 
at Sacramento, California, and Alexan- 


der E. Phillips as its general agent for 


casualty and surety business at Wash- 
ington, D. C 
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